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Webster goes to the ends of the earth to 
provide you with quality Carbon Papers 


At the modern F. S. Webster plant in Cambridge, 
Massachusetts, receiving raw materials from the 
ends of the earth is a daily event. Carnauba Wax 
from Brazil, Beeswax from the Hawaiian Islands, 
Paraffin from Germany, Oil from Greenland, pig- 
ment colors from Holland, Carbon Black from the 
U. S. A. and carbonizing tissue from the British 
Isles, to mention just a few. Our receiving books look 
like the itinerary of a diplomatic courier. 

But raw materials alone will not make a quality 
product. They have to be skillfully handled and skill- 
fully manufactured to produce what you have come 


to know as the finest carbon papers available. The 
great family of Webster workers, some with a half- 
century of experience, stand behind the manufactur- 
ing of our carbon papers. Just as workers supply the 
skill of manufacturing, so do quality raw materials 
provide the ingredients with which to work skill- 
fully. 

When you think of carbon papers, remember it’s 
impossible to beat the combination of the world’s 
finest raw materials combined with the skill of ex- 
perienced workers. The results are reflected in the 
quality carbon papers from F. S. Webster. 


SELL THE PROFIT LINE...SELL 


Webster’s 
CARBONS and RIBBONS 


F. S. WEBSTER COMPANY, 13 AMHERST STREET, CAMBRIDGE, MASS. 


WEBSTER WAREHOUSES IN New York . Chicago ® 


Philadelphia + Pittsburgh -¢ San Francisco +« Cambridge 
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Editorial Observations 


Evidence of the soundness of the 
package” selling plan in the area of 
office furniture and the udinous 
other products that can guid be 
included in a complete oft: presented 
in the Office Planning sectior naugu- 

d in this issue on pages 35 to 42 


Having recognized the market potentials 
‘esident in the inclusive service idea, 
George Bode and Alice Rogers of the 
Kalamazoo Office Equipment Company, 
Kalamazoo, Mich., gave substance to their 
convictions in a recent installation in the 
offices of the Allied Paper Mills, Kala- 
mazoo. Presented as case History No. 1 
n the new Office Planning series, the 
Allied installation gives clear indication 
of the importance of planning and design 
as factors in the marketing programs of 
office furniture dealers 
. 

Most of the individual enterprises in 
the office equipment industry are in the 
small’ business category. Certainly, very 
few dealers can qualify as “big.” All 
firms, of course whether in this industry 
or any other, have their quotas of 
troubles. Yet, government statistics show 
that the rate of failures is going down 
and the average percentage of profit is 
going up among ‘“‘small” businesses. 
Further, the opportunities look so good 
that more people than ever before are 
establishing small businesses. These statis- 
tics hold true in the office equipment and 
supply field. Apparently, the small busi- 
nessman is not ailing as much as the 
politicos would have us believe 

e 

H. J. Ryman, Ltd., London, England, 
is reported (page 66) as the “first self- 
service store, aside from food chains,” 
in Great Britain. The story and illustra- 
tion reveal the Ryman establishment as a 
full service store handling office furni- 
ture, machines and supplies. As a leader 
in the use of self-service merchandising 
techniques, the Ryman organization has 
put a feather in the cap of the office 
equipment industry in England 
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Editorial Director 
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OFFICE APPLIANCES was founded by George H 
Patterson and developed through 34 years by 
Evan Johnson. 


Published on the 23rd of each month preceding 
the month of issue by The Office Appliance Co. 
600 West Jackson Boulevard, Chicago 6, Ill. Cable 


address: Applico, Chicago. Phone: DEarborn 2 
3206. 

ESTABLISHED 1904: Succeeding and embodying 
American Stationer, New York, established 1873 
the original trade journal serving the stationery 
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1904; The Office Appliance Journal, Chicago 
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Office Outfitter, Chicago, 1908; the original Na 
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OFFICE APPLIANCES is a news and merchandis 
ing journal serving dealers and agents who func 
tion as distributors of commercial stationery, office 
furniture and office machines. 


= 
Western Advertising Department: Herbert L. Sime 
Vice-President, and DeLysle F. Cas 9 W, Jack 
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itary Ave., Los Angeles 64, Calif. Phone GRanite 
7-2970. 
© 
SUBSCRIPTION RATES: 
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Issue (Parts | and II), $2.00. 
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OFFICE APPLIANCES is registered in the United 
States Patent Office, Washington, D, C 

Copyright: Contents covered by copyright, 1956 
by the Office Appliance Co. Entered as second 
tlass matter, July 8, 1905 at the post office in 


‘Chicago, Ill., under Act of March 3, 1879. Ad 
litional entry at Mendota, III. 
e 
| SERVICE BUREAU 
. The Service Bureau of Office Appliances 
‘i is maintained for the exclusive use of sub 
scribers and advertisers. !+ answers in- 
quiries pertaining to the field, furnish 
names of manufacturers of off upt 
and equipment, and aids dealers in secur 





ing lines, without charge. 





in This issue 


... don't miss 


The Service Specialty Company 
of Fort Worth, Tex., has built 
a successful office machine 
business with sound manage 
ment methods and a sales pro 
gram on service rather than 
price. The result has been a 
400% increase in sales over 
the past 10 years and a record 
as the largest independet re 
building firm of the office machine industry in the centra 
and western states. In a staff report, OFFICE APPLI 
ANCES details how this firm rebuilds machines and 
markets them in ever-increasing volume. Emphasis is giv 
en to the "front office’ plan which makes the firm sc 
outstanding. The article leads off the special editorial 
treatment given this month to office machines. Page 


20-23. 


OFFICE AFPLIANCES with 
ms pardonable pride introduces in 
this January issue a new sec 
tion "Office Planning", which 
puts special emphasis on the 
role of the designer in today 
successful selling of office 
furniture, the walls and floor 
treatment of and choice of ac 
cessories involved in the ‘pack 
age'’. It is a section which has a special format, striking 
typography and story-telling photographs. The new se 
tion is perforated for easy removal to a file binder whict 





can serve the dealer as a continuing source of ideas. Thi 
initial Office Planning section deals with how a Kalamazox 
Mich.) dealer transformed the offices of a paper mi 
tirm. Pages 35-42. 


Next Nionth... 


Office supplies will provide the theme of special article 
in the January issue of OFFICE APPLIANCES. New idea 
in marketing, inventory control and store arrangement 
are designed to be helpful to the dealer wanting to in- 
crease his volume. The second Office Planning sectior 
will dramatically portray good design by a dealer in 
furnishing a manufacturer's offices. 
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OA’‘s Press-Time Bulletins 





THE SCHWAB SAFE COMPANY has announced the 





appointment of Doyle D. 
Browning, Johnson City, 
Tenn., as field repre- 
sentative covering the 
States of Tennessee, 
Georgia, Florida and 
Alabama. On 1948, Mr. 
Browning, together with 
C. B. Turner, organized 
he and operated the Stand- 
D.D.Browning ard Forms Company of 
Johnston City, Tenn. On 
October 1 of 1956 Mr. Browning disposed 
of his interest in the above company in 
order to devote full time to working 
with dealers of the Schwab Safe Com- 
pany. 





CONTRIBUTIONS of $25.00 each to five major 





charities at Christmas time were voted 
by the Stationers 12:30 club of New 
York at the meeting held November 26 
with President Harry Sills, Commercial 
Stationery Company, New York City, 
presiding. 


UNDERWOOD CORPORATION has announced change 





of the telephone number of the execu- 
tive and general offices at One Park 
Ave., New York City, to ORegon 9-3400. 
For New York City sales, however, calls 
are still to be made to LExington 2- 
7000 and for service to LExington 2- 
8540. 


WHOLESALER STATIONERS' ASSOCIATION an- 





nounces that the theme for the 4lst an- 
nual convention March 7-8 at Hotel Com- 
modore in New York City will be "New 
Dimensions in Merchandising With Your 
Wholesaler". The merchandise exhibit 
is to be held at the New York Trade Show 
building March 4-7. 


ALBERT AIROSUS, who sold his interests in 





the Jet Manufacturing Co., Inc., of 
Boston last March, has started another 
business in Lowell, Mass. Associated 
with the J. E. Poole Co., Ltd., Toron- 
to, Canada, Mr. Airosus is now making a 
line of inks, catering particularly to 
the unusual ink problems that arise in 
industry. The plan is to furnish sta- 
tionery dealers, for example, with 
data sheets which, when properly 
filled out, enable The Easy Mark Ink 
Company to prescribe the exact ink nec- 
essary for stamping, stenciling or 
marking application. 
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Late and Important News for Our Readers 








NOMDA Opens Drive for 2,000 
Members; State Chairmen Named 


State chairmen for the National Of- 
fice Machine Dealers Association big 
push for 2,000 members have been 
named by President D. L. Keeney, Jr. 
Each chairman has been given com- 
plete freedom to select his own help- 
ers. These state chairmen are: Paul 
McWilliams, Arkansas; Robert Picou, 
California; Henry Van Dalfsen, 
Southern California; Charles Mey- 
ers, Florida; Lud Pollak, Idaho; 
Jack Taylor, Illinois (Chicago 
area); Robert Merveaux, Iowa; Max 
Potter, Kentucky; Larry Beckley, 
Minnesota; G. T. Learned, Mississip- 
pi; George Tilton, Montana; C. W. 
McLane, Nevada; Harold Peck, New 
York City; Ec Glassman, New York 
State; Harry Van Zant, Ohio; James 
Bushman, Oklahoma; Harry Pitts, Ore- 
gon; James Gladney, East Pennsyl- 
vania; Robert Best, South Dakota; 
W. A. Johnston, Tennessee; Robert 
Kykendall, Jr., East Texas; Franz 
Schreyer, Utah; Jules Wadekin, Wis- 
consin. 





THE G. J. AIGNER COMPANY announces the 





appointment of Bert 





Schrader as new manager 
of Aigner's Customer 
Service Section, in 
complete charge of cus- 
tomer relations at the 
Chicago plant of the 
firm. He succeeds Irv 
Tucker, who was promot- 
ed to regional manager 
of the West Coast area 
Burt Schrader and is in full charge of 
Aigner's new plant, now 
under construction at Oxnard, Calif. 





ALFRED F. COTE, associated with the sales 





staff of Reyburn Manufacturing Com- 
pany in Chicago, has been appointed 
general sales manager of the firm. Mr. 
Cote, first vice-president of Great 
Lakes Travelers Club, will assume his 
new duties in the East the first of the 
year. 


LEO GASSENHEIMER, 71, of Mercantile Paper 





Company, Montgomery, Ala., died De- 
cember 5 after several months’ ill- 
ness. He was a member of the firm for 
55 years. Survivors include the wid- 
ow, two children, four grandchildren 
and brothers Sidney and Irvin, associ- 
ated in the business. 
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Deadline 10th of month preceding issue date. The rate for classified 


Want Ads 


advertisements is twenty cents a word, minimum charge $4.00 
payable with order. Add six words if box address is used. 








SALESMEN WANTED 























ALESMAN WITH FOLLOWING: Good ported side 
arms and lamps tor of and factorie 5000 
A ff: Applia R N.148 00 4 4 
k N. Y 
ALESMEN FOR RUBBER-BAN WANTEC 
RIES, only well established with Stationery Jobbe 
Retailers, attractively priced quality Bands offer great 
nina potentia Comm W rit OF ice Aor 
50 100 t 42nd S New y j N Y 
A h WANTEL Texas te 
ry hou Sood ea ntial. G KE 
c 3 - ma + WV YF - Ac n 
SALESMEN AVAILABLE 
X PER N i" FFICE S PPLY RETA | SALESMAN WANTS 
T fh bie tirn 15 ar Preter thwest 
® Appliance Box A-!/4 Chicago 6. 
SALES REPRESENTATIVES WANTED 
MANUFACTURER'S REPRESENTATIVE ; j n 
t senutectare: are architect ae seemtiae 
t manufact ng system for blue 
Te é Ex ri€ -ombined wit 
proaram. Pp ease sOViISE extent + pre 
w carried and type t firms called on. Dan 
npany, P.O. Box 10221, H ton 18, Texa 





ARD SIZE ADDRESSING MACHINES. Wants sale 


machinery t 3 n office equipment 
ea y } Terrirorie ava ab e S| ) } annually r we GON 
j ADDRESS-A-MATIC Addressing Mach. C 2817 W 


}exas. 





TED BY MANUFACTURER, : arry attractive 
" and Office Acces 


es are pen. Mer ying n Stat oner 


ry 7 ry 
Desk Pad esk 
C ers, Department Store 1} New England 


sdelphia, Baltimore, Washinaton (3) Metror tan 


" New Jersey. Letters kept in nfidence. Write OFFICE 
APPLIANCES, Box N-137, 100 East 42nd St.. New York 17. N. Y 





MANUFACTURERS REPRESENTATIVES WANTED to sel! a qua 


nd stencil duplicators and attendant supplies. Ex 
available. Product d wholesale only to the 
Duplicating Machine e Equipment—Sche 
Stationery—Carbon & Ribbon and Printer 
Apr int t be experienced with Dur ators. Reply giving 


es now carried and territory covered. Write Du 
2 S. Main, Los Angele : 





Ky ANTE State distributor r Tenne N rth Caro iné S utr 
A sbama snd Mississ pp tor + e mac hinec ne Py 
business. Write Office Appliances. Box W-141 











) YEAR MANUFACTURER OF OFFICE SPECIALTIES de 
Men for Various Territories. Please write GEORGE 
X & 1051 N. Throop St., Chicago 22, Illin 
TEEL CHAIR LINE AVAILABLE in three territ 
New England and Upper New York 
Pacific Northwest State 
env and M ta 
A L w fing fy nit? and how k " 
>] ICE mr 7 ry a 
Box N-147, C 
MACHINE AND SUPPLY MANUFACTURER HAS 
A PLA R A CHICAGO REPRESENTATIVE who may now be 
fing pecialt : ness or wil J ntrat 
Territory m sh+ include several states r part 
na suppire nave xcellent user acceptfar 
4 o W rit pa 





SALES REPRESENTATIVES AVAILABLE 





PRESENTATIVE JUST COMPLETED 10 YEARS WITH 


LARGEST MANUFACTURERS of supplie scce 
rniture covering N. Y. and Pa. Willing to cove 
4h wane © acum Witela fice Appliances. B 
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MANUFACTURER'S REPRESENTATIVE calling on Stationery trade 
n Pennsylvania, Maryland, Delaware, Washington, D.C. and Vir 
jyinia desires additional line. Write Office Appliances, Box A-I5! 
Chicago 6 


WELL ESTABLISHED REPRESENTATIVE WANTS STEEL DESK AND 
FILE LINE for upstate New York-Pennsylvania area. Good refer 
ences — aggressive representation. Write Office Appliances, Box 
A-152, Chicago 6 


WE CONCENTRATE IN MICHIGAN, OHIO AND INDIANA — 
consequently our manufacturers get results. Can handle cne or 
two additional high grade lines in office equipment field. Write 
Office Appliances, Box A-153, Chicago 6 


TOP-FLIGHT BANK LITHOGRAPH AND PRINTING SALESMAN 
overing Tenn. desires A-! Allied line. Good representation guar 
anteed. Write Office Appliances, Box A-154, Chicago 6. 


AGGRESSIVE SALES ORGANIZATION OF MILWAUKEE AND 
WISCONSIN desires new lines to sell direct and/or through deal 
ers. Write Office Appliances, Box A-155, Chicago 6 


MANUFACTURERS' REPRESENTATIVE DESIRES LINE of Desk, 
Chairs, Files and Filing Supplies for No. & So. Car., Ga., Fla. 
Ala., Miss., & Tenn. Write Office Appliances, Box A-156, Chicago. 




















MANUFACTURERS REPRESENTATIVE. For Wisconsin Territory 
Office Equipment Executive with seventeen years experience in 
dealer sales, distribution and manufacturing wants a couple of 
yood equipment lines, plus a good repeat supply item. Wil! head- 
quarter in Milwaukee. Write Off Appliances, Box A-I57, Chi 





cago 6. 
EXCLUSIVE LINES WANTED — Stee! Desks, Wood Desks, Chairs, 
etc. . . . prefer well known lines . for Los Angeles . . . Have 


aggressive Sales Force, Large Warehouse, Newspaper Advertising 
Contracts, Best-Located Store, Unlimited Capital, good name in 
the Business since 1899 ... Blank Desk Co., 830 Wilshire Blvd., 
LA 17, Calif. 


OFFICE MACHINE AND SUPPLIES SALESMAN WITH STRONG 
FOLLOWING among 600 stationery, office equipment and furni- 
ture dealers in Illinois, southern Wisconsin, northern Indiana estab- 
ishing Chicago office. Manufacturers of equipment and stationery 
supply lines being solicited for aggressive representation. Write 
Office Appliances, Box A-159, Chicago 6 








SALESMAN TRAVELING ELEVEN WESTERN STATES for well 
known office furniture manufacturer has capacity to give full 
coverage to a quality line of wood chairs. Well established among 
western dealers. Write Office Appliances, Box A-162, Chicago 6. 





LINE OR LINES WANTED by salesman traveling Wisconsin, Min- 
nesota, upper peninsula of Michigan and the Dakotas. Long ac- 
quainted in the territory. Has line of leather goods and one other. 
Has ample time to give adequate attention to some office prod- 
uct, which can be office furniture, office supply, or specialty. Write 
Office Appliances, Box A-161, Chicago 6 





HELP WANTED 





WE WANT A SELLING SALESMANAGER. One of lowa’'s larger 
printing and office supply firms has a salesmanager's position 
waiting for the man who can SELL, and supervise the selling of 
sthers. Must know printing and office furniture. Write to the atten 
tion of the management. Messenger Printing Company, Fort 
Dodge, lowa 


SALES MANAGER FOR NATIONAL BUSINESS MACHINE SALES 
COMPANY. Typewriter and other business machine experienced 
decided asset. Younger man (33-45) preferred. Knowledge of 
dealer sales and administrative planning plus understanding of 
ales promotion and advertising essential. Willing to travel. Write 
salary expected and resumé. Replies held confidential. Write 
Office Appliances, Box N-145, Chicago 6 


COMBINATION SALES AND SERVICEMAN — Adding ma 
chines, typewriters and bookkeeping machines. Experienced, good 
personality and ambitious to build a business of his own. Complete 
machine division will be turned over to right party. Write: Green 
Bay Office Equipment, 239 No. Broadway, Green Bay, Wis. 











WANTED: SERVICE MANAGER UNDERWOOD SUNDSTRAND 
AGENCY. Must be trained in Sundstrand accounting machines 
through Class D. Would like experience in electric typewriters. 


WANT ADS, Continued on page 8 
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WANT ADS, Continued from page 7 





Salary approximately $5,500.00 per 
with high moral standards. G 
Southern city; fishing and 

ances, Box N-146, Chicago 6 


WANTED YOUNG MAN wit 
ferred. Opportunity to manage 
in midwest write fully of pay r 


Office Appliances, Box N-!40 
MANAGER WANTED: Stat 


city. Man to take come 
details. Office Appliances, B 


POSITION WANTED 


INTERIOR CONSULTANT, aff 
with degree in art & design and f 
in office layout, decoration and 
tor and consulting repr 

on responsible level. Write 

















PARTNERS WANTED 
RETAIL BUSINESS FOR SALE. 


in Hawaii's oldest office machir 
upplies. $200,000 gross per 
other interests to be active. Rer 


counts. Write P.O. Box 2814 








OFFICE MACHINE MECHANICS WANTED 
EXPERIENCED MECHANIC 


with sales ability for permanent 


San Antonio St., El Paso, Texa 
SERVICE MAN WANTEL 








must be good at servicing 


Victcrs and Fridens. GAFFANEY 


) 





EXPERIENCED MECHANIC 
for permanent position wit! 


will help. Write Office Apr 





RETAIL BUSINESS FOR SALE 


STATIONERY, OFFICE SUPPLY 
tween 90 and $100,000 ar 





Write Office Appliances, Box N-152 





FOR SALE: Office Supply, mac! 
Leading franchises. Ideal mar 
Appliances, Box N-138, Chicaa 





WELL ESTABLISHED OFFICE 


CHINE BUSINESS in Northeastern Wi 


with sapid growth. Larae re 
rent. Inventory $25,000.00. Grea 
Advanced age. Write Office Apr 





OFFICE SUPPLY, Furniture, G 
lished with top lines, excellent 
25,000. Easy terms, II] Health, Mak 


Appliances, Box N-!142, Chicag 





WELL ESTABLISHED RETA 
MACHINE STORE ated 
Desert in California. Good 
yutside business. Ideal for man 
fornia. Approximately $25.00 
terms available. Write Offi Ar 





FOR SALE ON ACCOUNT 
N srthern New lersey ( mmer 
chines, sales and serv 

ery. Mimeoaraphing. Except 


000.00. Write Office Appliar B 





OFFICE MACHINES & SUPPI 
lo & good profit Ywner 
& ASSOC., Inc., 6425 H 





OFFICE SUPPLY, SO. E. TEN? 
for expansion. We estal 
CHAS. FORD & ASS 








Cal. 

Lists 

FREE MAILING LIST 

appliance dealer Aliso 
: 


tores. Write for FRE 


manufactur 


MA 
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Never before a ‘‘C’’ label safe with so many selling features. 


and there are 40 different ways 
to show “the beauty of it” 


The real beauty of this handsome new 
Mosler “‘C’? Label Record Safe goes 
in its two-tone shades of gray 


deeper ti ) 
il that look so smart in any 


and decor 
modern office. 


It’s the Mos ler- Magic Interior that re- 
quires only 5 optional units to enable 
yu to offer 40 different inside arrange- 


ments. It’s the greatest functional ad- 


If it's Mosler... 


Mosler Safe 


vance yet in a ““C” label safe, thanks to 
Mosler ingenuity and engineering. 


No wonder it always had acrowd around 
it at the N.S.O.E.A. Convention! No 
wonder hundreds of dealers who saw it 
are looking forward to more Mosler 
safe sales in 1957 than ever before! 
V/rite Dept. OA-167 for full information. 


it's safe 


a emnyflutiy 


Since 1848 


Hamilton, Ohio 


builders of safes and bank vaults 


Mos 


WHAT AN "INSIDE STORY!” All you need is o screwdriver to tailor 
this safe to fit the needs of almost any customer. Basic unit includes 
utility drawer with lock and 3” x 5” card file drawer. Optional units 
include cash drawer, single or double lockers, new “Built-in” Personal 
Papers Letter —a Mosler exclusive. Any or all of these can be 
added to achieve 40 possible combinations. 


er built the U.S. Gold Storage Vaults at Fort Knox and the famous vaulis that withstood the Atomic Bomb at Hiroshima 










the 11th 





OA's Annual Special 


Office Furniture Issue 


Plus 


The OA Convention Reporter 
(NOFA Edition) 


... to be distributed each morning at the NOFA Show 


eeeeee OFFICE APPLIANCES | 


| 
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Annual Convention of 


600 W. Jackson Blvd., Chicago 6, Illinois 
100 E. 42nd St., New York 17, New York 
2633 Military Ave., Los Angeles 64, Calif. 
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@ For the 48th year OFFICE AP- 
PLIANCES will present its annual 
special feature dedicated to office 
furniture in its April issue. The issue 
will contain the most comprehensive 
treatment of office planning, decorat- 
ing. and furnishing which to date has 
been available to the industry. Beauti- 
ful 4-color process photography on the 
front cover and in the feature section 
will add to the always high readership 
of this special issue. 


@ This latest service to the trade will 
be published again in special form at 
the New Orleans NOFA Show. To be 
distributed each morning at all con- 
vention hotels, OA’s editors will bring 
all late and important news to those 
in attendance. 


NOFA 


Every dealer registered at the NOFA 
convention will receive a copy of this 
important presentation. Its powerful 
advertising appeal will warrant the 
use of commanding space and the 
mcst appealing copy that can be pro- 
duced. Every manufacturer of office 
furniture, accessories, and office deco- 
rative products should plan now for 
the most productive use of the April 
1957 issue of OFFICE APPLI- 
ANCES 


All manufacturers of office furniture 
and accessories carrying advertising 
in April OFFICE APPLIANCES will 
be included in a special listing in each 
issue of the Reporter without charge. 








Index of Feature Articles in OFFICE = / 


r= 


12 


a | 


N this and the opposite page are listed the special feature material 
'@) published in OFFICE APPLIANCES during the last half of 1956 


Articles are classified by subject to permit easy and convenient reference 


Limited numbers of tearsheets or reprints are available. Write fo: 


the ones that interest you or check the boxes, tear out these pages and 


mail them, with your name and address, to Editorial Department, OF 
FICE APPLIANCES. 600 W Jackson Blvd., Chicago 6, Ill. 


| Advertising and Promotion 
Promotional Activities, General 


At Roth’s Office Equipment Co., Dayton, Ohio, 
7.8% Net Increase in Sales Credited to OA Kit, 
July, page 19. 


Business Gifts for Business People, (Special An- 
nual Section), July, pages 11 - 30 


Getting Student Trade, by W. B. Stoddard, 
(Here’s How Three Stores Scored with “Back to 
School” Promotions), August. pages 20 - 21 


Mr. Stationer: Merchandising Makes You Money, 
by Louis M. Brown, President, Eberhard Faber 
Pencil Co., (Address delivered at the 1956 Re 
gionals), September, pages 228 - 242 


Techniques. 


Advertising Clinic: Budget, Ad Placement Ana- 
lyzed, by Jack Bedford, October, pages 34 - 35. 
Advertising Clinic: Anniversaries Captivate Sales, 
by Jack Bedford, November, page 25 
Advertising Clinic: Small Ads Help; Get Your 
Name in the Papers, by Jack Bedford, December 
page 23. 


| Christmas Ideas for Dealers, (Three pages of 


profitable hints for holiday selling.), November, 
pages 22 - 24. 

Effective Display Promotes Coin-Operated Type- 
writers. (A. N. Stadler, of Type-O-Matic Serv 


ice), October, pages 244 »48 
Furniture Round Up . . . Texas Style. (Maverick 
Clarke, San Antonio, Tex.), August, page 28 


i 


If You Advertise Outdoors It Takes More Than 
Just a Sign, by Ernest W. Fair, November pages 
7 2 oo 


Institutional Ad Program Aims at Customers’ 
Growing Cost, by Ed McHale, Peter Paul Service, 
Cincinnati, Ohio. September, pages 244 246 


Make Customers Out of Transient Buyers, by 
V. N. Vetromile, (That's the Way to Make Store 
Grow and Get the Most from Advertising), Ox 


tober, pages 302 - 308 


Men Like Leather . . . Capitalize On It!, by R. A 
Latimer, (Kendrick-Bellamy, Denver, Colo.), Sep- 
tember, page 30. 


| Promoting Stock Gifts for Business People, by 
B. Miller, (Ginn’s, Washington, D. C.), August, 


pages 22 - 23 
] Promotion Ideas for Christmas Trade — Tips for 


Selling Gifts Out of Regular Stock. (Eight com- 
panies report on their display ideas.), October, 
pages 24 - 20. 

There’s Profit in This Team. Offset Printing and 
Office Supplies Are Strong Partners at Franklin 
Printing Co., New Orleans, La., October, page 23 
You’re No Huckster But—it Still Pays to Ad- 


vertise!, by Eugene Barnes, (Dealer Merchandis 
ing Series), August, pages 15 - 17. 


ill Customer Relations 
A. Methods. 


How to Handle ’Em!, by H. E. Carroll, (Here 
are a few things successful office equipment deal- 
ers and salesmen recommend to do and not to do 
in handling customer objections.), September, 


— 


page 2 
Wise Dealers ‘Go to Bat’ to Protect Customers, 
by Victor N. Vetromile, August, pages 24 - 25 
B. Store Etiquette. 


OA Investigates How Good Are Your Salesmen/?, 


September, pages 22 - 23. 


ill Dealer Services 
A. Gift Wrapping. 
Smith & Butterfield, Evansville, Ind., Promotes 


Gift Wrapping, by Walter S. Lennartson, July, 


pages Ld ri 3 
B. Repair. 


Screwdrivers Can Sell Typewriters, by R. A. 
Steffes, (W. C. Wikel, Iowa City, Iowa, Believes 
That the Serviceman is Best Salesman for His 


Firm.), November, pages 20 - 21 
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APPLIANCES July — December 1956 


"| Where They Work. (Striking pictures point up 


IV Management of Business 


A. Operation of the Business. 


I Am A Stationer, by Ivan Allen, Jr., (Address 
Delivered at the 1956 Regionals), July, pages 


170 L8O 


Double Your Day's Output, by Al P. Nelson, 
(Efficient Man Behind Desk Evolves a System 
for Handling Records, Schedules and Filing.), 
October. pages 18 - 19. 

Next Year, What?, by Victor N. Vetromile, De- 


cember, page 98. 
B. Policies. 


Pension Plans for Office Appliance Dealers, by 
Robley D. Stevéns, management consultant, Oc- 


tober pages 256 - 264. 


Profit Is Like a Dog’s Tail, Beware Discount Op- 


ration Removing Margin Above Cost, Warns 
Lynn Roper, Seattle Dealer. September, pages 
>] 


C. Taxes. 


Stay Out of Tax Trouble; Keep Adequate Rec- 
ords, by Harold J. Ashe, tax counselor, July, 
pages 204 - 214. 


Year-End Tax Tips. Accurate Inventory Is a 
Must, by H. E. Carroll (Here Are Three Proven 
Methods of Valuation to Help Satisfy Internal 
Revynue Law Requirements), December, pages 


40 4] 


V Product Merchandising 
A. Methods. 


Dealer, Designer Co-operate Effectively. (A 
Pomerantz & Co. Met the Big Installation 
Needs.) October, pages 40 - 41 


Designed for Business Living, (Heinrich-Seibold 
Staty. Co., Rochester, N. Y., Sets Up 17 Model 
Offices to Provide Customers With Inspiration on 
Office Color and Harmony.) August, pages 26 - 


Dynamic Furniture Presentation, by Ken White, 
(Store Planning and Industrial Design), August, 
pages 11 - 14. 


B. Specialized Selling. 


Lighting Ideas Sell Lighting Equipment, (Light- 
ing Equipment), by M. G. Wheeler, October, 


pages 16 - 17. 


Stee] Fits in Insurance Firm Offices. Wood Graces 
Brotherhood Offices. (How a Minneapolis firm 
provided equipment for Lutheran Brotherhood), 
(Steel and Wood Furniture), October, pages 30 


59 
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A. 


Executive Furniture Guild survey findings.), De- 
cember, page 32. 


VI Public and Industry Relations 


Between Dealers, Manufacturers and Trade As- 


sociations. 


LJ 


A Year With NSOEA, by Ivan Allen, Jr., Presi- 
dent of NSOEA. (Speech Delivered at 1956 Chi- 
cago Convention), November, pages 244 - 264. 


Bankers Approve Ball Point Pen, by A. W. Gray, 
(Frawley Corp. v. Penmaster Co.), August, page 
y» % 


Census of Manufacturers Reveals Industry Gain, 
September, page 78. 


] Office Furniture Nears $1 Billion Status. (Cen- 


sus Figures Projected Into Retail Level by OF- 
FICE APPLIANCES.), December, pages 24 - 25. 


Review and Forecast Section, (Heads of principal 
industry associations look backward and ahead), 
December, pages 11 - 17. 


B. Community Relations. 


C] 


B. 
CJ 


Building Together, by Fred Smart, executive sec- 
retary, Stationery & Office Equipment Guild of 
Canada, Inc. (Address Delivered at Recent 
NSOEA Region 11 Convention) September, pages 
248 - 258. 


Vil The Retail Store 


. Appearance. 


Cross Over the Street and Live!, by Sam Green- 
baum, advertising manager, American Business 
Systems, Philadelphia, Pa., September, page 180. 


Layouts and Displays. 
Problems Offer Remodeling Opportunities, by 
Walter S. Lennartson (Store behind scene of re- 


modeling job at Columbus Blank Book Co., Co- 
lumbus, Ohio), October, pages 11 - 15. 


Remodeling? Here’s How . . . Go Ahead With 
Your Plans, by Eugene Barnes (Dealer Merchan- 
dising Series), October, pages 31 - 33. 


| Shopping Made Easy, Wilson Uses Modern Ap- 


| j 
a 


proach, by C. O. Schlaver (How a Wichita Falls, 
Tex., firm remodeled in favor of customers.), 
November, pages 12 - 16. 


The Story of Parker’s and How it Grew, by J. 
Edward Tufft, (The factors behind winning of 
IBSA modernizction contest), December, pages 
18 - 22. 


(more Features Indexed on next page) 
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Here and There 








... With cur industry people 


Paul Berlin To Head 
**Junior Republic’’ Drive 


Paul Berlin, vice-president of 
Macy-Fowler, Inc., New York City, 
was named chairman of the business 
equipment division of the 1956-57 
maintenance appeal committee for 
the George “Junior Republic’ 

Mr. Berlin, and other volunteer 
committee members, are soliciting 
$518,682 for expansion of facilities 
of the 62-year-old educational com- 
munity at Freeville, N.Y., where 
boy and girl teenagers practice self 
government and sel” support. The 
funds come from over 200 busi 
nesses in the metropolitan New 
York area. 


Named Rotary Governor 
Bradford B. Laidley, a partner in 

Laidley and Selby, Morgantown, W 

Va., is now serving as district gov 


ernor of Rotary International 

As governor, he co-ordinates the 
activities of 23 Rotary clubs in West 
Virginia, and during the year he 
will visit each club to offer advice 
and assistance on Rotary service ac- 
tivities 


Shaw & Borden Helps 
To Get Out the Vote 


William Goss, manager of Shaw 
& Borden, Spokane, Wash., made 
sure that employees of the firm had 
time to cast their ballots in the re 
cent national! election. 

The store doors had a notice, 
Closed till 9:30 A.M. Tuesday to 
vote.” Bill was pictured in the 
Spokane Daily Chronicle pointing 
to the sign. 

Grateful for the opportunity to 
vote on company time, more than 
50 Shaw & Borden employees cast 
their ballots in the morning 


Ambassador’s Post Goes 
to James Zellerbach 

James D. Zellerbach, who re- 
cently stepped down as president 
of Crown Zellerbach Corp. to be- 
come chairman of the board, was 
named ambassador to Italy by Presi- 
dent Eisenhower, succeeding Clare 
Booth Luce. 

Mr. Zellerbach, who will retire 
from the paper company next year, 
was chief of American aid in Italy 
from 1948 to 1950 


Leads DePauw U. Dads 


J. Glenn McFarland, president of 
Coe’s Bookstore in Springfield, IIL, 
was honored recently by being elected 
president of the DePauw University, 
Greencastle, Ind., Dads Association. 

His daughter, Joellen, is a junior 
at the University. Mr. McFarland is 
also immediate past president of the 
University of Illinois Dads Associa- 


(Index of Features 
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ntinued ) 
Location. 


Follow Expressway? by Clarence O. Schlaver, 
(Clarke & Courts of Dallas Does, Finds Room to 
Enlarge Store and Provide Parking), July, pages 


36 - 38. 


Join Shopping Center? by Clarence O. Schlaver, 
(Brain's, Omaha, Neb.), August, pages 18 - 19 


Stay Downtown? by Clarence O. Schlaver, (It 
Can be Done With More Parking Facilities Or 
Stepping Up Volume Through Outside Selling), 
September, pages 18 - 19 


Vill Sales Management and Salesmanship 
Salesmen and Their Problems. 


Alert Salesmen Profit From All Lost Sales, by 
S. Covington, (Here are several check points 
which salesmen may use in ferreting out the 
reasons for sales failures), October, pages 208 


211. 


Corner That Man . 


He’s Valuable, by Eugene 
(Dealer Merchandising Series), July, 


Barnes, 
pages 34 - 35. 

Over the Fence, by Zenn Kaufman, (Selling ideas 
based on the experience of smart salesmen both 
in and out of the office appliance freld.), August, 


pages 30 - 31; October, pages 48 19 


The Sale Lick, by L. R. Addington, (Monthl- 
Musings on Salesmen and Their Problems), Oc- 
tober, page 19; December page 126 


Screwdrivers Can Sell Typewriters, by R. A 
Steffes, (W. C. Wikel, Iowa City, Iowa, Believes 
that the Serviceman Is Best Salesman for His 


>1 


Firm), November, pages 20 - 2 


Stationers Tell How They Did It, (Use of the 
1955 OA Business Gifts for Business People Kit), 


July, pages 12 - 15. 


You Can Educate Salesmen to Sell, by Clarence 
O. Schlaver, (Finger Office Equipment Co., 
Houston, Tex., does it in warehouse type of op- 


>» 


eration), October, pages 20 - 22. 


You Can Sell Gifts From Regular Stock, by Doug- 
las H. Russen, Zac Smith Staty. Co., Birming- 
ham, Ala., July, pages 16 - 18 
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B. Techniques. i 
Are You Really Making The Most of Your Show- | 
rooms?, by J. C. Kibbee, office furniture sales- 
man, September, pages 34 - 35 | 
‘ 
Lighting Ideas Sell Lighting Equipment., by M. i 
G. Wheeler, (How the dealer can increase volume ( 
in neglected field.), October, pages 16 - 17. é 
( 
Mr. Eleven O'clock and His Brother Salesmen, ' 

by Adrian Pembroke (Challenging article on sell- 

ing), December, pages 28 - 29 

One Thing Leads to Another. Plus Sales Are j 
Planned, Not Accidental, in a Properly Stocked : 
Store, by Eugene Barnes, (Dealer Merchandising , 
Series), September, pages 24 - 26. A 
E 
People Don’t Buy Safes — They're Sold. (Shama- - 
ley’s, El Paso, Tex.), October, page 42 ' 











R. DEALER... 


THESE 50 FIRMS 
ARE PRE-SELLING 
YOUR BEST 
CUSTOMER! 





They're advertising their office products to 
the secretary...in TODAY'S SECRETARY Magazine 


The alert firms listed below know the importance of selling 
the secretary. They know what a mighty influence she has 
in selecting the office products that they make and you sell. 
That’s why they’re steady advertisers in her own magazine 
... Today’s Secretary. 


These top manufacturers of office supplies and equipment 
spend thousands of dollars every year to advertise month- 
in-and-month-out in Today’s Secretary . . . because it’s the 
only magazine reaching a nation-wide all secretarial audi- 
ence. With a paid circulation of over 135,000 secretaries 
on the job and in training, Today’s Secretary provides a 
unique opportunity to pre-sell America’s secretaries. 


Through advertising in Today’s Secretary, these companies 
are bringing business into your store ... by creating demand 
for their products among your secretarial customers... by 
implanting brand preferences that build repeat sales for 
you ... by making a strong impression on these young 
women who influence the choice of many kinds of office 
supplies and equipment, large and small, for their busi- 
ness firms. 


Want to cash in big, Mr. Dealer, on this big pre-selling job? 
Then be sure to stock, promote and display these outstand- 
ing products, all advertised to America’s secretaries in 
Today’s Secretary: 


1956 ADVERTISERS IN TODAY'S SECRETARY 


Acco Products, Inc. 

G. J. Aigner Co 

American Writing Paper Corp. 
Armor-Flex Co 

Arrow Fastener Co., Inc. 
Avery Adhesive Label Corp. 
Bankers Box Co. 

Fred Baumgarten 

Blaisdell Pencil Co. 
Brownville Paper Co. 
Brushmakers, Inc. 


Carter’s Ink Co. 
Clarotype Co., Inc. 

Codo Mfg. Corp 
Curtis-Young Corp. 
Dennison Mfg. Co. 

A. B. Dick Co. 
Dictaphone Corp. 

Joseph Dixon Crucible Co. 
The Eraser Co., Inc. 
Esterbrook Pen Co. 
Evans Specialty Co., Inc. 


TODAY'S 


LOngacre 4-3000 
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A. W. Faber-Castell 
Pencil Co., Inc. 
Eberhard Faber Pencil Co. 
Feit & Tarrant Mfg. Co. 
Fototype, inc. 
Franklin Table Co. 
General Pencil Co. 
Globe-Wernicke Co. 
George B. Graff Co. 
Milo Harding Co. 
Heyer Corporation 


SECRETARY 


Magazine 


330 West 42nd St., New York 36, N. Y. 


A GREGG-McGRAW-HILL PUBLICATION 


C. Howard Hunt Pen Co. Rochester Ribbon & 
International Business Carbon Co., Inc. 
Machines Corporation Royal Typewriter Co., Div. 
Labelon Tape Co. of Royal-McBee Corp. 
Manifold Supplies Co. Sengbusch Self-Closing 
G. & C. Merriam Co. Inkstand Co. 
National Blank Book Co. Smead Mfg. Co., Inc. 
National Litho Forms Co. Smith-Corona, Inc. 
Remington Rand Inc. Speedry Products, Inc. 
Rite-Line Corp. Underwood q 
Weldon Roberts Rubber Co. F. S. Webster Co. 


> ‘Moke, G5. cue 20). a. | o's nek oe. Be, 


TODAY'S SECRETARY Magazine 
330 West 42nd St., New York 36, N. Y. 


Please send me, at no cost or obligation: 
( @ copy of Today's Secretary Magazine 


| 

! 

| 

| 

! 

(C) suggestions for window display | 

| 
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OA Editorial 
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VERY once in a while someone inquires as to the significance of sn 
“The Key on the Cover to’ 
Prior to 1905 there was no office equipment industry as a sepa- Di 
rate entity. The several divisions or groups now composing the ME 
industry were then unrelated. Even within these groups was neither U. 
kinship of spirit nor concert of action. inj 
CO» Fifteen years ago furniture for the office was classified with 
The “>> on the furniture for the home despite the fact that office desks, filing cabi- 
nets, etc. had no more in common with “parlor suites’’ and ‘‘kitch- = 
Cover en cabinets’ than they had with food products or the piano in the 
parlor. The machinery of the office, its devices, supplies and sta- 
tionery were at that time as unrelated, each to the other, as they 
were to the office furniture. Although the exclusive use of the verti- 
cal filing cabinet was to contain and classify the product of the type- 
writer, there was no point of contact between makers of filing cabi- 
nets and makers of typewriters. Their salesmen did not fraternize 
Among the manufacturers of the various machines with which of- | 
fices were equipped, no relations in common had been established | 
It was a case of every man for himself. | 
Out of this state of facts came an inspiration to the late George 
H. Patte rson, founder of Office Appliances, and his associates 
To bring all these unrelated but relatable units into one group, 
unde one banner, and to establish a market place to which Office 
Appliances, the journal, should be “The Key,”’ was made the mission 
of the publication. The idea succeeded. The market place is estab- 


lished. By the use of ““The Key” the manufacturer of office equip- 


' 


ment enters to display his products, while the dealer gains entry to 


Ti purchase the manufacturer's line j 
mS 8 a vYeprin m par f : 


a This meeting place is common ground for the entire office equip \ 
editorial appearing OFFIC! ment industry. How emphatically this is done, is shown by the 
APPLIANCES of Nos mer - number and diversity of products advertised in Office Appliances 
written by the late Evan Jobn and by the wide and always widening audiet to whom these £ 
for 34 years pul ion announcements go, for this journal, aside from its domest rcula- 
aul Bocante the os nee tion is read in more than half a hundred countries throughout the De 
are still guiding ou » ae world The foundes f Office Appliances, a ant and able as he wai 
a ee or was, could hardly have foreseen the happy results of his inspiration Ne 
yea oi Maen 7 art He founded that which has lived through serving as he intended it tur 
EBHTY, WE PAS should live, but, could not have pictured the power which resides in exe 
year of 1957 begin the spirit and will to serve, once they are connected with an engine ion 
suited to their purposé Ch. 
It has been and will continue to be the constant object of this arn 
journal to do the best it can in every situation. As well as we may left 
the members of this staff strive to overcome our own imperfections tab 
judgement and to work unceasingly to present fairly, sincerely HA 
ind without prejudice everything having a useful relat to the 
tt equipment industry 
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LUO 5 1/ today’s fullest, finest line 
® of business seating 


LG5 Las new “Director” Series office chatve with eyeare tubing 


Here’s Cosco “Office fashioned” Seating in a 
new “de luxe edition!” More generously pro- 
portioned, more luxuriously cushioned with dual 
contour molded foam rubber, and styled in 
smart square tubing. Pre-sold to your best cus- 
tomers in FortuNE, NEwsweErk, Business WEEK, 
Dun’s Review AND Mopern Inpustry, MANAGE- 
MENT Metuops, Mopern Orrice Procepures, 
U.S. News anp Wortp Report, and other lead- 
ing business publications. 


23-LD 
Model 28-TA 
Executive Chair 
Suggested Retail, $59.50 
Zone 2, $63.50 








































A complete line of executive, secretarial and 
conference room seating, ‘‘Office fashioned” to 
look better, feel better and wear better than 
other chairs costing twice as much! Remember 
that we actually produce all component parts 
except casters in our own plant, a practice which 
permits greater economy and quality control. 
Write today for the full, profit-packed story! 
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18-T 20-LA 60-Y 


Model 15-F 
Secretarial Chair 
Suggested Retail, $29.95 
Zone 2, $31.95 





LOS: 


Business Furniture 


Designed to meet today’s demand for a 
warm, congenial atmosphere in business. 
New in style, new in construction, and fea- 
turing the last word in comfort... Cosco’s 
exclusive Leaf Spring Suspension: the cush- 
ions float on flexible bands of tempered steel! 
Chairs, settees and sofas, each available 
armless, with both arms, and with right or 
left arm only . . . plus four smart occasional 


tables. Write for full facts! 


HAMILTON MANUFACTURING CORPORATION 


COLU MBUS, INDIANA Comparable COSCO valuesin 


Chairs, Settees, Sofas, Tables 
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@ Coleman Looks Ahead. It is a matter of pride for 
the office equipment industry to have in its ranks 
the president of the Chamber of Commerce of the 
United States, John S. Coleman, president of Bur- 
roughs Corporation. 

Mr. Coleman takes a look ahead for 195 
the potential of the office equipment industry good 
if it meets the challenge of providing the tools for 
management. 

Writes Mr. Coleman for OFFICE APPLIANCES: 

During the past 10 years our 
national economy has shown tre- 


and finds 


mendous growth since 1945 our 
gross national product has risen 
more than 60%. Now, forecasts 
tell us that by 1966 the gross na- 
tional product will reach some 
$550 billion, Certainly, as the 
American economy expands we 





can expect a corresponding 
John S. Colemen gtowth in the office equipment 


industry 
It is well known that the economies of many na- 
tions abroad are expanding at a rate comparable to 
ours. The use of mass production techniques is speed- 
ing industrialization throughout the world. Thus the 
need for data-handling controls so necessary to in- 
dustrial growth is increasing. This market, however, 
is particularly significant in view of our ability to 
provide relatively greater advancements in office 
mechanization. If world peace is maintained we shall 
in a decade look back on our present volume of 
world trade as a modest beginning indeed 
At home, both government and business offer the 
industry a market of considerable size. The govern 
ment’s programs of taxation, social security and vet- 
eran’s benefits, as well as defense efforts, are extensive 
Whether we like it or not, however, we can expect these 
programs to continue. And they will require ample rec- 
ord keeping and data-processing controls. At the same 
time, the expansion of American business poses special 
opportunities for our industry. The mounting volume 
of paperwork as well as the growing clerical force 
need all of the data-handling advances our industry 
can provide. In addition, management decisions are 
now more complex. Because management is dealing 
in larger volumes and narrower profit margins, toler- 
ances are closer than ever before. Management must 
have timely, significant information on which to 
base actions. To provide the tools for the jcb is a 
challenge for our industry 
Of course, our industry is alert to the needs of 
today’s markets. New techniques are being developed 
constantly to improve and extend the use of present 
equipment. Electronic computers, accounting ma- 
chines, punched tape equipment, high speed printers, 
sorters and collaters, as well as addressing machines 
and many other devices are already helping to in- 
crease the productivity of the clerical worker and to 
speed information into 1agement’s hands 
Nevertheless to meet the pressing demand for 
labor saving equipment and techniques, the office 
equipment companies will reed all the helps which 
the science of record-handling 


na data-processing 


can devise. The extensive research being done in the 
areas of high speed printing, recording and comput- 
ing, as well as magnetic ink devices for coding and 
reading checks and documents, should result in valu 
able new methods and equipment. Indeed, the office 
equipment industry should be among the leaders of 
progress and should pace the growth of our entire 


economy 


@ Seek Lifting of Tax on Pens. The 10% excise tax 
on fountain pens, ballpoints and mechanical pencils 
is discriminatory, Craig R. Sheaffer, representing the 
Fountain Pen & Mechanical Pencil Manufacturers’ 
Assn.. told Congress. He asserted. ‘countless other 
items bearing far less essentiality to our national 
economy than writing instruments are not subject to 
excise taxes Neckties are mot taxed, said Mr 
Sheaffer, while pens and pencils “form an essential 
complement to our daily routine of living 


@ Ideas Come High. According to a press dispatch 
from Verona, Italy, Lt. Col. James A. Gray of San 
Francisco, stationed there, was awarded $30,000 by 
an American typewriter manufacturer for an inven- 
tion simplifying the changing of typewriter ribbons 


@ A Boon to Credit Rating. Dun & Bradstreet, Inc., 
in the month of January is mailing annual requests 
for year-end statements to 2,649,782 business con- 
cerns listed in the Dun & Bradstreet Reference Book 
The requests are being sent to the one-man corner 
grocery store as well as to corporations worth mil- 
lions. President J. Wilson Newman of Dun & Brad- 
street writes, “You get more merchandise and quicker 
shipments when your credit position is available to 
the supplier for prompt decisions.’ The time taken 
by the stationery and office equipment man in filling 
out a financial statement is saved because mailing out 
the statement is an important first step tow ard estab- 
lishing or maintaining credit standing. 


@ Full Speed Ahead. A high speed electronic type- 
writer is reported to have been invented by Albert 
Ducrocgq, electronic expert of Paris. The machine, the 
inventor claims, is capable of a speed of 12 letters or 
signs a second. It is in two parts, consisting of a 
standard typewriter linked to an electronic “brain” 

The “brain” has a table with a number of sensitive 
metallic points, each of which represents letters, syl- 
lables, entire words, or in some cases whole phrases 
such as salutations that are often used in correspond- 
ence. The points, when touched with a stylus, flash an 
order to the typewiiter. A touch of an eighth of a 
second is sufficient, for example, to set the machine 
off on an eight-word phrase. Frenchmen are said to 
contemplate mass production of the machine at a cost 
of slightly more than $1,000.—COS 
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You Can Dictate On Thie 
REX RECORDER Dice 


10,000 


Timee. . . 





\ 


Recorder 


Fabulous growth and continuous increased sales is the story of the REX RECORDER during the past 412 years. 
The REX RECORDER is recognized as the most advanced dictating machine on the market. The Magnetic (no- 
















needle) recording system plus the miracle magic eraser plus the NEW roll-tape-tear-off automatic indexing 
system are selling advantages that put the REX RECORDER way-out-front. 


THE REX RECORDER Organization is now ready to add selected dealers in 
protected areas. If you qualify you will receive: 


4 
@ Strong home office backing! @ More sales per demonstration! 

@ Proven and tested advertising material! ® Complete newspaper mat service! 
®@ Central trade-in pool for used machines! @ No Price Cutting! 

® Protected territories! ® Most repair free machine! 


American Dictating Machine Co., Dept. E., 
65 Madison Avenue, N. Y. C. 16 


we AMERICAN DICTATING 


TODAY 








| would like more information on your REX 
RECORDER dealer organization Please 







tn edd aa 6 MACHINE CO., INC 

Name . 

Company °7 7 

ag State i Established 1923 

Phone 1 Dept. E,65 Madison Avenue, N.Y. 16, N.Y. 


TTT rTErL TL Ttihttrirtlitrtlletllerlirtlor is MUrrayhill 4-3554 
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OA Staff Report 





Sound Management 


REBUILDERS .. . at work. 





a Sound Business 


HEN a firm starting from scratch grows into 

the largest independent office machine re- 

building and service company west of New 
York City in only 12 years there must be good reasons 
for it. 

OFFICE APPLIANCES wanted t 
sons and sent a staff reporter to the Specialty Service 
Company of Fort Worth, Tex. to find out first hand 
Uncovered was the fact that here is an office machine 
firm which applied diligently all the principles of sound 
business management to its activities a firm that 
practices what it preaches and which bases its sales pro 


learn these rea- 


gram on service rather than price 

The result? A 400° increase in sales in the past 10 
years and a record as the largest independent rebuild- 
ing firm in the office machine industry in che central 
and western states. 

The founder and guiding light of the Specialty Serv- 
ice Company is F. D. Lewis, a veteran of the office ma- 
chine industry. The business was founded in October 


20 


1944 after Mr. Lewis had discovered a ready market 
for rebuilt accounting and bookkeeping machines due 
to wartime shortages. Setting up shop in small 25’ 

10’ store on the edge of downtown Fort Worth, the 
firm grew so rapidly that the space was doubled in 1945 
and doubled again in 1947. 

Meanwhile, Leon Lewis became a partner in the firm, 
and the two brothers began a relentless search through- 
out the country for machines that could be rebuilt. Sell- 


ing was no problem procurement was 


Expansion Soon Necessary 
The firm continued to grow to the point where fur- 
ther expansion of facilities became necessary. In the 
summer of 1956 a new 8,000 square-foot building com- 
plete with modern offices, sales and service facilities was 
erected for the Specialty Service Company in the rap- 
idly growing east side section of Fort Worth. There the 
company continues to grow soundly and profitably. 
Behind this spectacular growth is a philosophy of 
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GOOD HOUSEKEEPING 
service department of the Fort Worth firm. 


t Expands 


sound business management which prevails in the entire 
organization. The Lewis brothers, unlike many “ex- 
salesmen-turned-owners”’, have not been lulled into 
thinking that the gross sales figure is the only thing that 
needs watching. 


In order to stand on a solid business footing, Wm. 


P. Ewell, a certified public accountant with a master’s 
degree in machine accounting, was brought into the 


firm as business manager. In this capacity he handles 
ill personnel matters, general business details and in 
iddition serves as a systems specialist in planning in- 
stallations for customers of the firm. With such a high- 


ly trained manager on the job, the attention of the part- 
ners can be devoted primarily to sales and to the pro 
urement of machines suitable for rebuilding. 


Another evidence of the emphasis on sound business 
practices rather than merely increasing gross sales took 


place in 1952. Up to that year the company had been 
buying used Addressograph and Graphotype machines, 
rebuilding them, and installing them in Fort Worth and 
throughout West Texas. 

[here were nine people engaged primazily in this 


part of the business. When accounting figures showed 
that this division was not adding a net profit to the 


operatior the entire Addressograph business was 
ad t) 
Although this brought about a drop in gross income 
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is in evidence in the orderly 






» 


for the year, the profit picture was not affected and the 
company emerged much stronger than before. 

Another example of good planning was the decision 
to leave the downtown Fort Worth business district. 
Accounting figures showed that the months of May, 
June and August were low sales months although most 
of the business of the Specialty Service Company could 
hardly be considered as seasonal. 


Portable Typewriter Seasons Noted 
Nevertheless, these were the facts. On the other hand 
these are the months when portable typewriters sell 
especially well — May and June being good months for 
graduation gifts and August being the best month for 
the back-to-school market. 
The next step was to contact one of the local banks 
which had hos a survey of the economic level of the 











\ OFFICE MACHINES . . . out in the open, easy to inspect in this store. 


Lewis Brothers Are 
Free To Sell with 
Business Manager 


in the Office 





SOUND MANAGEMENT 


"Our success with rebuilt machines “Our rebuilt machines are com- 
is due to satisfied customers who pletely rebuilt from the frame up . . . continued 
pass on the word to others.’ . not just recon Jitioned.”’ 

F, D. Lewi Leon Lewis 


various Fort Worth neighborhoods, This study showed 
that the far east side of Fort Worth contained an above- 
average economic level of families and that it would 
continue to grow. 

Armed with this information, a site was picked out 
on East Lancaster Avenue, the main thoroughfare of 
downtown Fort Worth to Dallas. There a modern build- 
ing was erected for them on a long term lease basis. 
The wisdom of selecting this site was immediately 
shown in August of this past summer when the sales of 
the company reached their highest figure for any sum- 
mer months in the history of the company. 

There are now 23 staff members, the majority of 
whom are engaged in rebuilding and servicing. All em- 
pp ployees must have considerable training before the 

Our only growth limitation i: Specialty Service Company will hire them. Most of the 
service personnel, We insist on service personnel have been with some of the large 
the best.” William P. Ewell office machine manufacturer’s branch offices and have 





22 OA—1 /57 











NIGHT AND DAY .. . Stock of office machines is on attractive display. 


received their service training at factory schools. All 
applicants are thoroughly screened so that only the best 
mechanics are hired. The result of this stringent screen- 
ess is that all of the men work together with 
the knowledge that their broad backgrounds will en- 
able them to rebuild and service any type of office ma- 


chine presented to them 
Factories Adopt Changes 
The proficiency of the service staff is evidenced by the 
I fact that modifications and changes in the machines 
they have worked on have been adopted by the factories 
1 so’? cases 
In addition to the Lewises and Mr. Ewell, the firm 
includes V. O. Swafford as manager of the typewriter 
department, S. L. McKenzie, Jr. manager of the Sound 
Scriber department and Lewis Love in charge of service 
d of all other electronic machines and the Sweda line of 
ash 1 pisters 
d F. D. Lewis, in commenting on the rapid growth of 
this rather unusual operation, pointedly says, “Our suc- 
it ess with rebuilt machines is due to satisfied customers 
f who s on the word to others.’ This willingness on 
the part ol their customers to testify to the advantages 
of 1 lt equipment is extremely helpful to the firm 
y Ther i natural inclination in some quarters to re 
Sf gard rebuilt machine as just another used piece of 
lo ick up its position ot providing only the best 
f equipment to its customers, the owners of the Specialty 
Serv Company issue a one-year guarantee on every 
e busit iachine rebuilt by their service staff. This is as 
c much of a guarantee as most of the manufacturers make 
€ wl pment is sold new 
warranty of service, together with low price, 
Oj tremendous market particularly in the field of 
(57 
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accounting and bookkeeping machines which has long 
been the province of the branch offices of the large ma- 
chine manufacturers. It is clear-cut evidence that no 
dealer need fear the competition from these branch of- 
fices if he provides the expert service and follow- 
through of which he is capable 

To obtain suitable used machines for rebuilding, the 
company literally scours the country. Leon Lewis is re- 
sponsible for most of the procurement activities. He is 
in contact with all parts of the country to keep suit- 
able equipment flowing steadily into the extensive re- 
building shop. There each machine is completely disas- 
sembled, every part checked for wear, replacements 
made where necessary, used parts thoroughly cleaned, 
and the mechanism assembled and checked carefully for 
perfect operation. 


Machines Must Perform Job 

Leon Lewis is quick to point out that machines are 
sold to solve a particular problem that the customer 
might have. He states, “Sometimes we refuse to sell 
equipment when we know it will not perform the func- 
tion needed. This policy can lose a sale temporarily but 
it will never lose a satisfied customer.” 

An increasing portion of their business is in new 
office machines. The company is the Sound Scriber 
agency for Fort Worth and West Texas and puts con- 
siderable emphasis on this department. Also accounting 
for an increased portion of the business is the line of 
Sweda cash registers. Many other lines of office ma- 
chines are aggressively promoted through advertising 
and personal calls. 

The success of this company in a comparatively short 
time due to the application of sound business principles 
should serve as an example to other dealers throughout 
the country. 
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Demonstrations Pay Off 








There Are More $ $ $ 


Typewriter Renta 


Double Your Investment in Machines and You Can Double Your 


Return—Here’s the Experience Story of Philadelphia Dealer 


Who Did It and Found a Sound Formula 


F all the various segments of the office equip- 
ment business, I am convinced that the rental of 


electric typewriters is the most profitable. 
My conviction is based on facts gathered in the 
[ reached it only 


operation of my own business 
factors 


after careful consideration of such 
as financial investment, space required, time con- 
sumed, and the problems of machine service and 


P rimary 


maintenance. 

To give substance to my 
electric typewriters is the most profitable activity in 
I would 


contention that renting 


which an office machine dealer can engage, 
like to discuss briefly the pros and cons of selling 
used electric typewriters. I think I will have no diffi- 
culty in proving my case. 

When a prospect calls and inquires about the price 
of a second hand electric typewriter we quote first 
the price of a factory rebuilt machine, which is $285.00. 
When the inquirer recovers from the shock of learn- 
ing that a used electric costs more than a new manual 
machine, we sucgest that he consider what we classify 
as a rental grade electri 

Machine Prices Vary with Age 

We sell it for from $165.00 to 
$225.00. The difference in price is, of course, dictated 
by the age of the machine. The black model IBM sells 
for $165.00 and the grey machines range from $200.00 
to $225.00. 

We explain to the customer that the lower priced 


prices ranging 


machines are of the same type that we would rent to 
him. They are select roughs, blown out and super- 
ficially cleaned, platen and feed rollers replaced, power 
roll replaced and adjustments all checked. They carry 
a 30-day guarantee and the right to exchange the ma- 
chine if not satisfactory with the 30-day period. 

We explain further that the customer can rent the 
machine for one month and the rental will apply against 
the purchase price. 

The _ rental-purchase plan is not new to the type- 
writer business, but it seems people inquiring about 
electric typewriters are not familiar with this fact. They 
are invariably very pleased with the arrangement. 


Dealer Paid for Effort 
It is also an excellent idea for the dealer. He is paid 
for the time and effort he expends in delivery and 
demonstration even if the customer does not buy the 
machine because the amount collected as rental reim- 
burses him for his time and effort 
If the customer does buy the machine the dealer is 
equally well off, for he has the profit on the sale as 
well as the rental collected. When you consider that 
electric typewriters can be purchased for prices ranging 
from $65.00 (for the black IBM) to $135.00 (for all 
machines in the grey finish) it is a simple matter to 
figure profit both dollarwise and percentagewise. 
The 


permitted to try the machine in his own office to see if 


customer is also better satisfied because he is 


it Operates as he expects. His secretary can use the ma- 
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in Electric 


Plans 


chine and discover whether or not she is pleased with 
an electric typewriter. 

Now for the real profit picture in the electric type- 
writer line, which is the straight RENTAL of such 
machines. Our charges for the rental of electrics range 
from $15.00 a month for the black IBM machines to 
$20.00 a month for the grey machines of any make and 
$35.00 a month for the executive IBM. 

The cost of these machines, as stated previously, 
ranges between $65.00 and $80.00 for the black IBM's. 
The grey IBM’s and the grey machines in the other 
makes range from $90.00 to $125.00. The executive 
machines cost from $200.00 to $250.00. 





by CHARLES C. SAVERY, 


Typewriter Maintenance Company, 
Philadelphia, Pa. 


grey machines, with an average cost of $135.00, will 
also need the work outlined above at the same cost 
— $12.50. Recapture of an investment of about $150.00 
will take approximately eight months. The executive 
machines have an average cost of $225.00. Adding the 
make ready charge brings the average cost close to 
$240.00. This cost is recaptured in seven months. 


Side Benefits Many 

As pleasant as the preceding figures may be, they do 
not tell the entire story. Let's look at the side benefits 
received from an electric typewriter rental operation. 
In order to obtain a revenue of $600.00 per month 


er ' ray 

ae from the rental of manual machines it is necessary to 

a Investment Return Slow rent 100 typewriters. These 100 typewriters represent 

7 P . . ~— _ ry : ‘ 

m Let's look at some other figures. We rent only late an investment of $8,250.00. It also is necessary to 
model promi penn which 7" rpc 5.00 to write 100 bills, make 100 entries in the sales journal, 
$95.00. Insta y WwW platen an -d rollers, a new ; 

he Installing a new platen and fee mS make out and file 100 rental records, make 100 entries 
ribbon, and cleaning and adjusting the machine in- ; oe ; 

ist > Ree, . in the cash receipts journal and post same to the ac- 
volves an investment of approximately $7.50. This ma- suege 

P 1 . . : “PIV > 2 . - ’ iw . 

chine rents for $6.00 per month. The investment will COURS receivable records, make 100 deliveries, and 
« average $92.50. This means it will take approximately pick up 100 machines. It is also necessary to maintain 
ut 16 months to recapture the investment cost. these 100 machines while they are on the customers’ 
7 In order to meet competition, in our area, it is almost premises. 

a necessity to use new adding machines for rentals. An With the electric typewriter operation (grey ma- 
srt electric adding machine, direct subtraction model, eight chines) it is necessary to rent only 30 machines for 
id column, rents for $15.00 per month. Investment in the same amount of revenue. The investment in 30 

> - ’ -s - > > Ter 29 . : . 

id a machine of this kind will be, on the average $225.00. machines would be $4,500.00. To obtain the same 

he It will take approximately 15 months to recapture the return from black IBM’s the investment would be on 

n al aoa : - lain 40 machines, or $3,500.00. At the same time the num- 

alcul: _ 4g $25.00 > . : 2 i ; 
ilculators, which we do not rent, ring a out 00 ber of deliveries, pick-ups, book entries, and so forth 

is per month in rental, and necessitate an investment of : : : . 

' aa would be proportionately smaller. I cannot emphasize 
1s approximately $325.00 Recapturing this investment will . : 
gape too strongly the fact that with properly trained me- 

at take 10 months. , , 

ig Here is the breakdown on electric typewriter figures aes a ain eck 2:24)" any BY electric machine will 

The machine purchased for an average price of $75.00 a e any greater than the — cost per manual ma 

to will cost approximately $12.50 to prepare for rental. chine. By the same token, if you double your invest- 

This includes installing a new platen, feed rollers, ment in electric typewriter inventory, you can double 
is ribbon and power roll. It also includes superficial clean- your return. No matter how you look at it, the rental 


ing, adjusting and oiling. On this machine recapture of 
investment will take approximately six months. The 


of electric typewriters is your best bet for making 
money. 
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Office Machine Dealer Discovers 





Advertising Isnt 


It's 


by N. DEAN LEININGER 


Dean’s Office Machines, 
South Bend, Ind. 


OST office machine dealers are aware of the 
benefits of advertising but many of us look 


for a magic formula, “‘How To Advertise 


(Successfully)”. Much of the mystery is removed 
when we have more knowledge about it and can 
share other peoples’ advertising experience. The 
following observations come from talking to many 
dealers throughout the country as well as knowledge 
of our own business operation. 

It is generally agreed that an advertising budget 
should be set, based on a 
A definite policy, however, 


percentage of gross annual 
sales, and adhered to 
to be considered is one regarding buying advertising 
space in any union, political or organization papers 
The value of such ads can only be considered as an 
outright contribution. One dealer told me that their 
stock answer for such callers is, ““We can take no 
solicitations by phone or over the counter, however 
if you'd like to present your request in the form of a 
letter, at our next board of directors meeting it will 
be considered and we'll notify you” 

Naturally, they won't writ 
you refused them flat 


and they can’t say 


There are as many places to sp nd your advertising 
dollar as you have dollars and tim and consideration 
should be given to each. Let us examine some of 
the media we use and while pointing out some 
fundamentals show a few different applications that 
have been used successfully 

Telephone directory yellow pages’ advertising is a 
must in our specialized business. We won't go into 
the pros and cons of larg display ads vs. everyone 


running the same siz basic rule is this 


An Answer 


Insert a listing under each line that you sell. As a 
point of interest, according to a survey made by th: 
telephone company, the two things that a subscriber 
looks for in a yellow page ad are: (1) Completeness 
of service and (2) How long the firm has been 
established. What does your ad Say ¢ 

Newspaper display ads are used with varying de- 
grees of success in large cities and small towns 
They are most popularly used to promote a single 
item as well as clearance sales. The mats that the 
manufacturers supply are good but there are instances 
when you make up your own ‘ad that may do a better 


job. 


Ad Location Is Important 

For example, in our local paper, we found that a 
3-column x 3-inch ad gives us a better location on 
the page than a regular one or two-column mat that’s 
usually furnished. 

An ad has to be run more than just once to de- 
termine it’s sales value. Repetition of good ads pays 
big dividends if you find you have a dud on 
your hands, drop the ad and go on to something else. 
In light of such a condition let us post a little warn- 
ing right here that applies to all of your advertising: 
Don’t be too clever in your wording or copy layout; 
the object is not to impress yourself or a select few 
but the majority of the people to whom you are 
directing your advertising. 

Newspaper classified ads are used by many dealers 
to market their used equipment. Since the people 
reading here are usually looking for bargains there 
is more than one case where a dealer lists his sales- 
man’s home phone number to create the sale. 
Another usage of classified is to list a repossessed 
machine indicating the monthly payment needed 
to capture someone's lost equity 

Direct mail can be an important part of your 
advertising program, The two major factors are: (1) 
The names selected should be of qualitied, prospe: 


tive buyers and then the list must be kept up to 
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N. DEAN LEININGER discusses an ad 


date, Lists may be purchased or made up from your 
own customers, phone book, and/or city directory 
Be religiously consistent in your mailings. Some 
dealers let the printer make up a fancy mailing piece 
d get rather weak results while others using a mime- 
ograph machine to economize have produced definite 
proof that it is not always the frosting that makes 
the ake 
This illustrates the old adage that your advertising, 
like your selling, should show a need or want, then 
rovide a way to fulfill that desire. A business reply 
ard enclosed with certain direct mail will provide 


; 


efinite sales as well as leads 


Choose Radio Time Carefully 
Radio spots are used by a rather small percentage 
fice machine dealers it seems. For two simple 
les, the following is generally agreed upon: Place 
spots adjacent to programs having the largest 
possible (here’s that word again) qualified listening 
liences. To enjoy the best effects you should con 
for 13 or 26 weeks for the same program. 
The one-eyed-monster’’, television, is the most 
isive type of advertising in initial cost. It has 
stated that TV advertising is the closest thing 


personal call having the use of sight and sound 
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Jones from Dean’s Office Machines”, 


layout with Hildah Cutner, office manager. 


coupled with action to a captive audience. Many 
dealers on a limited budget will find that they have 
few dollars left for other types of advertising if they 
get “TVitis’’. 
advertising with other local dealers, 


One solution has been co-operative 


Advertising specialties are best explained as good 
will builders. Imprinted rulers, eraser shields, erasers, 
pencils, blotters and other items that are used in the 
office seem to be the best type of items for office 
machine dealers. Calendars, regardless of cost, have 
an advertising value only if, compared to all the 
others your customer will receive, yours is the one 
he'll put up in his office, 

We have come across an idea that has proved quite 
sucé&sful. Each year we send a personalized plastic 
desk calendar to purchasing agents, office managers, 
and teachers. It simply says, “For the Desk of John 
and has our 
phone and address. From experience we have found 
that one of the dearest things to a man is his name 
and he will not throw the calendar away. A customer 
does not forget the man who remembers 

We might mention here also the uses that manu 
facturers’ literature can be pul to beside handing it 
out in the store. If you enclose at least one stuffer 
in each piece of mail that leaves your office you 
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SAMPLES OF advertising used by D. Dean 
Leininger in building business for 
Dean's Office Machines, South Bend, Ind. 


Continued . . . 


probably won't double your volume but somewhere 
along the line you'll get a “free’’ sale. It really 
doesn’t take any extra time to insert the pieces and 
the policy will keep your shelves from getting clut- 
tered with last year’s literature. 

For very little investment a local sign painter can 
produce an eye-catching window banner for special 
sales and promotions. Your delivery units should be 
attractive mobile billboards and many dealers have 
removable placards for the rear windows on their 
salesmen’s cars. 


Don't Dismiss Advertising 
There are many facets of advertising and some 
office machine dealers consider it a problem that is 
easily dismissed simply by: passing it by. Good ad- 
vertising can be as important as inventory control, 
adequate service sales personnel, and so forth 
Give an interview to all saiesmen calling on you 
to sell advertising. Use your own discretion on how 
much time you should allo: each, but you may hear 
some interesting stories. No honest salesman selling 
advertising of any kind wil! ever guarantee that he 
will increase your sales but he will point out that it 
is being done every day by organizations very similar 
Lo yours, 
Advertising embodies pure business principles; use 
common sense, possibly a little daring, and the 
proven theory that you have to spend money to make 


money. 
Don’t make advertising a problem to your business 
operation — make it an answer. 
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LEASING. 


the Big News 





vy CHARLES W. HOOVER 
Business Products Co. 
Chicago, Illinois 


in Office Machines 


D EALERS’ blues over price cutting, competition 
_J and used office machine shortages are being 

dissolved effectively by a new type of merchan- 
dising activity known as the lease plan. Pioneered 
with success in Southern California, the lease plan has 
equal potentials for any part of the country. 

De.ving into the possible origin of equipment leasing, 
it probably started in the 1940's, when tax consultants 
discovered a loophole in the Internal Revenue Code 
‘nat permitted items to be leased until the purchase 
price was paid in, at which time the user id gain 
title to the equipment. The rental paid duray chis time 
was permissible under law to be charged off as expense. 

Since the rental period was shorter thin the legal 
depreciation period, the lessor gained a definite tax 
advantage in the quick write-off of equipment. All 
manner of equipment was leased and written off during 
this time, from heavy construction equip:nent to office 
machines, from buildings to machinery. This loophole 
was badly abused and soon plugged by an act of 
( ongress. 

After the law was changed, there was a definite set- 
back in the amount of equipment leased. However, 
leasing proved to have advantages other than that of 
reducing taxes. Consequently, it developed, during the 
past few years, into a business so big that there are now 
several companies that do nothing else but supply the 
equipment a company requires, leasing it for fixed 
pe riods of time. 

They even solicit business by offering to buy the 
building or equipment, or both, that the user presently 
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has and then lease it all back to him. Newspaper items 
recounting the purchase of factories by insurance com- 
epanies with a companion long-term lease to the seller 
is not uncommon. Whether the user leases only one 
adding machine or typewriter or his entire factory, the 
same advantages apply. 

There are many advantages to the lessee. Some of 
these advantages, using office equipment as an example, 
are: 

1. Minimum outlay of working capital. A company 
requires 100 new electric typewriters. Outright purchase 
would require a gross outlay of approximately $43,500. 
On a lease plan it would require an initial outlay of 
only $2,800 and approximately $1,400 per month there- 
after during the life of a three-year lease. The lease 
permits the company to retain over $40,000 in working 
capital and pay the monthly lease charge out of income. 

Advantage of Working Capital 

Reducing large capital expenditures and maintaining 

a maximum working capital has obvious advantages to 
all business, large or small, by permitting discounting 
of accounts payable, reduction of bank loans and main- 
tenance of working inventories. 
2. Lessee has modern office equipment u hich he would 
not buy. Thousands of obsolete office machines are in 
use today. The principal reason for this is the unavail- 
ability of working capital required for replacement of 
machines. 

3. Frequent change to latest type of machines, Com- 
panies utilizing a lease plan can get current model 
machines every three years, permitting adoption of new 
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LEASING ... . continued 


developments almost as soon as they occur. Excluding 
typewriters, how many firms replace their office equip- 
ment every three years? None! But the need for replac- 
ing adding machines and calculators can be just as 
great as for typewriters 

4. Operator morale is high in companies that lease 
office machines. Operators with late model, efficient 
machines find work easier and take pride in their equip- 
ment. Good employee morale automatically increases 
output and reduces error. 

5. Minimum service interruptions. Companies leasing 
office equipment get more work done because newer 
equipment has less down time. The older the machine 
the more attention it requires and the greater the fre- 
quency of service interruptions. The fewer the interrup- 
tions the greater the production. 

6. Minimum accounting procedures. Leasing machines 
climinates complicated accounting procedures necessary 
in capitalizing assets with periodical depreciation charge- 
offs. A monthly or quarterly voucher charged off to an 
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expense classification completes the accounting entry 
for leased equipment. 

7. Maximum efficiency. Leasing enables companies to 
secure the most automatic machines. The slight dif- 
ference in leasing rates of a semiautomatic calculator 
and a fully automatic calculator is negligible. The leas- 
ing rates of a manual typewriter compared to an 
electric typewriter almost always give the operator an 
electric machine. 


Leasing Plan Advantages 

Following are some of the advantages of the leasing 
plan to the dealer: 

1. Leasing presently eliminates most of the competi- 
tion. New accounts can be secured and old accounts 
retained through the offering of equipment leases. Leas- 
ing eliminates the fly-by-nights because they do not have 
the financial responsibility. It eliminates the fast op- 
erator, because shoddy merchandise and misrepresenta- 
tion would give the lessee legal recourse. 

2. Discounts and price cutting do not materially affe ct 
the leasing rate. Divide a five or 10% discount over a 
lease period and it is hardly noticeable. A lessee is 
primarily interested in the equipment he is securing and 
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(It is customary to double the lease rate the first month and 


charge nothing the last month of the contract.) 


80 The lease permits the customer to retain over $400.00 in work- 


70 ing capital and pay the monthly lease charges out of income. 
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not whether the cost is $150.00 or $151.00 per month. 
3. Automatic repeat business. Leasing means more 
repeat business because lease contracts permit the addi- 
tion of equipment at any time during the life of the 
lease. What is easier than to add a calculator or type- 
writer with only a slight increase in a voucher already 
being prepared for a creditor already on the books? 
i. Lease agreements require the customer to provide 
reasonable service for the equipment. Who is more 
logical to service the equipment than the lessor? In 
some cases, service is provided during the life of the 
lease and included in the lease at regular service rates. 
5. Lease agreements are negotiable. Usually they can 
be discounted at a bank in a manner similar to condi- 
tional sales contracts. Gross proceeds are secured by the 
dealer as soon as the lessee’s credit is approved. Since 
lease agreements are offered only to reputable companies 
with good credit ratings, there are few, if any, rejections 
of the lease contracts by the purchasing bank. Breach 
of contract or default of payment on leases are rare. 
6. Some used machines available for resale. Although 
some provision is usually made for the lessee to recap- 
ture the equipment covered by the lease, a goodly por- 
tion is returned to the lessor. Since the terms of the 
lease cover the cost and normal profit, the resale value 
of the equipment is 100% income, subject to long term 
capital gains income tax. 

Lease agreements are almost always multiple unit 
contracts. Although a single unit lease is practical, leas- 
ing as such appeals to big businesses which have the 
most to gain. The advantages of leasing to a small 
business should not be discounted, but conditional sales 
contracts are to be preferred. 


Many Prospects for Leasing 

Who leases machines? Almost any kind of business 
is a logical prospect — old established companies under- 
taking modernization programs; rapidly expanding in- 
dustries; new branch and subsidiary operations of rep- 
utable companies; new companies with sound backing. 

How do leases work? Very simply. A basic formula 
and standard agreement form to comply with local and 
state laws are the only requisites. However, the over-all 
lease should be as flexible as good judgment and pru- 
dence suggest. The terms of a lease vary with the lessee’s 
requirements from one year to as much as five or six 
years, with three years as the most popular. 

To figure the monthly rate. take the selling price of 
the equipment, add all taxes and multiply by the interest 
rate for the period covered. For example, if a 6% in- 
terest rate is used, multiply the total selling price by 
18% for a three year lease. This amount is added to 
the selling price and the total divided by the number of 
months to be leased. Customarily, the lessee pays twice 
the monthly rate at the time of installation and makes 
no payment for the last month of the contract. 

Lease agreements are firm contracts for a fixed period 
of time and are not subject to cancellation. On any 
lease, the usual new equipment warranty prevails and 
at the expiration of the warranty, the lessee provides 
such service as necessary to keep the equipment in 
reasonable operating condition. 

One variation would be to include machine service for 
the life of the agreement, in which case the service rate 
would be added to the total selling price before com- 
puting the interest and monthly rate 

The lease agreement is, in many respects, similar 
0 a conditional sales contract in that the lessee must 
provide fire, theft and comprehensive protection for the 
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equipment and pay all taxes and assessments against it. 
The equipment is not subject to liens against the lessee 
since title to the equipment remains in the lessor's name. 

At the expiration of a lease, the lessee is provided 
with two options, which are part of the original agree- 
ment: 

1. Automatic termination with return of the equip- 
ment to the lessor without prejudice. 

2. A continuing low annual lease rate for an indefi- 
nite period based on a percentage of the list price, 
usually two or three per cent. 

A third option may be executed at the time the 
original lease is signed, but should not be a part of it. 
That option, recognizing the legsee’s equity, is a re- 
capture option which enables the lessee to obtain title 
to the equipment at the termination of the lease agree- 
ment for a token payment, usually a small percentage 
of the list price, amounting to about twice the continu- 
ing annual lease rate. 


Tax Advantage Situation 

It should be noted that in reviewing the advantages 
of leasing both on the part of the lessee and the lessor, 
no mention has been made of a tax advantage. There 
can be no guaranteed tax advantage! Equipment leases 
are not sold on a basis of tax advantage either expressed 
or implied and it is a federal offense to advise anyone 
to execute a lease for such a purpose. 

The Internal Revenue Service has schedules to follow 
in the depreciation of capital assets. They allow a certain 
amount of latitude. permitting office equipment to be 
charged off, generally from six to 10 years. An Internal 
Revenue Service ruling presently in force says that a 
company renting or leasing equipment can charge off as 
expense only that portion that does not exceed a normal 
depreciation rate for such equipment. Again, certain 
latitude is permitted and a lease agreement is recogni7ed 
as bona fide when it omits a recapture option. Two of 
the larger leasing companies in Southern California 
provide the lessee with nothing more than an oral 
promise of a recapture option. 

If the lease agreement includes a recapture clause or 
option, the Internal Revenue Service considers the agree- 
ment a conditional sales contract and the equipment 
must be handled the same as any other capital purchase. 
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would like to share some of my thoughts about 
a subject that has and is causing many of us a 
great deal of concern — ‘The Delinquent Salesman.” 

My comments are predicated on a composite picture 
formed after observing sales managers in action, 
both inside and outside of the US.A. — different 
people in different countries, of different races and 
colors, are all dedicated to the same objective — to 
do a good, constructive, ethical and profitable busi 
ness of moving products and services from the plants 
into the hands of the consumer. 

Concentrating on the ‘delinquent salesman,’ we 
will have to make a few assumptions. For instance: 

1. We assume his sales manager has a properly 
organized program of salesmen recruitment and 
selection. We assume that he was given, or has de- 
veloped, a set of tools for proper interviewing and 
selection procedure. 

2. We assume that he has the skill and technique 
to use these tools intelligently and effectively. Let us 
further assume that he bases his hiring decisions on 
an analysis of the conditions and facts as they exist, 
rather than on his hopes and anticipations — that he 
can make decisions without the interference of his 
personal preferences and prejudices. 

3. We also assume that if he is not satisfied with 
the men he has interviewed, that he will not fall 
prey to the big temptation of “hiring the best in the 
bunch” but will continue his recruitment program. 

I know that we are making some big assumptions 
here; however, we are not talking about recruiting 
and hiring procedures. Please allow me one com- 
ment: 

We sales managers hire 90% of our headaches! 
We hire “Square Peg” individuals for “Round Hole” 
jobs, and later on we are very much tempted to blame 





KURT VASEN 


by KURT VASEN 
western sales manager 
Victor Adding Machine Company 


the salesman because he can’t or won't do the job. 


However, let us assume that we have actually hired 
the right man for the right job so that we can then 
move on to the next point: The salesman’s job. Here 
he is, anxious and eager to do a good job, also with 
a lot of qnestions still in his mind; questions that 
can't possibly be properly answered during the inter- 
views. For instance: 

Who uses these products or services? 

What is the proper way to sell it, and how do 
customers pay for it? 

How do I get paid, and when? What about va- 
cations and hospitalization, and other benefits 
that are so important to me and my family? 
Who trains me? Where and how long? 

- What are the rules and regulations as they per- 

tain to my job. 

What should I earn under normal conditions? 

What is the outlook for the future ? 

I have just picked a handful of vitally important 
questions. There are, of course, many more. 


Managers Plant Seed of Trouble 

Those managers who don’t know the answers, or who 
fail to take the time to fully explain these fundamentals 
to the new salesman, are planting the seed for future 


troubles. 
We have all read and heard a great deal about “‘ju- 
venile delinquency’ — the apparent inability of our 


young folk to conduct themselves on a wholesome and 
acceptable basis, in and out of school. There, also, exists 
the problem of ‘salesman delinquency” that much 
discussed and disheartening spectacle of unsatisfactory 
volume, poor customer relations, and uninspired sales 
effort. 

In juvenile delinquency it is now a well-established 
fact that this situation is often the result of parental 
negligence or incompetence. Well, gentlemen, we are 
beginning to realize that ‘salesman delinquency’ in 
many, many instances is the result of incompetence or 
neglect, or both, on the part of their respective sales 
managers. This means that we, on the basis of what we 
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do and don’t do, are the cause of the “salesman delin- 
quency’ !! — Poor salesman performance and attitude 
is not the cause but, rather, the effect of our own failure, 
in perhaps several directions. 

What have we done to assist this man develop into a 
successful professional salesman? Let's ask ourselves a 
few questions: 

Do we really know him? His wife, kids, home life, 

sports and hobbies, likes and dislikes, fears and 

aspirations ? 

If we don’t know the answer to those basic questions, 
how do we expect to be able to teach him intelligently, 
supervise him, trade him, and inspire him. 

If we have cases of salesman delinquency, don’t you 
think it behooves us to also do a littie research on the 
cause of it? 

These causes can be many and varied — running all 
the way from poor health to a nagging mother-in-law. 

To know what ‘makes our salesmen tick” is one of 
the most effective safeguards against ‘‘salesman delin- 
quency.” 


Know His Work Habits 

Also, what are his work habits? What is your formula 
for his daily work habits? What time does he start to 
work? What time does he quit? How often does he 
phone in during the day? Are you in a position to evalu- 
ate results versus efforts ? 

My experiences prove conclusively that most sales- 
men are happier and more successful when they oper- 
ate under specific rules and programs — in spite of all 
the gripes and complaints we sometimes get. 

Here is another question: Assuming now that the 


man knows your product, understands the merchandising 
program and is doing an acceptable job — how often 
do you spend some time with him on the outside to: 
1. Observe the way he is operating. 
2. Make suggestions and recommendations for fur- 
ther improvement. 
- o you know what makes a good salesman 
“Good” ? 
————Do you know what makes a good salesman 
“Better” ? 
How do you expect to strengthen an average or poor 
producer into a better man without observing him ‘‘un- 
der fire’’ in front of the customer ? 


Go Outside with Salesmen 

Our company insists that each manager observe every 
salesman in the field not less than once every three 
to four months. 

A major portion of my time is spent on sales man- 
ager development programs. The phenomenal growth 
of our company has brought with it an — amount 
of problems. We are constantly being challenged, not 
only for our technical skill and imagination, but also for 
our capabilities to cope intelligently with the vital fac- 
tors of human relations — in the sales department, as 
well as in the other departments of our operations, 

My records and case cyepoad pag convincingly that 
the salesmen of today are as good as, perhaps a lot better 
than, those of the past. With proper guidance, direction, 
and motivation on our part, they will do an outstand- 
ing job of selling the goods and services our factories 
produce. If, we will do our part, ‘‘salesman delinquency” 
will never be a major problem. 
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Womre closely with the architect, Omaha Printing 
Co., has made an impressive installation at the 
Omaha (Neb.) National Bank. Side arm and execu- 

office interiors tive chairs were furnished by the W. H. Gunlocke 
Chair Co. and posture chairs by Milwaukee Chair Co. 

All of the desks were manufactured by Jasper Office 

Furniture Co. In the file section, employing a high 

planter as a decorative divider, three-drawer insulated 


files are from Victor and the five-drawer files from Art 
Metal Construction Co. This is an installation in which 
colors and furniture design were carefully visualized 


in advance layout. 
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\fter 40 years of ownership under one 
rporation, Allied Paper Mills of Kaiama- 
0, Mich., was purchased by Thor Corpora- 
n. The new ownership wanted a complete 
ange of office procedure and modern of- 
livability. This program was submitted 
George Bode of Kalamazoo Office Equip- 
Company as a challenge to provide 
ient working areas and pleasant sur- 
ndings for 80 people in space that had 
reviously housed 50 workers under cramped 
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... a guide to layout, 
design and furnishings 
for the modern office 
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OFFICE PLANNING .... : 


before 


H eR: 


Kalamazoo 
} 


moat 


is what confronted George Bode of 
Oftice 
rnization of the Allied Paper Mills quar- 


Equipment Company in 


ters: 
a case history Entrance and lobby with outdated wall lights 
Colored overhead skylight with gingerbread 
trim 

i2-inch high black and white marble wains 
oting and mosaic tile floor. 

Executive offices with hand-made wood slat 
venetian blinds 

Marbl 


Extremely high ceilings. 


window sills which defied cleaning 


Massive furnishings of square old-fashioned 


ysany desks and chairs. 


im 
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No privacy for department heads . . . three 
different departments working in one 18 x 
24-foot office. 

How was this challenge met? In accompany- 
ing photograph of lobby after renovation 1s 
shown how marble wainscot is canvassed and 
painted the same as upper plastered walls 
a brown oval rug is cut to the shape of white 
oval suspended ceiling covering former skylight 

side lights and gingerbread are taken out 

. brass five-cluster light is installed in center 
of suspended ceiling. Furniture of Standard 
Furniture Company manufacture is upholstered 
in coffee brown fabric and used on the Sullivan 
design seater frames with white fabric formica 
top tables. Live plants are used throughout. 
The lamp from Almco is finished in matching 


brown and white. 
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ping modernization of the Allied 
er Mills offices, Kalamazoo Office Equip- 
mpany first made a survey of the 


ach employee how his/her work 


lated to that of a working partner as 
to the flow of duties between depart- 
When this survey was completed the 
re taken to management. Vice-presi- 
Kirpatrick, J. Gilman and H. John- 
Allied were told that walls would have 
out, new electrical work was necessary 
onditioning should be installed for 
nd elimination of dirt 
rge Bode of the office equipment firm was 
Alice Rogers, color co-ordinator for 
Into her hands went responsibility for 
s, fabrics, drapes, floor coverings, acces- 
| executive floor planning 
Mpanying picture (left to right) are 
|. Gilman, Alice Rogers, George Bode, 
trick and H. Johnston. Map on the 
lesigned by Mr. Bode. It is painted 
blackboard paint and can be closed 








OFFICE PLANNING 


a case history........ continued 


| ABORATORY Section Problem 


To gain 


room it was sugg sted that a_ brick garage 


housing executives’ autos could serve as an 
efficient laboratory. This would take the un- 
sightly lab (pictured) out of the main building 
and by moving six people, 20 could be placed 
in floor space occupied by the old lab. 

Bare cement floors were in need of repair, 
lighting was poor and black slate window sills 
had deteriorated 

Solution (pictured) Partition to the rear 
has been removed and one long room is now 
available. Floors have been patched and green 
asphalt tile installed. Window sills are painted 
in black slate and natural color matchstick 
blinds installed. Walls are soft green to har- 


... the transformation 





monize with the floor. Lights have been re- 
placed where necessary and those retained 
cleaned and equipped with new bulbs. 

Arnot Tan Tone modular furniture is used 
throughout for 20 people in this cost depart 
ment. Partitioning is only 39 inches high so as 
not to interfere with flow of work between 
employees. Here again, K.O.E.C.’s Mr. Bod 
utilizes 24-inch wide tops with 18-inch returns 
to gain space. All-Steel chairs for the men 
are in Stylite tan and special sandalwood 
Naugahyde while the girl’s posture chairs arc 
in special citron Naugahyde. Stylite tan files 
and letter trays follow the same color theme 
and equipment worth saving has been re 
painted Kleradesk units and waste baskets are 
kept in the same tan finish 








before 


















p ROBLEM in Accounting Area 


were in brown battle ship linoleum, well patched 


Floors 


fluorescent tubes were darkened with 
ne , windows were unattractively cov- 
i d with dark wood slat Venetian blinds 
me of desks were oak, some walnut and 
thogany and some were roll tops converted 
flat tops by use of masonite 


Solution (pictured) Arnot tan tone modu- 


amen lar furniture matches 68-inch partitioning with 
— icoustical panels. Office manager’s private 
a office, provided by partitioning, has Arnot 


valnut wood 30-inch top desks and matching 

s. Gunlocke 630UAR chair and 2407R 

de chairs have pine green leather to blend 
th light melon shade walls 

Modular desk planning in office area is based 

ising 24-inch wide tops for working section 

18-inch wide surfaces for National Cash 


Shaw-Walker 


nsulated desks give finger tip control of 
& I 


| 


Register accounting machines 


tal records used in conjunction with the 
hines 

\ll-Steel 840 posture chairs in general office 
are finished in stylite tan to match the 





Arnot and are upholstered in citron yellow. 

Wood slat blinds were replaced with special 
finish match stick roll-up blinds matching wall 
covering to make the nine large windows blend 
in rather than stand out. 

Shaw-Walker and All Steel files are in tan 
tone finish. Floor is tiled in Armstrong Wood- 
tone asphalt tile blending with the tan tone 
furniture. 

























OFFICE PLANNING 


a case history........ ved 






Adequate stor- 


Spac E Harmony Problem 
age 


{’ room for working materials ol sales as- 


~ 





sistants was needed in an arrangement harmo- 





nizing with other departmental areas 





Solu Sam drapes, same wall color 






and same carpet in office of two salesmen 





located on the other side of fluted glass par- 





titions 





Furniture Arnot Jamestown walnut wood 





modular desks with Parkwood walnut 30 x 70- 





inch tops and 18 x 42-inch returns provide 


high-powered 





ample working space for the 





assistants. Because these men must have infor- 






mation easily accessible without imparting a 







cluttered-up appearance to what is otherwise 






a beautiful office, bookcases are placed under 






the LS-11 h returns for storage ol sales mate 








P ROBLEM: Executive dignity and accessory 
warmth in sales manager's office 

Solution as pictured 

Carpeting - 

Walls Painted a dull gold to blend com- 
pletely with the casement weave drapery mate- 


Taupe gros point 


rial . . . Valances to cover the transoms 
Window sills canvassed and painted in the 
wall colors Fluted glass used as room 
divider. 
Plantes 


Furniture 


Of wood, painted in wall color. 

Standard Furniture conference 
desk in gunstock walnut accompanying #61SLA 
swivel chair in Glengold leather and Striad 
848 fabric cushion. Side armchairs are Stand- 
ard +61GCA in brilliant rust leather. Three- 
place Sullivan design Standard three-place 
seater graces conversation corner. This is up- 
holstered in +848 Striad fabric and in the 
center is two-level white formica magazine 
table top on which stands a tremendous lamp 
in brilliant rust and gold. Note Sascha Barstow 
colored ash tray. 


I/lumination Hanging brass Stiffel lamps. 


rials. There’s seating comfort in Gunlocke 
++630UAR posture swivel chairs of brilliant 
rust and #848 Striad seats. Gunlocke +2407R 


side armchairs are in the same brilliant rust 


leather and +848 Striad seats. Gunlocke 
+2407R side armchairs are in the same bril- 
liant rust leather. All chairs in this utility-plus 
office have special finish to match the Arnot 
Jamestown walnut wood modular desks. An 
Arnot 18 x 52-inch top table is placed against 
the wall as an additional working space for 
salesmen who wish to spread out their mate- 
rials. 

Accessories These are carried out again 
in brilliant rust. Table lamp has the same hue 
as the picture frames in the adjoining office. 
The harmony of color is carried out even to 
the finish of the telephones. 
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D ouBLe Duty Problem Comfort and 
working space for office adjoining that of sales 
manager. 

Solution This office is designed so that 
two men can work on Arnot Jamestown walnut 
wood furniture. To change the decor here 
from that used in the sales manager's office, 
the #848 Striad fabric was picked up in the 
drapes. Gunlocke chairs are in brilliant rust 
leather and the Striad is used on the seats of 
the swivel chairs. An olive green Kimball 
planter is used for the live foliage. Carrying 
out the brilliant rust theme, desk accessories 
are in this striking color. 














OFFICE PLANNING 


a case history........ nued 


a0 





C ONFERENCE PROBLEM: Provide warmth 
and color of their homes for two busy vice-presi- 


dents who are conference-minded and work side 


by side. 

Solution (as pictured). 

Carpeting — Taupe Gros Point wool. 

Wall and Window Treatment Soft bieg« 
walls with ceiling a shade darker and wood 


molding painted in with walls. Drapes are lined 
and of synthetic material with a fine gold thread 
to give warmth to the soft biege color . . . mate- 
rial is run across the wall between windows for 
rich effect in pleated valances designed by Miriam 
Felke, who was responsible for making and hang- 
ing the drapes to Alice Rogers’ specifications. 
Valances are designed to cover the wide transoms 
at the top and are hung so that when open the 
full width of the window glass is exposed. Wall 
color is actually taken from the drapery so an even 
flow of color prevails around the room and does 
not make the windows stand out in sharp contrast 
because of their size 

Furniture Because of large amount of con- 


ference work two Standard Furniture Co. +6129 





























desks are used one left, and one right contour 
in gunstock walnut. This provides vice-presidents 
J. Gilman and W. Kirpatrick each with his own 
credenza working space. Two 21 x 98-inch tops 
are used together, making 42-inch width between 
the desks and 98 inches back to the drapes. Be- 
neath these tops, Standard Tudor cabinets supply 
added drawer space. Two-drawer special-grained 
Shaw-Walker files are placed at the end of the 
cabinets. To close the gap in front of the two 
21-inch tops and between the desks an open 
Standard bookcase is used. Standard #+61SLA 
chairs are upholstered in Antique Copper leather 
and have Glengold and Brown Heather fabric 
cushions. All side armchairs are Standard in 
Glengold leather. The 61-inch Standard credenza 
has sliding doors. 

Accessorie Stiffel lamps are in Sunburst 
gold and ash trays in matching ceramic. All desks 
are fitted with Glengold leather accessories. The 
only pictures are placed on the west and south 
walls to offset the height of 461/-inch Stiffel 
lamp. A live fiddle leaf ficus plant graces one 
corner of the office. 
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Makes your eyes pop 


How the new 1957 Royal Portable with Twin-Pak smashes sales records 


Pardon us, while we snap our eyeballs back in pages in Life and the Saturday Evening Post. Not 

place. But we've never seen anything like it—the to mention advertisements in a host of other im- 

way a Twin-Pak demonstration makes the new portant magazines. 

) ) | ‘ . , > , 

Royals turn over . . . and customers say “gimme. And the yesuits set fisting out. sheeede Miia 
It’s the greatest sales mover yet—based on the are climbing like a guided missle. And dealers’ 

greatest typewriter news since Royal's Mag: profits even faster . . . with that big, generous 

Mervin © Royal MARK-UP! 


If you're not already cashing in on the 1957 
Royal Portable, get the full eye-popping story 
from your Royal Representative. Then hang onto 


Newspapers all over the country are raving 
about it. Magazines are featuring it 


And just to help things along, we're giving it your eyeballs, friend, and watch your portable 
the biggest advertising push yet. Big full-color sales z-o-o-m! 


ROYAL portable Standard + Electric + Roytype® business supplies 


World’s Largest Manufacturer of Typewriters—Royal Typewriter Co., Division of Royal McBee Corp. 











New Products 





SPIRIT DUPLICATOR 





Heyer Corp. 

1850 S. Kostner Ave. 

Chicago 23, Ill. 

The “Mark II" spirit duplicator, both 
hand-operated and electric, is the newest 
addition to the firm’s Conqueror line. Ma 
chine features a new feed drive mech- 
anism which works only in a forward mo 
tion, eliminating lurch. Also has nylon 
gears and 11 and 14-inch cylinder stops 
Motor is completely redesigned. Other 
new features are also included. New 
models have a distinctive appearance with 
a Futura green finish. (For more informa- 
tion circle No. 27 on inquiry card or write 
manufacturer). 


ELECTRONIC STENCIL CUTTER 





Rex-Rotary Distributing Corp. 

387 Fourth Ave. 

New York 16, N.Y. 

The ‘‘Electro-Rex’’ electronic stencil cutter 
can produce stencils or plates from practi 
cally any graphic material, according t 
the firm’s report, and it will also handle 
original layouts or clippings from other 
publications. Scanning definition runs 
from 125 to 750 lines per inch with sen 
sitivity variable over the full tone scale 
Maximum copy size is 8 by 13 inches 
(For more information circle No. 11 on 
inquiry card or write manufacturer). 


LOCKER RACK 

















Lyon Metal Products, Inc. 
23 Madison Ave. 
Aurora, Iil. 


New combination locker and 
wrap rack is designed for cloth- 
ing storage in a minimum of 
space. The rack accommodates 
10 persons, offering lockers at 
a convenient height and pat- 
ented coat hanger and chain ar 
rangements which permit coats 
and jackets to be locked to rack 
to prevent theft. Unit stands 50 
inches wide, 18 inches deep and 
76 inches high. (For more infor- 
mation circle No. 23 on inquiry 
card or write manufacturer). 


CHALKBOARDS 

Weber Costello Co. 

1212 McKinley St. 

Chicago Heights, Ill. 

Two new aluminum-framed_ chalk- 
boards heve been added to the com- 
pany’s line. Both are equipped with 
smooth, anodized aluminum frames 
to prevent tarnish and_ eliminate 
glare. The model pictured here, Style 
AE, is available in six sizes ranging 
from 3 by 4 feet to 4 by 8 feet. It 
has soft green Litesite chalkboard 
and is equipped with eyelets for 


hanging, or it can be used on an 
easel or fastened to the wall. Style 
AT has light green writing surface, 
full chalk rail, and comes in two 


smaller sizes. (For more information 
circle No. 31 on inquiry card or write 
manufacturer). 





STEEL OFFICE FURNITURE 





Peerless Steel Equipment Co. 
6604 Hasbrook Ave. 
Philadelphia 11, Pa. 


Company introduced several new units 
in its line of ‘‘Royal Swedish’’ modern 
modular steel desks and office furniture. 
The desk shown here is one of the mod- 
els first seen at the NSOEA exhibition 
in Chicago this year. (For more infor- 
mation circle No. 6 on inquiry card or 
write manufacturer). 


TELEPHONE LIST FINDERS 





Bates Manufacturing Co. 

Orange, N.J. 

New, color-styled ‘‘Coronet’’ line by Bates 
is designed to attract the feminine eye. 
New single action mechanism featured as 
well as special streamlined styles. Models 
shown here include authentic red and 
black ‘‘Wallace’’ plaid, a black and 
chrome striped model, and _ simulated 
wood finish. (For more information circle 
No. 13 on inquiry card or write manu- 
facturer). 
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Mr. F. G. Atkinson, President of 
The Joseph Dixon Crucible Co., says: 


“Dixon is delighted to be ‘working on the 
railroad’— providing the efficiency and 
economy of Dixon Ticonderoga pencils 
to so distinguished a company as the 
Pennsylvania Railroad. Fine service is the 
standard of the Pennsylvania. And they 
keep their standard high by using 
America’s finest pencils!” 





Dixon Travels in the Best of Company... 


The Pennsylvania Railroad uses Dixon Ticonderoga pencils 


You con travel in this top- customer class 
by featuring Dixon Ticonderoga and 
company. Dixon is your ticket to the 
top-quality business of the leaders in 
American business! 


TICONDEROGA 


. .. @ famous name in American History 


DIXON TICONDEROGA 
. . . a famous pencil in American Industry 





TIPPEO 


1388 DIXON N° 2 


PTET y rr 


TICONDEROGA 





Get on the right track now — stock up on this profit-making package! 


Pencils Sales Division (EN-17). The Joseph Dixon Crucible Company, Jersey City 3, N. J. 
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EXECUTIVE FURNITURE 





Design Products, Inc. 
P.O. Box 342 
Boulder, Colo. 


Groupings of new line of executive office 
furniture offers more than 300 possible 
arrangement combinations, according to 
manufacturer. Component units may be 
assembled to meet increasing requirements 
of office or individual. This grouping is in 
walnut with veneer top on desk and 
matching side cabinet. Swivel and side 
chairs are also part of company’s exten- 
sive line of furniture. Firm offers planning 
service to dealers and has a new catalog 
available. (For more information circle No. 
38 on inquiry card or write manufacturer). 


FOUR-COLOR PENCIL 
Benard Sales Co., Inc. 

16 E. 17th St. 

New York, N.Y. 


The new Welt four-color pen- 
cil, which switches to any one 
of four different colors with a 
flick of the finger, is now being 
distributed nationally in this 
country. The automatic paper 
weight pencil takes standard 
black, red, green and blue 
lead. It is finished in ‘‘Eloxal’ 
silver and lists for $1.98. Pen- 
cil is made by Welt-Pen of 
West Germany. (For more in- 
formation circle No. 40 on in- 
quiry card or write distributor). 


SELF SERVICE ISLAND 














DUPLICATOR 





Addo Machine Co., Inc. 
145 W. 57th St. 
New York, N.Y. 


The Roneo “750” is now 
on the market in the United 
States, featuring a fully au- 
tomatic inking process re- 
quiring no adjustment, and 
a color change in 25 sec- 
onds which is said to be ab- 
solutely clean. The machine 
has a controlled low start- 
ing speed that enables the 
operator to check the posi- 
tion of the copy and then 
accelerate to the desired 
speed up to 150 copies per 
minute. Duplicator is also 
equipped with ‘‘Ejecto- 
strip’’ which stacks copies 
finished, and stops auto- 
matically when  predeter- 
mined number of copies 
have been printed. Motor is 
in machine head. (For more 
information circle No. 39 on 
inquiry card or write man- 
ufacturer). 


Add Sales Co. 

714 Commercial St. 

Manitowoc, Wis. 

New “‘Flexo-Space’’ display island has 
30-inch wide base and 60-inch 
length. Flexible shelves can be raised 
or lowered from 7 inches to 24 inches 
between shelves. Constructed of ply- 
wood with tubular steel supports. 
Finished in neutral color to blend 
with or match other fixtures. (For 
more information circle No. 18 on 
inquiry card or write manufacturer). 


NEW PRODUCTS (0vlinued 


ACOUSTICAL ENCLOSURE 
Burgess-Manning Co. 
Architectural Products Div. 
5970 Northwest Highway 
Chicago 31, Hil. 


New general utility acoustical en- 
closure offered by company is de- 
signed to eliminate disturbances cre- 
ated by loud telephone talkers in 
large offices. Said to provide “‘Isle of 
Quiet’’ by confining phone conversa- 
tion to the enclosure. Aids in keeping 
calls confidential and error-free be- 
cause of other noise or disturbances. 
Constructed of steel and sound ab- 
sorbing material, the enclosure is fin- 
ished in silver-gray hammerloid tone. 
(For more information circle No. 3 on 
inquiry card or write manufacturer). 





MOISTENER 
West Coast Sales 
600 16th St. 
Oakland, Calif. 


New moistener is made entirely o@ 
rubber with a suction cup on the bot 
tom which attaches to surface to hold 
moistener steady, allowing one ha 
operation. Same unit available with- 
out suction cup. (For more informa- 
tion circle No. 15 on inquiry card or 
write distributor). 





LIT-NII 
SALES 
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MODERN DESIGN 
PRECISION BUILT 

4 MODERN COLORS 
HEAVY GAUGE STEEL 
PRE-ASSEMBLED 











more items 


cal en 
is de 
ces cre- 
ikers in 
Isle of 
ynversa- 
keeping *. 
free be- 
rbances more color and style 
und ab- : 
e is fin- 
id tone 
Jo. 3 on 
acturer). 


more sold than any other line 


more 

of 
everything 
with 


\tirely 0% 
the bot 
e to hold 















BAKED-ON FINISH 
HANG UP FEATURES 
NO SHARP EDGES 
RUBBER FEET 
GUARANTEED 
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5 0e6 me GIGGE....... ...... .ceeenseneeeeen 


| about the more than 400 Lit-Ning products. Please 
send your new catalog and discount schedule. 


LIT-NING PRODUCTS CO. Sales Office P.O. Box 142 
Culver City, California 














Firm Name . : SS 

Address __ es 
LIT-NING PRODUCTS COMPANY City_ oe State eee a 
SALES OFFICE: 3907 Duquesne Avenue, Culver City, California say Meme 


FACTORIES : Fresno, California « Fremont, Ohio 
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H. W. GUNLOCKE 
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K.F. DAVIS 





H.L. DAVIS, JR. 





H.1. TROWBRIDGE;* 








W.E. KINNE 





J.L. CONRAD 







H. HARGRAVE 
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The Gunlocke Management and Salesmen join in wishing 
you a Profitable and Joyful New Year. And, if you're a 





Gunlocke dealer, the year is off to a flying start with ex- 
citing additions to the MOMENTUM Group of outstanding 
Contemporary chairs. These new modern, graceful chairs 
will bring you more sales than ever before. So, here's to 
a profitable New Year for all Gunlocke dealers with 
MOMENTUM! 


GialerW.H.GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 











P.C. LEAF H. BOARDMAN E.J. GRIFFITHS 


















PAYROLL TAX COMPUTER 





Calcu-Tax Corp. 
49 W. 37th St. 
New York 18, N.Y. 


“Calcu-Tax” is designed to cut time 
required to prepare weekly payrolls. 
Shows withholding tax and new 
244% Social Security deductions 
(New York State disability optional) 
all on one tine for wage brackets 
up to $250. No pages to turn nor any 
calculation. Plastic slide moves to 
line desired. Replacements available 
if tax rates change. (For more infor- 
mation circle No. 1 on inquiry card 
or write manufacturer). 


nuAre Co., ine. 
824 S$. Western Ave. 
Chicago 12, Ill. 


DARKROOM SAFE LIGHT 





Two sizes are available in firm’s new 
darkroom safe lights, one with a 


NEW PRODUCTS <ontinued 


CASTERS 





Shepherd Casters, Inc. 
Benton Harbor, Mich. 


Company states new casters are 
an entirely new concept in de- 
sign with elimination of exposed 
axle and caster yoke. Said to 
permit ease in moving over thick 


rugs without damage to pile. 
Casters are totally enclosed and 
permanently lubricated for ease 
of motion. Offers instantaneous 
swivel action. Wide variety of 
finishes available to match decor 
of room or office. (For more in- 


working area of 22 by 19 inches and 
the other 25 by 30 inches. Five 
models to choose from have both 
ruby and white lights. One model 
has green light for pan film. Over- 
head rails and complete water flow 
system can be supplied with any ‘ 
model. (For more information circle formation circle No. 19 on in- 
No. 30 on inquiry card or write man- quiry cord or write monufac- 
ufacturer). turer). 






Powell Enterprises, Inc. 

P.O. Box 68 

Portland, Ore. 

The ‘’Koffee-Kaddy”’ was designed to 
service the executive, small or iso- 
lated office for the coffee break. 


Made of enameled sheet steel, in 
executive gray, it stands only 17 
inches long and 7%, inches deep 


when closed. Holds four-cup electric 
percolator, two-quart water pitcher, 


paper cups and plastic spoons. Has 
compartment for sugar, powdered 
cream, coffee jar, tea Dags, etc. (For 


more information circle No. 10 on 
inquiry card or write manufacturer). 





cE ELECTRONIC COMPUTER 


Royal McBee Corp. 
Westchester Ave. 
Port Chester, N.Y. 
New desk-size electronic computer 
is first in company’s line of proposed 
' medium and low-priced computers. 
The LGP-30 was especially designed 
for engineering and scientific use. 


Campro Sales Co. 
1300 4th St., $.W. 
Canton, Ohio 


Makers of the “‘Jiffy’’ cabinet line 
have announced a new “Twin” line 
of small steel cabinets with “‘see- 
thru’’ plastic drawers now twice the 
Operates on any convenient electrical size of the previous models. Drawers 
outlet, yet has a capacity that com- ot the new units are 53%4 by 534 by 
pares favorably with many larger 1¥4 inches and can be divided into 
computers. (For more information cir- three compartments by using dividers 
cle No. 14 on inquiry card or write furnished. Made in four sizes ranging 
manufacturer). from 8 to 24 drawers. (For more in- 
formation circle No. 4 on inquiry 
cord or write manufacturer). 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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new BROADWAY | 


BRILLIANT NEW 
MIRROR FINISH 











Actually located on 
Times Square, ia the 
heart of New York, 
this gigantic SCRIPTO 
display “tops "em all”! 
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SERVICE 
STATION 


NEW—EVEN FASTER SELLING 





You know your Scripto Service Station breaks all 















COUNTER DISPLAY volume records on just one square foot of space. 
Yes, brilliantly NEW, with mirror chrome styling More than twice the sales on a single square foot 
to reflect, set off and sell the most colorful, fastest- of space—twice the turnover of anything you sell 
selling line of pens and pencils in the world. in your store. 
ae 8 URS... 
ICE STATION IS YO 
THIS FLASHING NEW SERV 









FREE # “ree cooos 


PUT THIS PROVEN TOP PERFORMER from all brands of tobacco combined — five” times 


TO WORK ON YOUR FEATURE SPOT the income per square foot from combined fountain 
and packaged ice cream sales—five to ten times the 
In-store records prove Scripto Service Stations pro- income per square foot of all brands of toiletries and 






duce more sales twice the income per square foot cosmetics combined! 


ORDER #A751 AND YOU GET... List Price 
Balanced assortment of colorful Scripto products . . . . -... -. $83.06 


Piva (REE @eods . . 1 ts so eh Ee es 8 ew Soe 


Plus FREE mirror finish Service Station. . ....... +. . NO CHARGE 


45.87 PROFIT soc: Sees 


TeUr Cle +c ev uwkece $42.16 








(Offer Good Only Until March 31, 1957) 


ORDER NOW FROM YOUR JOBBER 
Dealers everywhere say “Scripto Service Stations give more volume 
. more profit from one square foot than anything in the store!” 


ATLANT A, GEORGIA CRIPTO OF CANADA, LTO., TORONTO, CANADA 


RIPTO PRODUCTS AVAILABLE IN CANADA AT SHTLY HIGHER PRICES, 
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DESK SET 





Eversharp, Inc. 
350 Fifth Ave. 
New York 1, N.Y. 


Company has just released 
a new mult-purpose desk 
set designed to retail at 
$2.95. Medium ball pen 
and holder combination is 
available in red blue 
green, black and _ ivory 
Dealer assortment includes 
four sets in varied colors 
packaged in a display dis 
penser. Each set is_ indi 
vidually gift packaged in 
translucent acetate box 
(For more information circle 
No. 32 on inquiry card or 
write manufacturer). 





CHECKWRITER 

Superior Checkwriter Co., 

Div. of Superior Typewriter Co., Inc. 
34 Hubert St. 

New York, N.Y. 


New low-priced checkwriter is a full 
sized office machine priced to sell 
at $49.50. Features self-aligning 


mechanism, deep-etched, chrome face 
plate, finger-molded handle and se- 
lector buttons. Prints and perforates 
amounts up to $9,999.99. Available 
in three color combinations to match 
office decor, the checkwriter is de 
signed with streamlined lines and 
has no protruding gadgets. (For more 
information circle No. 22 on inquiry 
card or write manufacturer). 
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FILING UNIT 





Smead Mfg. Co., Inc. 
309-311 Second St. 
Hastings, Minn. 


Company has announced its new 
‘Pocket Control’ filing unit for con- 
trol of filing in desk or file drawer. 
Made up of individual pockets, with 
one-fifth and two-fifths cut tabs, in- 
dexed in different ways to suit indi- 
vidual requirements. Firm claims new 
unit offers unequaled accessibility, 
maneuverability and safety for rec- 
ords. (For more information circle 
No. 2 on inquiry card or write manu- 
facturer). 


DOOR HANDLES 





Chicago Lock Co. 
2024 N. Racine Ave. 
Chicago 14, Ill. 


Two newly designed, streamlined 
door handles for use on steel 
cabints, lockers, etc., are now 
offered by the firm in locking 
and non-locking models. Avail- 
able in chromium or nickel fin- 
ish, the locks have several types 
of locking cams to meet all ap 
plications. (For more informa- 
tion circle No. 34 on inquiry 
card or write manufacturer). 


MAGNETIC INDEX 
Auvtopoint Co. 

3200 W. Peterson Ave. 
Chicago 45, Ill. 


Company has announced new mag 
netic telephone index in a wide selec- 
tion of colors to blend with home and 


office decor and match the new tele- 
phone colors. Colors include jet black, 
oxford gray, mahogany, brown, clas- 
sic ivory, mistletoe green and rose- 
wood beige. Features full back-tilt 


top that lies flat to facilitate writing, 
and a magnet that picks up and holds 
address cards. (For more information 
circle No. 17 on inquiry card or write 
manufacturer). 





COPYHOLDER 

Hall-Welter Co., Inc. 

46 Mt. Hope Ave. 

Rochester 20, N.Y. 

A newly designed copyholder with a 
“fold away” feature was offered by 
the company recently. Called the 
““Speedrite Folding’’ copyholder, it is 
complete adjustable to desk arrange- 
ment or light conditions. Moves back- 
ward, forward, raises, lowers and 
tilts. A touch of the ‘‘trigger’’ with 
the little finger brings next reading 
line into vision. Magnifier with two- 
line reading slides on or off without 
the use of tools. Folds down over 
typewriter for storage. (For more in 
formation circle No. 9 on inquiry 
card or write manufacturer). 
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Here’s that new, low-cost 
tabulating card file . . . and 
here’s how to turn prospects 


into- profits! 


1) SHOW! 
2) DEMONSTRATE! 
3) QUOTE! 


Handy Portability . . . Filing is no longer a 
problem with the new APEX. Individual trays 
are immediately accessible; they may be re- 
moved easily and quickly to take them to the 
job station. 


Handsome Hardware . . . Each removable tray 
file is finished in good-looking, long-lasting 
aluminum for practically permanent beauty. 


Famous Construction . . . Columbia’s famous 
horizontal construction, heavy gauge steel, sky- 
scraper engineering means ionger life, greater 
usefulness. 


No-Sway Side Compressors . . . This feature 
assures firm holding of cards, no sliding or 
flopping over. Center slot provides required 
ventilation, maintaining firmness of cards. 


Roller Bearing Pan Suspension . . . Hump-track 
holds drawer in when closed; no “‘bounce-out,” 
no need for thumb latch. 


Comfortable Hand-Hole . . . makes it easy to 
carry portable tray from file to work place and 
back again. 


Efficient, protected filing of tabulating cards 
for less than 3 mills a card non-recurring cost! 


Say APEX aud you've made a sale! 


astOLUMBIA STEEL EQUIPMENT COMPANY 


FT. WASHINGTON, PA, 


sold only through dealers ° 
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Hardboard Fabricators, Inc. 
59 Branch St. 
St. Louis, Mo. 


Company has introduced new office accessory, 
the ‘’Steno-Easel’’. The easel is made of two 
pieces of hard board, painted gray, which 
slip together to make the fixed support for a 
stenographic notebook, as shown in the srvaller 
picture. (For more information circle No. 5 on 
inquiry card or write manufacturer). 


VINYL SALES PORTFOLIO 





Hazel-Viny! Products 

1603 Deimar Ave. 

St. Lovis 3, Mo. 

The ‘’Vis-A-Logue”’ is a multi-pocket 
portfolio made of durable, clear 
vinyl, designed to hold and protect 
catalog pages, price sheets, photo- 
graphs or other illustration material 
Each pocket (12 or 24 in number 


electronically sealed on three outer 
edges. Presentation material easily 
inserted from inside edge. Simulated 


leather, 20-gauge cover reinforced 
with pressboard liner. Selection of 
15 cover colors, including special 
all-white with gold imprint “Our 
Wedding.”” (For more information 
circle No. 12 on inquiry card or write 
to manufacturer.) 
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PARCEL POST SCALE 





Triner Scale & Mfg. Co. 
2714 W. 21st St. 
Chicago &, Ill. 


New 70 Ib. automatic com- 
puting parcel post scale has 
been developed. The ‘Triner 
Imperial’ features an extra 
large color band chart with 
vertical color bands which are 
said to guide the eye to the 
proper postal computation with 
ease. Fan-type chart is also 
said to provide extra readabil- 
ity. Chart is lithographed on 
metal and can be replaced if 
postal rates change. Scale is 
set in  shock-resistant double 
frame to prevent jarring of 
mechanism. (For more informa- 
tion circle No. 8 on inquiry 
card or write manufacturer). 


STAPLER 

All Type Staple Co. 

1600 Manhattan Ave. 

Union City, N.J. 

New standard model has joined the 
five-inch stapler introduced by the com- 
pany earlier this year. The new model 
features a three-way operation which 
includes both temporary and permanent 
stapling as well as a tacking application. 
Model is available in four colors with 
non-scratch” rubber feet on solid base. 
(For more information circle No. 29 on 
inquiry card or write manufacturer). 


ADDING MACHINE 





Monroe Calculating Machine Co., Inc. 
555 Mitchell St. 
Orange, N.J. 


The Monroe ‘800’, newest in the 
company’s line, is said to be distinctly 
different from its predecessors as well 
as offering new color styling. A tri- 
angular symbol automatically prints 
next to the first item listed, indicat- 
ing that the machine is clear and 
ready for the next listing. Tape moves 
instantly to tear-off position when 
total key is depressed, and a trans- 
parent tear-off knife leaves figures 
visible at all times. Subtract and 
negative totals and sub-totals print 
in red. Machine is mounted on 
rollers. (For more information circle 
No. 7 on inquiry card or write manu- 
facturer). 


TYPEWRITER STAND 








Hardware Engineering Co., Inc. 

802 E. King St. 

Garrett, Ind. 

New ‘“‘Harco’’ typewriter stand fea- 
tures ‘‘Retrax’’ mechanism which ak 
lows the stand to be moved or placed 
in a fixed position by merely moving 
the handy lever. Moves on 22-inch 
rubber casters when free. Available 
in coral, tan, mist green, and plati- 
num gray with matching duron, hare 
maple or plastic tops. (For more it 
formation circle No. 16 on inquiry 
card or write manufacturer). 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manutacturers 
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PROFIT-MAKING FE} 
THE SHAW-WALKE 





1 Everything from One Factory To you, a single source 


for 5000 items increases net profits because it means — 
standardized selling . . . simplified inventories . . . less 
capital invested . . . concentrated purchasing . . . quantity 
and carload discounts . . . better service . . . accounting 
with one supplier . . . one line selling which makes better 
informed salesmen... Extra profits for you. 


2 Most Complete Franchise [hse complete 


dealer franchise in the industry. From the enormous 
Shaw-Walker franchise of 5000 items you can fill nearly 
every office requirement. Broader line means extra profits. 


SR eM To dealers, the Office Guide means 


plus sales every day. It is the only complete sellers’ and 
buyers’ catalog in the industry. Quantities bear dealer 
imprint — This “Junior Salesman” produces extra profits. 


4 Exclusive Fast-Sellers Among the 5000 items in this 


enormous franchise are many fast-selling repeat items that 
can be purchased only from the Shaw-Walker dealer. 


AE Shaw-Walker supplies sales 


training and a constant flow of productive sales aids that 
make salesmen more productive — extra profits. 


6 Best Known iicele(seaialela 4 To the buyer, the slogan 


“Built Like a Skyscraper” is the symbol of quality and 
time-saving. Since 1899 the man jumping in the file drawer 
has become the best known office equipment trade-mark. 
Consumer acceptance means extra profits to you. 


7 National Advertising Full pages in 9 national maga- 


zines sell time-saving, space-saving, record protection, the 
Office Guide. Monthly circulation 542 million. These ads 
produce qualified leads and lift you above the crowd. 


8 &9 Displays and Warehouses For your use in clos- 


ing the big jobs, Shaw-Walker maintains panoramic dis- 
plays in 14 major cities. For faster service, warehouse 
stocks are strategically located. Extra profits for you. 
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the calculating female figures on FACIT 


./ 


Because Facit gets results — quickly 
and easily. Solve any problem single- 
handed, with the ten fastest keys to 


ee oe 


calculating ease. The fully automatic 
Facit— multiplies, divides, adds, 
subtracts—and does it all with the 
five fingers of one nimble hand. 


FACIT INC. 
404 Fourth Ave., New York 16, 
or 235 Montgomery St., San Francisco 


A few dealer territories stil! open— 


Inquire about your area. 
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gure conscious male 


Reason: there’s no faster or surer count 
when you’re contemplating figures. 
Odhner was first to make it easy with 
automatic multiplication. Now another 
Odhner first is the exclusive, time 
saving Automatic Short-Cut—never 
more than five prints for any figure. So 
be confident, count on Odhner. 


FACIT INC. 


404 Fourth Ave., New York 16, or 235 Montgomery St., San Francisco 


A few dealer territories still open— 


Inquire about your area. 








LETTER OPENER 





Bohn Duplicator Corp. 

444 Fourth Ave. 

New York 16, N.Y. 

The “BDC” letter opener offers a 
unique design which permits one 
hand operation. Letter, ranging to 
No.10 envelope size, is inserted and 
top plate depressed by one hand, 
trimming a 1/16-inch edge off the 
top or bottom. Cutting edge is self- 
sharpening, and a receptacle at the 
bottom collects the cuttings. Letter 
opener, which retails at $14.95, is 
finished in two-tone ename!. (For more 
information circle No. 36 on inquiry 
card or write manufacturer). 


DRAFTING TABLE 





Anco Wood Specialties, Inc. 
71-08 80th St. 
Glendale 27, Long Island, N.Y. 


The new deluxe four-post tables for 
drafting feature a clear, kiln-dried 
pine top, electronically bonded and 
finished with two coats of semi-gloss 
lacquer. The base is hardwood, with 
drawers, of dovetail construction, 
which slide on steel runners. Tool 
drawer has aluminum = sotin-finish 
handle, lock, and tool tray. Hard- 
board cover protects drawers when 
top is raised. Available in a range 
of sizes with or without drawers and 
file cabinets. (For more information 
circle No. 37 on inquiry card or write 
manufacturer). 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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MONEY CHEST 
Diebold, Inc. 

818 Mulberry Rd., S.E. 
Canton 2, Ohio 


Company has developed new 
TR-30 money chest to offer 
protection against burglari- 
ous torch attacks on safes 
Torch protection is gained 
by a concealed, built-in re- 
sistant which qualifies chest 
for Underwriters Laborator- 
ies’ Torch Resistant label 
Special drill resistive plate 
protects entire locking sys- 
tem. Combination can be 
changed at any time by use 
of a special key inserted in 
the back of the lock case 
(For more information circle 
No. 35 on inquiry card or 
write manufacturer). 





BOOK STAND 





Bro-Dart Industries 

59 E. Alpine St. 

Newark 5, N.J. 

“Joy’’ book stand is adjustable to 
three different reading angles and 
holds large reference books, such as 
dictionaries, for convenient office use 
Made of plastic, the book stand is 
available in three colors, marbelized 
brown, marbelized maroon and ivory 
It is 9 by 12 inches in size and folds 
flat for storage. (For more informa- 
tion circle No. 26 on inquiry card or 
write manufacturer). 
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SECTIONAL FURNITURE 
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va 
Niemann, Inc. 
469 E. Ohio St. 
Chicago 11, Il. 


New sectional group is made in chair size, 
love seat with and without arms and 
three-seat sofa size. Chairs, shown here, 
are three piece group with open arm 
styling. All chairs have foam rubber seats 
and backs in modern design for office, 
lounge and reception area use. (For more 
information circle No. 28 on inquiry card 
or write manufacturer). 


PORTABLE DEODORIZER 








Aireactor Corp. 

22 E. 40th St. 

New York 16, N.Y. 

““Odormaster’’ is company’s portable 
electric diffusing mechanism created 
to bring deodorizing qualities of 
“‘Aireactor’’ to smaller areas such as 
offices, board of director rooms, 
dentist offices or nursing homes. Unit 
has twin-blower fan system with an 
air filter. Holds four bottles of ‘‘Aire- 
actor Space Deodorizer’’ which is 
said to be sufficient to deodorize an 
area up to 1000 square feet for 
approximately 150 hours. Does not 
have ozone discharge. (For more in- 
formation circle No. 20 on inquiry 
card or write manufacturer). 
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A and : 
PERFECT “FIT” FOR EVERYONE faim Cramer 


WATERFALL SEAT has foam rubber 1%4° CHALLENGER 


ze cush v idle shaped steel x 4: ’ 
e Sista with sides tite fee yadda ==«- SECRETARIAL CHAIRS * MODERN OFFICE 
ind all around. Turns smoothly on ex- h d : 
re clusive Cramer spindle bearing Here is smoot -sweep esign- 
. Patented f ti djast t ° ° 
rm eine aes sass’ teeta? ing, dramatic two-tone color- PROCEDURE 
ats to 31 ings and hour-after-hour 
ce, POSTURE-RIGHT BACK REST (also foam comfort to serve the modern 
rubber cushioned ) adjuste easily up pom 7 7 
ore and down, forward and back, and has office staff and engineered O F F + E 
ard just enough “spring” for solid com- to serve them well throu h 
fort. Hooded back box; slot for 
wane soaps many years to come. Yet the 


anes Gencun moderate price is well worth 
in quality fab- ; in- 
rics, Nylon sewn, in one color or in your attention before you in 


decorator-styled two-tone combina- vest in office chairs. 
tions. Easy to replace when needed 


MASSIVE BASE, formed steel, under- 
coated for sound absorption, has 
ball bearing casters with rubber 
wheels for easy, quiet response 
Stainless stee! ecuff plates with 
resilient bumpers 


and other leading 
POSTURE CHAIR COMPANY, INC. 
1205 Charlotte, Kansas City 6, Mo. publications 


TO OPEN UP YOUR MARKET AND HELP YOU TO BIGGER SALES 


OFFICE MANAGEMENT 
MANAGEMENT METHODS 





ASK YOUR CRAMER DEALER 











We back our dealers with QUALITY PRODUCTS \lin Feat 
that eliminate call-backs... with GOOD ADVER- Easy-se g ures: 


TISING placed to reach prospects’ attention ... and STYLE HIGHLIGHTS— 
with ON-THE-DOT DELIVERY as ordered. Now, wih quecstal ines. Sainned 


, act ° ° b terfall-design covers i 
with the addition of this new low-priced Challenger two eslere of 0. 6. Hama 


hyde or in oth lity fab- 
line, our dealers can also sell on PRICE and provide rics. All metal save Bae 


% - . . enameled to match. 
f customers with handsome new massive-base chairs EASY ADJUSTMENTS... 


in modern two-tone upholstery that will be welcomed Cramer’s patented fingertip 
” adjustments throughout; seat 


n in the nicest surroundings. We cordially invite you height and back position 
z change instantly, lock secure- 


to get acquainted with this new line NOW. ly in place. 

n ALL-DAY COMFORT — Gen- 
r uine foam rubber cushions on 
rt back and shaped seat, proper- 

n- ly formed for relaxing, right- 

ry posture comfort. 

DURABILIT Y— Mechanical- 
ly sound for years of use with 


famous Cramer engineering 
P 0 S T U R E C H A R C 0 re IN C. features heretofore found 
1205 Charlotte « Kansas City 6, Mo only on higher-priced chairs. 
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Alvin & Co. 

Windsor, Conn. 

New lettering-slot-guide template is 
made of .060-inch thick acrylic ma- 
terial which is said to be shatter- 
proof and durable as well as trans- 
parent. Guide slots are in sizes rang- 
ing from Ye to %2-inch, five circles 
in these same sizes have also been 
included. Template is designed for 
use by engineers, architects, design- 
ers, artists, students and others 
needing lettering aid. (For more in- 
formation circle No. 42 on inquiry 
card or write manufacturer). 


JANITOR SUPPLY 
CABINET 





Office Equipment Div. 

Maine Mfg. Co. 

Nashua, N.H. 

Four models of the “White 
Mountain” broom and sup 
ply cabinets are now avail 
able to fit the needs of of 
fice custodians. Both single 
and  double-door models 
available, all 66 inches 
high and 13% inches deep 
Interiors are different on 
various _ units. All have 
rounded-radius doors, with 
chrome handles and cylin 
der lock. (For more infor- 
mation circle No. 21 on in- 
quiry card or write manu- 
tacturer). 
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Virginia Fibre Corp. 
High Point, N.C. 


New ‘Flair’ pattern of Nylo 
Seran is designed for office, 
home and _ institutional furni- 
ture. Colors include platinum, 
lacquer red, ebony, olive, aqua, 
persimmon, honey, cholocate, 
sand, caramel and fiesta gold 
(For more information circle No. 
33 on inquiry card or write man- 
ufacturer). 





MAGNETIC MEMO BOARD 


Weinman Brothers, Inc. 

3260 W. Grand Ave. 

Chicago, Ill. 

Company has introduced a new line 
of magnetic memo boards which in- 
clude a built-in pocket for note paper 
and pencil. Board comes with paper, 
pencil and three magnets in popular 
dark and pastel colors with decorative 
borders. (For more information circle 
No. 24 on inquiry card or write man- 
ufacturer). 














NEW PRODUCTS ntinued 


BEAM COMPASS- 
ELLIPSOGRAPH 


Aero Engineering Sales Co. 
P.O. Box 85 
Azusa, Calif. 


Firm has developed a new two-in-one 
drawing and drafting instrument, the 
Aero beam compass and ellipsograph, 
which is an adaptation of the two- 
legged compass to the simpler 
“beam’’ compass and is converted 
easily to an ellipsograph which can 
draw ellipses with any radii from 
7/16 of an inch to 12 inches, to any 
degree from 10 to 65. Instrument is 
fabricated from polished aluminum 
and all parts are provided. (For more 
information circle No. 25 on inquiry 
card or write manufacturer). 





MARKING PEN 





Bankers & Merchants, Inc. 
3229 N. Sheffield Ave. 
Chicago 13, Ill. 


Company’s ‘‘Chemirac’’ felt tip 
marking pen, designed to sell for 
69c, is said by manufacturer to write 
on any surface. Secret formula 
“Chemirac’’ ink flows through chem- 
ically-treated felt tip which can be 
cut or notched to produce different 
effects. Pen cap is celor matched to 
the ink color, and ink refills are sold 
in color matched squeeze-dispenser 
bottle with nozzle tip. (For more in- 
formation circle No. 41 on inquiry 
card or write manufacturer). 


Use INQUIRY CARD (inside Back Cover) or Write Direct to Manufacturers 
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REX-ROTARY M4 


Mimeograph 


REVOLUTIONARY NEW 





is always clean, can never teak. Works 
like a printing press, produces printing 
press quality—yet selis at half the price of 
other electric mimeographs. 







M-4 Electric $2956. + FET 


M-4 Hand $220. + FET 


Printing Press Quality No Dirty Hands 


Automatic inkin 
Accurate Registration . 


3-Minute Color Change Printing Area 8" x 14" 
Automatic Counter 


Electric and Hand Operated 
Guaranteed 1 Year 


BOHN DUPLICATOR CORPORATION 444 4th Ave., New York 16, N. Y. 


Please send complete information on the revolutionary new BDC Rex-Rotary M-4 
Name em ; Company 
Address 


a ae : =— State 
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QUALITY PRODUCTS REQUIRE QUALITY MATERIALS 












Versatile 


ELASTIC VERSILAN 











fine, quality 
office chairs 





..-for their : 
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TOS 3S a Se ea 
HWE LANDERS CORPORATION — 
is _§ TOLEDO, OnIO 
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SAMPLES 
ON REQUEST 





Elastic Versilan in various weights, as upholstery material for chairs, sofas, lounges, booths—any type of furniture. 
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...a comfortable, 


durable, low-priced, 


all purpose office chair 






































It’s wonderfully, almost luxuriously, comfortable. 
That big seat, for instance (it adjusts up and down) 
is 3%" thick and 2%" of those inches are molded 
bonded foam rubber. The pleated posture-curved 
backrest is cushioned with four individual bonded 
foam rubber pads. See what we mean about comfort! 


Of course this latest Sturgis chair swivels on the 
famous Sturgis fiber glass base. Kick it, scuff it, bang 
it all day long—-you’ll never mar that rugged base. 
Wipe it occasionally with a damp cloth if you like 
that’s all the maintenance it will ever need to keep 
it looking like new. 

The 840-G comes in a wide variety of upholsteries 
and colors, alone or in combination. It’s a beauty! 
You should see it—and sit in it—right soon! 


POSTURE CHAIRS 


Manufactured in Sturgis, Michigan and Charleston, South Corolina 
THE STURGIS POSTURE CHAIR COMPANY «+ STURGIS, MICHIGAN 
Generai Sales Offices *« 154 East Erie Street * Chicago 11, Minois 


En 





New Catalogs 
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Ennis Tag & Salesbook Co., 
Ennis, Tex.—has a convenient 
condensed catalog available 
which has been designed for 
use by dealer-salesmen wh 
want a pocket size referenc: 
The catalog is 834 by 3 

inches, yet it features ful! in 
formation and colored illustra 
tions of printed-to-order sales 
books, deposit books, guest 
checks and other company 
products. (Inquiry Card No. 
123) 


B. L. Marble Chair Co., 89 
Willis, Bedford, Ohio—offers « 
multi-colored, 80-page catalog 
prepared especially to spotlight 
a new concept in selling office 
furniture to make the office 
“look alive’. The book al 
contains specifications for more 
than 150 chair styles. (Inquiry 
Card No. 126) 





Northern States Envelope 
Co., 300 E. Fourth St., St 
Paul 1, Minn.—and its a 

sociate Justrite Envelope 
Mfg. Co., Atlanta, Ga., ha 
prepared a new dealers’ net 
cost price list. The No. 59 
price list, 44 pages in 
length, illustrates more thar 
100 standard and specialty 
envelopes as well as_ the 
many other lines manufac 
tured by both firms. (Inquiry 
Card No. 121) 


Central Desk Manufacturing 
Co., 454-456 Armour St., Chi- 
cago 22, IIl.—will send a cat- 
alog to dealers interested in 
the wood desks made by the 
company for the past 75 year 

All models are illustrated. (In- 
quiry Card No. 125) 





Weldon Roberts Rubber Co., 
365 Sixth Ave., Newark 7, 
N.J.—has prepared a full 
color catalog designed to 
give immediate _ identifica 
tion of all erasers in the 
line. Each size and style is 
illustrated in color and ac- 
tual size. Alphabetical and 
numerical indexes help deal- 
ers locate listing and illus- 
tration of each eraser quick- 
ly. Point-of-sale display 
packages are also shown 
(Inquiry Card No. 122) 


Alvin & Co., Windsor, Conn.— 
now offers a fully illustrated 
template catalog which displays 
and describes in detail all types 
of templates manufactured by 
the firm. Tells of ‘‘Special De- 
sign’’ department to help cus- 
tomers with individual custom 
templates. (Inquiry Card No. 
124) 


Smo-King Products, Inc., |] | 
Pioneer St., Brooklyn 31, N.Y. 
—is now mailing its latest ca 
talog and price list covering 
the company’s full line of 
smokers, sand urns, ash trays, 
lamps and desk sets. (Inquiry 
Card No. 128) 


Precision-Posturect Chair Div., 
Precision Metal Workers, 31] 00 
Carroll Ave., Chicago 12, IIl._— 
has a catalog sheet in two 
colors listing specifications and 
illustrations of two chair mod- 
els, No. 377 with tilt back 
mechanism, and No. 300, sec- 
retarial chair without tilt. (In- 
quiry Card No. 127) 








Office Products, Inc., 9920 
Freeland Ave., Detroit 27, 
Mich.—has_ packaged _its 
Kolor Klips’’, plastic ring 
book label holders, in a full- 
color display carton. The 
carton is a compact 6 by 9 
by 3 inches in size, yet it 


holds four dozen “‘’Kolor 
Klips’’, each in individual 
cellophane bags. (Inquiry 


Card No. 102) 





Heyer Corp., 1856 S. Kostner 
Ave., Chicago 23, IIIl.— is cur- 
rently supplying a completely 
new container for its stencil cor- 
rection fluid. The package con- 
sists of a square-shaped bottle 
that is not easily tipped, topped 
by an air-tight screw-on cap that 
features an attached brush ap- 
plicator. A new label was de- 
signed by Jean Otis Reinecke, 
internationally known designer. 
(Inquiry Card No. 101) 
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At Art Metal we believe the greatest asset an office equipment 
manufacturer and its dealers can have is the customer's 
satisfaction. We have found this to be true over the 68 years 
of our experience. 


@ Finest Reputation for Quality Manufacture 





®@ Broadest Range of Lines with Widest Choice of Models 
That is why we leave nothing undone that will add to the 


@ Unequalled Functional Adaptability Are Metal a prc for building the finest quality into office 
furniture and systems—and none but the finest. Functional 


@ Superior Sales and Sales Training Aids design, engineering, assembly and finish. ..all combine to make 
each unit shipped from our factories a showpiece of the 
modern case-making or chair-building art. 


Dealers, visiting our plants, tell us the ‘‘Art Metal way” is a 
revelation in workmanship with steel and aluminum, 
leathers and fabrics... the cae assurance they could desire of 
repeat orders from their customers. Our purpose at 

all times is to justify this enthusiasm...in every respect. 









For 68 years 
the hallmark 
of the finest 
in office 
equipment 
and systems. 





SALES PROMOTION TOOLS 


on Art Metal Product Lines and Art 
Metal Planning Service long acknowledged 
the industry’s best—help Art Metal 
Dealers close more sales, faster 
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SAAS ATER Renee 


In Other Lands 





Notes and News From British Isles 


By S. E. Rhodes tenceshire Press Agency, 
277 Corn Exchange Buildings, Fennel! Street, Manchester 4, England 


Manchester, December 1 

The revolution in retail selling technique was taken a step 
further recently when H. J. Ryman, Ltd., London Stationers, 
opened a new self-service stationery store at 106, New Bond 
Street, London, W. 1. 

The self-service form of retail merchandising has been in 
existence for some time with food stores and supermarkets 
but this was the first venture by a firm specializing in a 
particular commodity, outside these trades, into this new 
field. 

All the most recent ideas on customer service, interior decor, 
presentation of merchandise and stock control have been 
incorporated to make this shop one of the most advanced 
stationers to be found in the country. 

The exterior of the shop is carried out with a green marble 
fascia and surrounds. The doorway is set back and the cus- 
tomer is led to the entrance doors by a channel of white 
tiles. The fascia carries the name “Ryman” in 13-inch Prim- 
rose block capital neon letters. The front is all glass and af- 
fords a complete look-through into the shop. 


Baskets Available for Shoppers 

On entering the shop, customers if they are shopping jor 
small stationery items, are at liberty to take a basket to help 
carry purchases. These baskets are of the latest one-hand 
lift design. 

The customer is led into the shop by a 70-foot display 
which runs practically the entire length of the shop on the 
right hand wall. This display contains a comprehensive range 
of commercial stationery items, of which 5,000 different lines 
are stocked. The center of the shop is divided by two 10-foot 
gondolas also bearing items of commercial stationery. The 
fittings on these displays are the American Vizusell units. 
This shop is the first in Britain to be fitted with these units. 

The back of the shop opens out and contains a Pen Bou- 
tique. This is virtually a shop within a shop and contains one 
of the fullest ranges of fountain pens, propelling pencils and 
ball point pens to be found in London. It is staffed by female 
assistants, specially trained in fountain pen service, who are 
able to give expert advice on nib selection. Money for pur- 
chases made at this department is taken at the Boutique and 
not at the cash desk at the exit. 


Print Order Bay in Center 


In the center of the open space at the back of the shop 
is a print order bay. This is manned by a print order clerk 
specially versed in the taking of print orders. These include 
such things as personal printed notepaper and visiting cards 
as well as all items of printed commercial stationery. 

On the customers’ right, as they move towards the front 
of the shop again, there is a display of personal stationery 
together with a large display of greeting cards. These cards 
are dealt with on a separate stock control system which in- 
sures that none of the current designs runs out. 

Returning through the neck of the shop, the right hand wall 
holds a large range of loose-leaf books and ledgers. 

The most attractive feature of the shop is the office furni- 
ture section. This is on a raised stage 27 feet long by 10 feet 
wide, approached by a short flight of steps. It contains con- 
temporary office furniture in both wood and steel, for use 
in either executive or general offices. A full range of seating 
is also displayed, from the upholstered and hide-covered ex 
ecutive’s chair to numerous makes of typists’ posture chairs. 
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. . self-selection stationery store was opened 
recently in London. The firm making the first move in this 
direction was H. J. Ryman, Ltd. The office supplies section 
is pictured above. 


Britain’s First 


Filing and record card systems are also featured here. 

Along the front of this office furniture stage is a display 
of office equipment containing typewriters, duplicating ma- 
chines, dictating machines, calculating machines and _ inter- 
communication systems. Demonstrations of any of these items 
can be given by the specially trained assistants who are in 
attendance. 

To exit, customers may take one of three routes. If they 
have not made any purchases, there is a free channel to the 
exit door. If purchases have been made, they are either paid 
for in cash at the till channel, where the latest Sweda Speeder 
cash register is installed, or booked to the account, if one is 
held, at the credit account channel. The exit door is at an 
angle to the entrance doors and to the street, to deter cus- 
tomers from entering that way. 


Assistants Available to Help 

The male assistants, who are available to help customers 
where necessary with their purchases, are dressed in semi- 
tailored green overalls with monogrammed pockets, light 
green shirts and dark green ties. The female assistants are 
dressed in a uniform shade of grey in styles to suit themselves 
and wear small ‘Ryman’ lapel badges. 

The interior decor of the shop was designed by George 
Collett, consultant designer, and is contemporary, colorful 
and full of light, enhancing the display of stationery items. 
The floor is the first to be laid with the latest Semtex tiling. 

As soon as New Bond Street has proved itself, all the 
remaining branches in the Ryman chain will be switched 
where practicable to self-service. The Company believes that 
this is the answer to the delays in service which occur only 
too frequently to-day in Stationers’ shops in Britain during the 
peak purchasing hours. 


Representatives of office equipment concerns abroad, 
visiting in the United States, are cordially invited to 
make the offices of this journal their headquarters. The 
staff at the main office, 600 W. Jackson Blvd., Chicago, 
and the staff at the branch headed by G. C. Wheeler 
at 1023 Pershing Square Bldg., Pershing Square, 42nd 
St. and Park Ave., New York, will be happy to be of any 
possible service. While the facilities at New York are 
not so many as at Chicago, there will be found the 


same desire to serve. 
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CARTERS WY 





Kitty says: 
Tie in with this 


LIFE 


advertising, and sell 
your brand of Carter’s 
Silver Tip Ribbons. 








Buccaneer 

Electric 

Golden Arrow matching 
ideal quality 


Midnicht Carbon 
' 

ng Paper, 
Silver Craft too. 


Special Occasion 


Silk 
Stylewriter 


Super Nylon 
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Carter's exclusive 
Silver Tip is the 
cat's meow! 





| 


SALES EXCLUSIVES IN YOUR FAVOR 


*k Only Carter's quality ribbons have the Silver Tip, the cleanest 
way to change ribbons! 

*Only Carter's ribbons have the quality-brand identification 
secretaries see and remember. 

EXTRA SALES IN YOUR POCKET 

* Booming sales built on national advertising in the January 21 
issue of LIFE. 

2k Once they use them, secretaries ask for Carter's Silver Tips again— 
that means repeat sales! 


Everybody sees them, wants them... Carter's Silver Tips for all 
popular typewriters. Check your catalog and order now. 


\AA/ 





Since 1858 specialists in Fine products for Office, School, Home 
and Industry: Carbon Paper; Typewriter Ribbons; Adhesives; 
Stamp Pads and Inks; Duplicator Supplies; Writing, Drawing and 
Indelible Inks; Eradicators; Artist Colors; Marking Devices and Inks. 


THE CARTER'S INK COMPANY, CAMBRIDGE 42, MASSACHUSETTS 
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Guide Otay 


Made to fit the lower deep drawer of all 
standard desks. Using this unit, the desk 
worker aiways has important and vital data 
at the finger tips—always in an upright posi 
tion. Instantly available and instantly re- 
placed. The unit consists of a metal tray 
and 25 Guide-O-folders complete with ad 
justable metal tabs and an assortment of 
inserts for tab headings. 

































































Pat. Pend. 





adds O. 


Now, more than any time during the year, is the time to demonstrate 
and sell Guide-O-folders, for now your customers are file-conscious. 
Those overloaded folders, dog-eared tabs, etc., etc. are mute evidence 
of the need for Guide-O-folders. 

Guide-O-folders eliminate all the vexations of old style filing - for 
they hang. They glide back and forth on steel frames, responding to 
the lightest pressure of the finger tips, When one folder is filled, just 
add another Guide-O-folder. The metal tabs are adjustable to every 
filing position. 

Guide-O-folders are made in 5 sizes: -1- Letter -2- Legal -3- LO- 
FOLDERS for 5 drawer files in 4 drawer height -4- Invoice -5- X-ray 
size for films, artwork, drawings, etc. 

Guide-O-folders will increase speed and accuracy of filing and finding 
in every filing system. 

Your customers cannot afford to be without Guide-O-folders. Usually 
only one demonstration is needed to convince. Now is the time to 
concentrate sales effort on Guide-O-folders. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 


NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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RD TRANSFER FILES 





STEEL FRONT FIBRE 





It’s scarcely credible but it’s so. Many of your customers still tie up 
their semi-active and inactive records, toss them in a storage room to 
be lost, damaged or even forgotten. They still continue this practice 
because no one has called their attention to TRANSFILE files, the 
low cost, modern way to keep all these records safe, orderly and in- 
stantly available. 


Made of fibre board for economy, TRANSFILE files are steel rein- 
forced so that all the weight of the drawers and their contents is 
supported on steel. Drawer movement is surprisingly easy even when 
TRANSFILE files are stacked high and wide with the patented 
Interlock 


With the steel front, TRANSFILE files can be stacked right along- 
side of active files. The De Luxe TRANSFILE file even offers steel 


roller bearing drawer suspension. 


Made in 


yurse and purpose. 
} pur} 


3 styles and 13 sizes, there is a TRANSFILE file for every 


Get your customers to use TRANSFILE files this transfer season. You 
will do them a great service and make a handsome profit. 


GUIDE SYSTEM & SUPPLY CO. 


NEW YORK 13, N. Y 
LOS ANGELES 13, CAL 


335 CANAL STREET 
WEST COAST REPS. - 
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3 STYLES 
13 SIZES 


GUSSCO SALES INC., 337 WINSTON ST 










FILING SUPPLIES 


The GUSSCO LINE of index cards, folders, 
guides, etc. enables you to fill all require- 
ments for every cnndend filing need. Every 
item in the line is of sound quality, de- 
signed to do a better job longer =~ 4 com 
oe nage priced to meet all competition. 

ake sure your stock is ready for transfer 
time. Check and order fill-ins today. When 
you need specials, try GUSSCO for fast, 
dependable service. 
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In Other Lands |... continued 


Steel Furniture Output 


Advances in Germany 


by ARTHUR P. SOWADE 


Advertising manager 
Weis Manufacturing Co. 


As the world becomes smaller, as distances shrink between 
countries, between continents, and between people due to the 
developments in technique and science, industrial nations are 
endeavoring with increasing interest to further their export. 

This not only holds true for Europe but also for the United 
States. It is therefore only natural for us to seek information 
about the situation abroad, either in order to make export 
connections of ovr own or to find new ideas for our produc- 
tion. 

Germany which; after the war has rebuilt her industry 
astonishingly fast has also made remarkable progress in her 
office furniture industry. In looking at this branch of the 
German industry we must not forget that the German pro- 
duction and sales figures are bound to be by far lower than 
the gigantic American one which dwarf the output of ali other 
countries combined. 

Unlike the United States where statistical information can 
be obtained without any particular effort, exact production 
data of the German output cannot be had at all or only with 
extreme difficulty. Thus I can only mention approximate figures 
which, however, are based on reliable information sources of 
the German industry. 


Industry United in Groups 

The German office furniture industry is united in so-called 
“Verbande” (groups) as it is also customary in other branches. 
There are two groups, one of them is the “Hauptverband” of 
the woodworking imdustry which consists of about 62 manu- 
facturers. Companies manufacturing steel furniture belong to 
the “Fachverband fuer Stahlmoebeleinrichtungen”. This group 
also includes firms manufacturing steel cabinets, closets, and 
storage shelfs. Its membership is approximately 50. 

Production and sales figure are only available for 1953. 

They were: 

70,000,000.00 German Mark for office furniture made of 
wood. 

plus 10,000,000.00 German Mark for chairs which are 
counted separately. 

30,000,000.00 German Mark for office furniture made of 
steel. 

The comparison between these two groups clearly shows that 
wood is leading by a wide margin. There are several reasons 
for this trend, the most important ones being the century-old 
tradition of the woodworking industry and the existence of 
numerous highly qualified craftsmen, the traditional prefer- 
ence of many people for high quality wooden furniture and 
many others. 

Until six years ago Germany produced wooden office furni- 
ture almost exclusively. Then in 1950 the production of 
steel furniture began and has since won international recogni- 
tion because of its beauty, its high quality and its modern, 
practical design. 

It is obvious, and it is frankly admitted in Germany that 
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Pohlischroder & Co. . . is one of Germany’s leading producers 
of modern steel office furniture. Production methods are based 
on American example. 


the United States provided the pattern for the production and 
the design of modern office furniture. The dominating position 
of steel furniture in our country encouraged enterprising and 
far-sighted German industrialists to utilize the American ex- 
periences and—based on them—start a production of their 
own. 

An interesting example for far-sighted and calculated plan- 
ning is Heinz Pohlschroeder, co-owner of Pohlschroeder & Co. 
in Dortmund. The company has been in existence for over 
100 years and used to specialize in the manufacture of safes. 
In 1930 Mr. Pohlschroeder made his first trip to the United 
States and was one of the first to start the production of steel 
office furniture on a small scale after he returned. 


War Interrupted Production 

The war interrupted the production, and his factory was 
destroyed, but already in 1946 Pohlschroeder started anew. 
In 1953 he came to the U. S. once more to study the develop- 
ment in this field and found numerous new and stimulating 
ideas. He was able to superimpose the American pattern on the 
German production and to apply his knowledge and experi- 
ence in a way which makes him one of the leading manufac- 
tures in Germany today. 

The sale of office furniture is handled in a somewhat dif- 
ferent manner from here where the major part is sold to 
wholesalers or jobbers who, in turn, sell it to the individual 
dealers. There are two ways of selling in Germany. The man- 
ufacturers of wooden furniture sell most of their products to 
office furniture dealers. There are dealers who carry all brand 
names and those who specialize in one particular brand. 

Some manufacturers of steel furniture do the same thing, 
but the majority of producers are gradually beginning to 
establish sales systems of their own and to sell to the customer 
directly. These manufacturers keep their own sales offices or 
sales representatives in the larger cities. This guarantees that 
the customers are served by trained and experienced sales 
personnel. 


System Proved Very Successful 

The system proved most successful for the promotion of 
steel furniture. For, if a dealer carries both steel and wooden 
furniture, he will tend to choose the least difficult way of sell- 
ing. He will recommend the less expensive wooden desk before 
the higher priced steel desk—something that may seem very 
Strange to us. 

But if the factory has a sales agency of its own which is 
exclusively interested in the sale of its own steel products, the 
consumer is advised so convincingly that he finally buys the 
steel item. This policy of direct sale is one of the decisive 
factors for the wide distribution and the development of steel 
office furniture. 

Today’s Germany generally is still an excellent market for 
quality office furniture. After the industry had largely con- 
centrated on rebuilding plants and means of production, a 
period of re-organization of the offices began. This is a logical 
consequence, for in the end both the factory and the offices 
have to be designed with the greatest possible efficiency. 
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New INVINCIBLE furniture is modular designed for 
* 
A : | ° ITs 
THAT MEAN | | lh lo A ally f 


New square-edge tops offer unlimited 
INVINCIBLE office groupings for you 
to help plan and sell! 





When one sale inevitably leads to another there’s only one way 
your volume can go: UP! That’s the big story of Invincible’s 
modular-designed metal office furniture — with square-edge tops 
available for flush alignment of all units. Profits are as unlimited 
as the Invincible combinations anyone can now custom-plan! 


Added to the popular molded -edge tops, the new square- 
edge units make Invincible one of the most complete lines built! 
And famous Invincible business-erigineered features give your sales 
even more impetus... such as six beautiful and functional finishes, 
remarkably durable tops, quietly gliding drawers, and superb 
steel construction throughout. 


Powerful national advertising support! 
Catalogs, brochures, mats! 


Supplementing Invincible’s already strong promotional program, the news of 
modular-design units is being flashed to all your customers with full-page, 
full-color ads in Newsweek, Business Week, Office Management and Manage- 
ment Methods. Newspaper mats are ready, a special 
new brochure, a colorful full-line catalog . . . for the 
follow-through that makes Invincible advertising yours. 
Write for details today. 






METAL FURNITURE COMPANY @ Manitowoc, Wisconsin 
In Canada: A. R. Davey Company, Lid., Factory Representative 
174 Bedford Road, Toronto $, Canada 
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7. X-1820-1A auxiliary unit (typewriter 
height) with one pair 1819 end panels 

- F-1830 square-edge top 

+ F-6030 PA desk 

F-1860 square-edge top 

1820 auxiliary file unit 

with 1819 end panels 

F-6030 PA desk 

951 secretary posture chair 

- 901 executive chair 

+ 930 side chair 

— fit together perfectly (using #18 and #19 

clamp sets) ... as do any and all Invincible 

square-edge top units for any desired general, 

executive or professional office grouping. 
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Industry Meetings 








NOFA Conducts Officers’ Meet 
at Pasadena; Adopt Area Plan 


Plans for greater membership participation, benefits and re- 
turns from NOFA were made at the officers’ conference in 
Pasadena Calif. recently. At a most fitting time, the 10-year 
anniversary of NOFA, the officers discussed and approved 
plans which will give our association greater stature and im- 
portance. 

Executive Director Gray phrased the spirit of the new pro- 
gram planning in these words: 

“Today, as we review the increasing strength of the Associa- 

tion and its potential, let us plan carefully, but not too con- 

servatively, for little plans fail to attract or move men to 
action. Rather I would strongly recommend that we build 
on our past accomplishments with a firm faith in the future.” 

Outstanding is the new Area Conference Plan made up of 10 
districts which will increase the interest and benefits for those 
in areas where chapters are not feasible. The dealer in the 
small town or isolated area now “belongs” to an area and can 
plan with them and feel he is a part of them with the privilege 
of holding office, serving on committees and associating with 
those who are his contemporaries. 


More Area Conferences 

Of more value to all members is that Area Conferences will 
be presented once or twice a year in different cities of the area 
making it possible for NOFA to provide more comprehensive 
and complete programs of speakers, discussions, films and 
personalities, thereby providing additional benefits for its mem- 
bers. 

President John Mossman said, “we want to do a more ef- 
fective job in reaching every dealer in all communities, large 
and small. We want to make available as part of our member- 
ship service tools for everyone to use so they can do a good 
selling job and make a fair profit without having to resort to 
trading dollars by giving large discounts and eventually closing 
our shop doors.” 

The rotation of cities in an area will bring the conferences 
close to all of the group at some time. Present chapters will 
continue to function and supplement the Area plan. 

The Seminar plan to be given at leading universities is a 
most important step for NOFA. It will provide its membership 
with the highest type instruction on business progress today. 
This service to the office furniture industry will give our mem- 
bers the latest information in business procedures, marketing, 
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Banquet Scene . . . at NOFA Officers’ 
Conference held at Huntington-Sheraton 
Hotel in Pasadena, Calif. 


the national economic picture, distribution, inventory, tax pro- 
cedures and rulings. 

Even further significance and stature will be made available 
to office furniture dealers and salesmen through the Certified 
Office Furniture Salesmen plan outlined by R. P. Adams. 
Under this plan, industrious salesmen who seek perfection in 
their work would be given the opportunity of advanced learn- 
ing in office furniture sales and receive a citation for his ac- 
complishments which will be recognized by the office furniture 
industry. Mr. Adams was requested to work out complete de- 
tails to further this plan, pending final approval at a later date. 

President Mossman talked of the untiring efforts of the as- 
sociation to foster fair competition and eliminate unfair op- 
erators who use half-truths and ambiguous statements to create 
an impression that is not so with the hope of securing business 
on the direct sales basis. 


Freight Program Discussed * 


Don Crawford, freight Consultant representing James L. 
Emerick, talked on NOFA’s freight rate savings program and 
again urged the membership to contact NOFA headquarters 
about their freight shipments. An impending freight rate in- 
crease makes this more important and necessary than ever. 

NOFA’s membership continues to increase, according to the 
report of Membership Committee Chairman Roger Young, 
read by Mr. Gray. An increase of 159 dealers and 26 manu- 
facturers over the last 9 months was reported. 

A letter from Bernard A. Nemlich, Chairman of the NOFA 
Insurance Trustees, was read. His report shows that NOFA 
members now have over 7% million dollars worth of insurance 
coverage. 

The progress of NOFA’s salesmen recruiting program, in 
collaboration with the United States Employment Service, and 
the need for member’s co-operation was explained. The benefits 
to be derived from this program in obtaining better and more 
qualified help for the office furniture dealer, as well as the 
savings such a program will mean, are well worth the endorse- 
ment of our members. 


Report on Code of Ethics 
Frank Booz of Los Angeles reported on the meeting of the 
Member’s Council and the need of a Code of Ethics covering 
the three groups of NOFA members — dealers, manufactur- 
ers and representatives. President Mossman appointed Floyd 
A. Fenn chairman of the Code of Ethics Committee to work 
out such an arrangement and report on his findings at the 
New Orleans meeting. 
The group was brought up to date on the progress being 
made on the NOFA Convention and Exhibit at New Orleans 
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A COMPLETE LINE OF SPIRIT AND STENCIL DUPLICATORS 


Duplicarbo and Dupliroto Duplicators 


are Sold and Serviced by Dealers in 46 Countries 





Duplicarbo Electric 
Model 50 Size 9x17 





Duplicarbo Hand Oper. 
Model 100 Size 13x17 


Dupliroto 





du prints inc. 
1502 S. MAIN ST., LOS ANGELES, CALIF. 
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Duplicarh 
Hand Operated 


Model 50 _ = Size 9x17 


$195.00 
Plus F.E.T. 











HERE’S WHAT TO LOOK 
FOR! 


FLUID CONTROL 
PRESSURE DIAL 
RESET COUNTER 
RAISE AND 
LOWER DEVICE 
ACCURATE REGISTRATION 
PLEXIGLAS MASTER GUIDE 
FULLY GEARED MECHANISM 
ALL DURALUMINUM 
DIE-CAST FRAMES 
ADJUSTABLE PRESSURE ON AUTOMATIC 
FEED FOR VARIOUS WEIGHTS OF 
PAPER AND CARDS. 











Duplicarbo Electric 
Model 100 Size 13x17 





Duplicarbo Hand Oper. 
Model 150 Size 18x20 


The Dupliroto Stencil Duplicators are avail- 
able in both Electric and Hand Models. 


Provides: 


2. Full Ream Feed 
3. Pump Centrolled Inking 


1. Absolute Hairline Registration 





- 
. 


Du Prints Inc. 


Please send compix 


NAME 
FIRM 
ADDRESS 


CITY 


prcceccees 


1502 S. Main St., Los Angeles 15, Calif. 


riptive literature and prices 
on all Duplicarbo Hand and Electric models 
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next March. Mr. Gray told of the enthusiasm being shown 
by the entire office furniture industry for the New Orleans 
meeting. Manufacturers have responded quicker and in greater 
numbers than ever before: 96% of the 227 booths have al- 
ready been reserved by exhibitors. The number of registrations 
by dealers is also at a new all-time high. 

The location for the 1959, 1961 and 1962 conventions were 
reviewed. It was decided to submit the selection of convention 
sites for these years to the manufacturers at the 1957 Con- 
vention Workshop. 

Approval of NOFA’s participation in the Office Moderniza- 
tion program, sponsored by NOFA and nine other trade as- 
sociations, was granted. This is program to be promoted ex- 
tensively to attack obsolescence in office furniture and furnish- 
ings, to be advertised nationally next May by co-operative 
trade associations and prime suppliers to the office furniture 
industry. Kits containing advertising and dealer aids such as 
mats, streamers, stickers, banners and cards will be made avail- 
able to the dealer for $3.50 each to enable them to tie in on 
the overail promotion. 

After the closing Conference, the Southern California Chap- 
ter, under the leadership of Floyd A. Fenn, Vaughn Howard, 
Vern Vallet and Dennis O’Hern, were hosts at a cocktail party 
on the patio of the Huntington-Sheraton. 


St. Petersburg Again Site 
of Fourth District Convention 


The Fabulous Fourth District announces that its convention 
is being held April 25, 26, and 27 at the beautiful Vinoy Park 
Hotel in St. Petersburg, Fla. 

Situated on the beautiful Pinellas Peninsula which juts into 
the Gulf of Mexico like a miniature Florida, St. Petersburg, 
“The Sunshine City”, has 38 miles of palm-fringed shore line 
and is virtually surrounded by blue temperate waters which 





‘ 


. Vinoy Park Hotel in ‘’St. Pete’. 


Convention Site . . 


serve as a natural air conditioner for the entire city. Primarily 
a resort city, St. Petersburg offers recreation and sport for all. 
Twenty-one miles of silver beaches surround the city for those 
who like to swim and sunbath. 

More than 600 varieties of food and game fish have been 
cataloged in the waters in and around St. Petersburg, including 
the mighty silver tarpon, known as the greatest game fish in 
the world. A fleet of boats is maintained for charter for those 
who seek the thrill of deep sea angling. 

The Vinoy Park Hotel has its own golf course just four 
minutes from the hotel. 

Three airlines and two railroads provide excellent service 
to and from St. Petersburg. 

Joe Alvarez, governor of the Fourth District, promises an 
interesting and worthwhile program. He and his committees 
are hard at work to make the 1957 convention of the Fabulous 
Fourth the best yet. 

The District Party and the Southern Travelers Party will 
be the highlights of the convention. 

Reservations are to be made direct to the Vinoy Park 
Hotel, St. Petersburg, Fla. Accommodations will be available 
as early as a week prior to the convention at convention rates 
which are $14.00 per day per person, double occupancy, and 
$18.00 per day, single occupancy. Special low rates are of- 
fered for children. 
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Chicago OMDA Honors 
“Dean”, James P. Ward 


Honoring James P. Ward, Ames Sup- 
ply Company, as the “Dean” of the 
office machine industry, the Chicago 
Office Machine Dealers Association held 
its 7th annual dinner dance on Novem- 
ber 3, 1956, at the Lake Shore Club 
in Chicago. 

Referred to by those in attendance 
as “Jim Ward Night,” the affair was one 
of the largest gatherings of a local ma- 
chine dealers association ever held. Well 
over 300 were in attendance. 

After an outstanding dinner, the floor 
show got under way with introductions by Elmer Beutler, 
president of the Chicago Office Machine Dealers Association. 
Among those of prominence in the machine industry that 
were introduced was Harold Mann, executive secretary of the 
National Office Machine Dealers Association, who traveled 
all the way from his headquarters in Los Angeles for the 
festive occasion. 

Highlight of the evening then took place with the presenta- 
tion of a beautiful bronze plaque to Jim Ward. The inscription 
on the plaque read: “Presented to Jim Ward for his many 
years of meritorious service -- November 3, 1956.” 

Following this presentation, gifts were awarded to the 
wives of officers of the local association followed by the 
presentation of the door prizes and an outstanding floor show. 

Among those present were industry members from all over 
the Midwest, as far east as New York City, and as far west 
as the Pacific Coast states. It was a tremendous tribute to a 
man whose contribution to the industry has been great. 


James P. Ward 





New York Stationers Square Club 
Holds Annual Dinner Dance 


More than 338 members, their wives and guests attended 
the annual dinner dance and entertainment of the Stationers 
Square Club of Greater New York at the Hotel Sheraton- 
Astor on Saturday evening, November 3. 

After an hour of cocktails and sociable good fellowship, 
dinner was served in the North ballroom, Chairman of the 
entertainment committee Fred Steinhilber, Geyer-McAllister 
Publications, extended a hearty welcome. President Edward 
W. Jensen, Noesting Pin Ticket Company, also added a word 
of welcome. 

The chairman next calied upon Milton Stone, Stone-New- 
man Associates, past president, and presented him with a gift 
certificate as a token of the club’s affection and appreciation. 
A fanfare was then heard and announcement was made that 
Mr. and Mrs. Irving M. Levy, Art Steel Company, were cele- 
brating their 35th wedding anniversary. Congratulations and 
generous applause followed. 

Excellent entertainment was presented in the form of 4 
variety of acts featuring talent from stage, screen and tele- 
vision. Good music was provided by Bert Hirsh and his en- 
tertaining orchestra for dancing between courses and for the 
balance of the evening. 

Members of the entertainment committee were: Fred Stein- 
hilber, Geyer-McAllister Publications, chairman; Edward 
Leventhal, Biddle Purchasing Company and Jack Silber, Ad- 
vanco Products, Inc., co-chairmen, Sidney Diamond, Diamond 
Stationery Company, New York City; Harry Fensterheim, 
S. E. & M. Vernon Inc.; Arthur Friedland, Advanco Products 
Inc.; G. Fred Griffiths, Noesting Pin Ticket Company Inc, 
Irving O. Lasner, Goldsmith Brothers, New York City; J. 
Howard Shoemaker Jr., Eberhard Faber Pencil Company; 
Murray and Lewis Weinkrantz, both of Universal Pad and 
Tablet Corporation; Nat Klein, Jaclin Stationery Company, 
New York City and Harry Sills, Commercial Stationery Con 
pany, New York City. 
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This advertisement in 


(ia February 18 and March 2 


WILL SELL MORE ERASERS FOR YOU! 








Illustrated above left to right: #6597 paper-wrapped, #6587 disc, #1207 woodcased. 


a! | /s+A 
Corrections are a snap with JOB-MATED ERASERS* 


It's natural to make mistakes whether typing, drawing, Faber makes a job-mated eraser* for every purpose and 
writing with pencil or ink...on letterheads, carbon tis- every paper. Try one today —at better stores everywhere. 


sues, vellums or literally hundreds of kinds of paper. onve an ] ) ) WILKES-BARRE, PA. 
1849 j TORONTO 
Now, once and for all, you can forget those human errors. [ [ 


Change your mind as often as you like. Because Eberhard Erasers Easily Eliminate Errors 
>. 


*Mated to the paper type and designed for the erasure job Trademarks Reg. U.S. Pat. Off. 


a 





Pink Pearl "100" * Rubkleen “6002" * Ruby “112” © Star Plastic Cleaner * Tear out this advertisement © specify choice of eraser on your company letterhead for free sample 
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Globe-Wernicke was host to a group of dealers and their 
representatives who journeyed to Cincinnati to attend a three- 
day sales school at the company’s executive offices. The pro- 
gram included factory tours, product presentations by members 
of G/W’‘s sales department, and open discussions participated 
in by visiting dealers. Direction of the school was under Elmer 
G. Rahe, G/W vice-president—Sales, and Robert W. Sprott, 
general sales manager. 


Visitors and members of the Globe-Wernicke staff participat- 
ing in the sales school are shown in the accompanying picture 
taken in G/W’‘s executive office display room 


Seated, (left to right): Robert W. Sprott, G/W General sales 
manager; Charles Seligman, Ryan & Williams, Inc., Buffalo, 
N. Y.; Jack Taylor, Didde Office Supply & Printing Co., Em- 
poria, Kan.; Chet Gowdey, W. B. Wood Co., Newark, N. J.; 
R. Herman Hammer, G/W president; Elmer G. Rahe, G/W 
vice-president—sales; Foster Sires, Security Stationery Co., 
Kansas City, Mo.; Eugene Gore, Security Stationery Co., 
Kansas City, Mo.; and Pete Jamerson, Security Stationery Co., 
Kansas City, Mo. 


Standing (left to right): Hal Dearwester, G/W sales depart- 
ment; Don Phillips, G/W systems division; Paul Stanley, G/W 
sales department; Morris Summers, Humphrey Printing Co., 
Kokomo, Ind.; Charles Ihrie, Lehman Book & Stationery, Inc., 
Fort Wayne, Ind.; W. M. Brown, Richmond Stationery Co., 
Richmond, Va.; Tom Maniscalo, Lehman Book & Stationery, 
Inc., Fort Wayne, Ind.; Wayne Protheroe, Siggins Company, 
Kansas City, Mo.; Frank Boyd, State Typewriter Co., Topeka, 
Kan.; William Lynch, Lynch Office Equipment Co., Hammond, 
Ind.; Ralph Stalvey, Fowler’s, Charlotte, N.C.; George Harding, 
Security Stationery Co., Kansas City, Mo.; Al Bobich, Bissell 
Office Equipment Co., Harlan, Ky.; Bob Linehan, G/W sales 
department; Dan Schunck, G/W district representative; and 
William C. Aylward, manager, G/W systems division 
Attending the sales school, but not present when this picture 
was taken, were three members of the sales staff of Bedford 
Supply Co., Bedford, Ind.—Charles Hague, Bob Jackson, and 
Vic Wagner. 
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Festive Scene... 
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New York OMDA Holds 
Dance, Sees Stage Show 


Iwo hundred and seventy-four members of the Office 
Machine Dealers Association of New York and their ladies 
turned out on November 3 for the Association’s 19th annual 
affair held at the Hotel Plaza in New York. 

From the time that the orchestra under the direction of 
Sam Ross struck up the opening number, until many hours 
later when the last of the 45 door prizes were awarded, the 
lrerrace Room was a festive scene. 

Ihe six-course dinner topped with roast prime ribs of beef 
was followed by a stage show featuring outstanding Broadway 
personalities. Headed by Buddy Clayton of the Milton Berle 
and Steve Allen TV shows, the show included acts by The 
Great Barton, a frequent guest on the Ed Sullivan show, and 
the singing team of Lane and Adams. 

Speechmaking was kept to a minimum, invoked only by 
President Sam Stein, Quality Office Equipment Corporation of 
New York, who offered words of welcome and thanked the 
many manufacturers and dealers who had so generously con- 
tributed the door prizes. Charles F. Krause, Jr., counsel to the 
association, and mayor of Weehawken, N. J., introduced 
the past presidents of the New York group, in whose honor 
the affair was being held. 

Nicholas H. Fucci, Samuel Hutter, John A. La Hiff, Harold 
Peck, George Purvin, Irving R. Ritchie and David C. Silver 
were brought up to the stage to accept the accolades of the 
membership. 

President Stein and Harry Ritchie, Addressing Machine & 
Equipment Company, New York, who acted as chairmen of 
the entertainment committee, were praised for having put 
together, with the help of the committeemen, one of the finest 
and most thoroughly enjoyed affairs ever conducted by the 


association. 





oat 19th annual dinner dance of Office Machine Dealers of New York City 
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GF metal business furniture is a GOOD investment 





THE CONVENTIONAL WAY 


At least 4’ of the 2614” clear inside depth 
must be left unoccupied to allow working 
space, reducing filing capacity to 2214" 


26%" PAYLOAD 





THE SUPER-FILER WAY 


Entire 263,” inside depth is usable 
because automatic swing-front drawer 


provides necessary working space. 


MODE-MAKER DESKS @® GOODFORM ALUMINUM CHAIRS 
SUPER-FILER MECHANIZED FILING EQUIPMENT 
GF ADJUSTABLE STEEL SHELVING 
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costs less to buy 


...less to operate 


than any first-grade rigid front file 


In Super-Filer you get, not just a 
filing cabinet, but a better, faster, 
space-saving method of handling 
business records. 


Because of its exclusive swing-front 
drawer and V-angle spread, Super- 
Filer gives you more payload per 
dollar invested than any first-grade 
rigid front file . . . cuts operating 
time in half. 


But that’s just part of the story... 
Super-Filer saves valuable floor 
space, too. Each drawer contains 
18 per cent more usable filing space 
than conventional files. And two 





OS 


5-drawer Super-Filers contain as 
much payload as three 4-drawer 
rigid front files . . . yet stand only 
4%,” higher. That’s why we say 
Super-Filer can pay for itself in 
space saving alone. 


Sounds incredible, doesn’t it? 


Make us prove it! Our representa- 
tive will be happy to show you why 
Super-Filer is first choice of Ameri- 
can business. Telephone your 
nearest GF dealer or branch office, 
or write for descriptive folder. The 
General Fireproofing Company, 
Dept. X-62, Youngstown 1, Ohio. 





Y 


GENERAL 


FIREPROOFING 
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Office Supply Industry Gets 


Slice of New Business—Brown 


There is an economic force of industrial expansion on the 
move in this country that no political victory—and no political 
defeat—can stop. It’s bigger than partisan policy, and it’s not 
going to take ‘No’ for an answer. Now, I’m a pencil man, and 
I’m ready to put that in writing.” 

Thus declared Louis M. Brown, president of the Eberhard 
Faber Pencil Company, in the principal address November 14 
to the “Salute to Marketing” luncheon of the Greater Miami 
Advertising Club. Mr. Brown was guest of honor at the 
luncheon. 

His address was titled, “The Future Has A Southern Ex- 
posure”, and he stressed that the inevitable coming boom was 
certain to have a strong impact on the South, where room for 
growth is great. However, all of America will be vitally af- 
fected, Mr. Brown stated. 

He declared: 

“We must get ready for this fabulous tomorrow. We are 
already inside the gate of the Atomic Age, the Electronic Age, 
and the Air Age. The Age of Communications is a part of our 
everyday lives, and the Age of Automation is opening before 
us. 

“But with all this, the written word will never be obsolete, 
for no matter how you make your plans for the future, those 
plans will be made with the written word. 

“No matter what forms of selling and advertising you will 
use, there must first be that written word. And that word is 
but the visible expression of the human mind. 

“Whether those words are produced by a pencil, an elec- 
tronic typewriter or a mind-reading machine, they are the sym- 
bols of human imagination, ingenuity and enterprise at work. 
These are our most vital traditions, our most durable assets. 

“These will always be our links with yesterday—and tomor- 
row.” 


New York Metropolitan Travelers 
Discuss Trade Show Plans 


The second fall meeting of the Metropolitan Travelers 
Club of New York was held on November 8, in the President 
Tavern, New York City. 

President Milton Stone announced that the following mem- 
bers were recuperating from their recent illness: Arthur 
Burger, Art Steel Company; Ray W. Fritz, Siray Sales Com- 
pany; Ben Klein, Redi-Record Products Company and Irving 
Orans, Alpha Office Supply Company, New York City. 

The following new members were introduced and made 
welcome: Ben Blatt, manufacturers’ representative; Arthur 
Romm, Red Rope Stationery Industries Inc.; Edward J. Healy, 
Wilson Jones Company; Charles F. Shelly, Eberhard Faber 
Pencil Company; Harry Graff and Phil Beyer, both of Ox- 
ford Filing Supply Company, and Edward G. Beren, Eber- 
hard Faber Pencil Company. 

Herbert Grayson gave a report of a recent meeting with 
the Stationers Association of New York. The subject discussed 
at that meeting was a three-day commercial stationery trade 
show to be staged in the New York Trade Show Building in 
the Fall of 1957 and operated jointly with the Metropolitan 
Travelers Club. It is believed such a show will provide an 
excellent opportunity for manufacturers to reach dealers 
along the eastern seaboard who are unable to travel a distance 
to attend other product shows. It is also believed that the 
twc clubs working together would prove to be a most effec- 
tive combination in producing a successful show. 

The proposal was submitted to the club and after consider- 
able discussion, they voted in favor of participation. 

In regard to election of officers, it was decided that the cur- 
rent slate of officers be held over until the NSOEA 13th re- 
gional convention, June 10-11, 1957, so that they will conform 
to the same pattern as other Travelers’ Clubs. 
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Horder Employees Hold Annual 
“Twenty Year Club’’ Dinner 


Horder’s Inc., Chicago stationery and office equipment chain 
held its annual “Twenty Year Club” dinner recently at The 
Palmer House. The club’s membership is made up of em- 
ployees who have served with the company for 20 years 
or more. At present they have nearly 50 members. 

During the festivities, Harlod W. Jacobsen, president of the 
firm, paid special tribute to 83-year-old Harry Shaffer. Mr. 
Shaffer has been with the firm for 67 years. 

Actually, Horder’s, as the company stands today, is only 





Harold W. Jacobson . . . center, president of Horder’s, Inc., 
congratulates Harry Shaffer on being the oldest member of the 
Horder organization. Looking on is Peggy Higgens, outgoing 
president of the employee’s ‘‘Twenty Year Club 


55 years old; but Mr. Shaffer joined the George E. Cole firm 
in 1889 and remained on the staff after Horder’s purchased 
the store. He not only is the oldest member of Hordes, he 
is also the oldest employee age-wise. 

Ihe “Twenty Year Club” has proven quite successful, ac- 
cording to President Jacobsen. It is run by the members them- 
selves, and the management presents each member with a gold 
watch for their help and loyalty. Developing loyalty and co- 
operation is an important factor in running any business swift- 
ly and efficiently he pointed out, and Horder’s is proud of the 
fact that its some 375 employees work toward membership 
in the “Twenty Year Club.” 


Stationers Association of New York, Inc. 
Re-elects Full Slate of Officers 


Meeting for the second fall session at Rosoff’s Restaurant 
on October 29, the Stationers Association of New York, Inc. 
re-elected its entire group of officers. 

Heading the group for the second straight year are Carl 
C. Judkoff, Cantigny Printing and Stationery Corp., president; 
George Reichman, Mooney’s Inc., vice-president; Mannie 
Klein, The Klein-Heimbinder Co., secretary, and Irving Stein- 
holtz, Cantigny Printing and Stationery, treasurer. 

Elected as directors for the first time to serve during the 
coming year were Louis Caracci, The Nor-Wood Co.; Harold 
Hein, Midcity Press, Inc.; Robert Polon, Robel Press, and 
Philip Suchman, S & §S Stationery Co. 

Members at this meeting were seated at round table by 
geographic groups, enabling them to get better acquainted 
with their nearest neighbors and competitors. Each such group 
elected its own chairman, arranged to hold its own meet- 
ings, and agreed to keep in touch with the others through 
the vice-president who acts as liaison officer and chairman of 
the group chairmen. These local gatherings will supplement 
the general meetings. 

The membership voted approval of the annual dinner-dance 
on May 11 at the Hotel Commodore, and discussed the 1957 
lrade Show which will feature strictly commercial stationery 
and office supply lines to attract dealers throughout the eastern 
part of the country. 
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Proof is in— 
EATON’S QUICK-SERVICE PROGRAM 


increases business and social papers volume 


Eaton’s Quick-Service merchandising program 
is one that every store aiming to improve turn- 
over, volume and profits in selling business and 
social papers should investigate. Eaton’s Quick- 
Service fixturing plan (based on flexible display 
units) has the answer to just about every selling 


problem: permits stores to display items they 





WS-1—Eaton’s Quick-Service Wall Case* shown with 
combination display of Berkshire Typewriter Paper packets 
and tablets with matching reams and envelopes. Holds 
merchandise with retail value of up to $750. 


EATON PAPER CORPOR! 


formerly could only keep in reserve, gets more 
wanted Eaton merchandise on a self-selling basis, 
produces more sales per salesperson and per 
square foot of floor space. These benefits have 
been realized in many different types of stores 
now using Eaton’s Quick-Service fixturing plan. 


Your special needs can be satisfied, too! 


4 EATON'S fiw les prupera 









AS-1—Eaton’s Quick-Service Arc Segment* shown as 
used by many stores for Eaton’s Social Letter Papers and 
Notes. Holds merchandise with retail value of up to $300, 
Can also be used for Berkshire Typewriter Papers. 


* Eaton's Quick-Service Merchandising Program and fixtures 
developed in cooperation with Henry Berry Associates. 


makers of 


Berkshire Typewriter Papers 


PiTy TY &#%3.84 8 
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REVOLVING, TILTING, ARMLESS — SWIVEL 


CHECK THESE FEATURES 


Natural satin brushed aluminum finish on the frame. 
Genuine foam rubber cushioning throughout. 
Gracefully styled. 


Upholstering is available in a wide variety of materials and : | 


Beauty 
colors. : ' 


’ Comfort @ Materials can be furnished in any desired combination. r 
eit for @ A beautiful product by expert craftsmen. 
Economy SPECIFICATIONS 











$-200 : 

ID TRA s 6 vc v0 we ow iwes we ee wens 800.00 vents 33%" to 36.” : 
D bili Re NIN £6 bids s.o-sla bao eaeute ws ehast os wwe Galeetan 17” to 20” Nat 
urabDill INNES ssn Svante mene Wales deees scckebieeeecaned 19” : q 

\ ANE: < 7% 5.4 « hateheewe Rolewa Fs aad cuiblaiielda Wicd oe 18” i 
I 8 as Sah ac akin ok Etavel ave ‘te ok a ahaa lain piel & Wake 2 : ‘ 
\ EN oe oe ee Ne ha na ohh 3 aw i WekwSwe aa 181” : IM 

RS oe a ia hina bn aia S Sua eM > & We We S 0.0'o ee Sle we 26” : 

oe Re ne te re ds wig oo « Se abe ales 341, Ibs. : 
Ce TRE, oo cece scarce ti escoseccensctésconsses 42 Ibs. N 
zi 
C 
e ; . . pe 
America’s Standard of Business Seating b 
DISTRIBUTORS be 

a4 METROPOLITAN N. Y. & EXPORT DISTRIBUTOR 
A LU M N U M S EATI N G alia AETNA SAFE CO.. 46 W. 29th St.. N. Y. 
Ota F647 EAS.£RN PA. DISTRIBUTOR 
: = SAFE & EQUIPMENT WHOLESALERS, 260 S. Fifth St.. Philadelphia 6, Pa. 
17 S. CHERRY STREET AKRON 8,OHIO WEST COAST DISTRIBUTOR 
WHOLESALE OFFICE EQUIPMENT CO., 81 Minna St., San Francisco, Calis. 
WAREHOUSES: Los Angeles, San Francisco, Seattle 
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SELL THE LINE THAT SELLS FOR YOU 


UCCESS... “a= 


PRESTIGE LINE — 


OF DESK CALENDARS 


= < _ 
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No. 17 is a 
deluxe, book 
style calendar 

with lefthand page 
for recording half- 
hourly appointments 
from 8:00 A.M. to 5:30 
P.M. Styrene bases in wal- 
nut or metallic gray or metal 
with bronze lacquer finish. 


No wonder SUCCESS desk calendars sell so well... 
Look at the selling help SUCCESS gives you: 





Envelope Enclosures: A yearly calendar, A little pocket calendar included with 
with your imprint at the top, keeps your every refill pad. A constant reminder of 
name before your customers all yearlong. Success Calendars. 





[Nation's Business 









TAGEMENT 











MAN . 
ee METHODS — : soRtmens vF 
MODERN OFFICE proceourrs) iy ov A comes ESE CALENDARS 
National advertising in leading maga- Benutiful store displays, window stream- 
zines. It's good business to sell Success ers and calendar charts dress up your 
Calendars . . . more profit, too, because showroom, tell customers that here is the 
people ask for Success by name, come place to buy the SUCCESS Desk Cal- 
back to your store year after year. Don’t endars they have been reading about in 
be satisfied with ordinary calendars. national magazines. 
ws ne oe. — 
rs COLUMBIAN 7 WORKS, INC. "heater on 
ait Styles Available. 


2300 WEST CORNELL STREET © MILWAUKEE 9, WISCONSIN 


1/57, OA-1/57 81 











New York OMDA Sees 
New Electric Portables 


The Office Machine Dealers of New York received a full 
report on the new Smith-Corona electric portable at the 
monthly meeting held Nov. 13, at the Advertising Club of 
New York. 

George Burns, Smith-Corona regional sales manager, and 
Bob Galland, sales manager, dealer sales division, New York 
City, unveiled many of the heretofore undisclosed features 
of the new machine and discussed its potential markets. 

The members learned that the machine was five years in 
the making and one of the best kept secrets in the industry. 
Mr. Burns confided that he didn’t know of its existence until 
a formal announcement was made to the press. 

Mr. Galland pointed out that the portable will be in full 
production early next year and that it will retail at a price 
under $200. It will be available in four colors. 

The full line of Smith-Corona machines, including the 
new 10-key adding machine, were also shown to the dealers. 

President Sam Stein, Quality Office Machine Co., thanked 
the Smith-Corona representatives on behalf of the organiza- 
tion for the presentation. 

During the regular business session, Nicholas H. Fucci, 
American Typewriter Co., chairman of the nominating com- 
mittee, reported that his committee had decided to offer in 
nomination for next year the same slate of officers “who have 
done such an outstanding job in 1956.” The election is 
scheduled for December. 


Presidents Honored at Dinner 
of Jewish Philanthropies 


The otationers Division of the Federation of Jewish Philan- 
thropies sponsored a “president’ dinner” on November 13 
at the St. Moritz Hotel. Honored were these five presidents 
of stationers’ organizations in the Metropolitation area: 

Edward W. Jensen, Noesting Pin Ticket Company, Sta- 
tioners Square Club; Carl Judkoff, Cantigny Printing & Sta- 
tionery Company, Inc., governor District 13 NSOEA and pres- 
ident Stationers Association of New York; Julius M. Kahn, 
David Kahn, Inc., Stationers Golf Association; Milton Stone, 
Stone-Newman Associates, Metropolitan Travelers Club; and 
Harry Sills, Commercial Stationery Company, New York City, 
Stationers 12:30 Club. 

Henry Levy, Silver Stationery Company, Inc., chairman, 
described the impact that these organizations have on the 
hearts and minds of the individual members of their associa- 
tions and explained that it was for this reason that the presi- 
dents were thus singled out. 

Milton Goldman, speaker of the evening, pointed out that 
the 1956-57 campaign of the Federation of Jewish Philan- 
thropies is seeking $18,100,000 to maintain a network of 116 
hospitals, child care and family agencies, homes for the aged, 
community centers and camps annually serving more than 
620,000 New Yorkers of all races and creeds. 

Serving with Mr. Levy were Irving McKinley Levy, honor- 
ary chairman, and E. F. Dooley, Sig Engelberg, Henry Hirsch, 
Nathan Klein, William I. Lampel, J. S. Libien, William 
Lowenthal, Frank May, Martin Moldow, Irving Orans, Arthur 
M. Rogers, Al Seidman, Richard Shapiro, J. Howard Shoe- 
maker, Jr., and Fred Steinhilbe 


College Bookstore Managers Organize 

At a meeting of college bookstore managers, held recently 
at Central State College, Edmond, Okla., the Oklahoma Asso- 
ciation of College-Owned Stores was organized. 

Officers were elected as follows: 

President, George Harris, of East Central State College, 
Ada; vice-president and treasurer, Jim Bayes, of Southeastern 
State College, Durant; and secretary, Mary Ann Shaw, of 
Oklahoma Baptist University, Shawnee.—EVH 7 
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‘United Nations’’ Gather in Norway 
At Regnea Conference 


Bergen, Norway, the home of Regna cash registers and 
adding machines, was recently turned into a “United Nations” 
meeting. Flags of 22 nations were flying atop the Jergen §, 
Lien factory, honoring visitors from the countries of Europe, 
North and South America, and North and South Africa. 

rhis Biennial Sales Congress, inaugurated six years ago, 


JOL! ADWEL REGHA 
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The Home... 





of Regna in Bergen, Norway. 


was this year attended by 270 agents, salesmen and dealers. 
[he entire trip with all expenses paid, was awarded to those 
making the sales quota established for the particular territory, 
Attending from the United States were Raymond Packer of a 
Springfield, Mass.; Eric Wahlquist, Chicago; Mark Seaman, ER COL 
Portland, Ore.; Gerald Spencer, Detroit, Mich.; Rudolph 
Warns, New York City; R. E. Day, Staunton, Va.; Sverre 
Klepp, White Plains, N. Y. Many took their wives to share the 
experience. 
It took two trips to cover the greatly expanded factory wit 
the newest automation machinery, precision devices, enlarge 
engineering and research laboratories and a spacious cafeteri 
serving lunches to 500 employees. 
An eight-hour cruise through the Fjords of Norway was on¢ 
of the unforgettable experiences. The founder and presiden 
Jorgen S. Lien, presided throughout the daily meetings. 
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Pennsylvania-New Jersey-Delaware OMDA 
Elect Officers and Directors 
Officers and directors for 1957 were elected at the Novem 
ber 5, meeting of the Office Machine Dealers Association of 2810 $% 
Pennsylvania, New Jersey and Delaware. 
C. C. Savery, Jr., Typewriter Maintenance Co., Philadelphia 
Pa., was elected president, with Burd H. Armor, Willo¥ ug 
Grove, Pa., vice-president; J. S. Gladney, Dictating Maching TENC 
Service Co., Philadelphia, Pa., secretary and A. E. Becket = gene 
Becker’s Typewriter Service, Audubon, N. J., treasurer. i 
F:x-officio members of the board of directors include Edgation. Adj 
Noll, Noll Business Machines Co., Philadelphia; Herbert Gi height, + 
Toussaint, Central Duplicator & Typewriter Co., Camdenitasters. S. 
N. J.; Edward Pfitzenmaier, Suburban Typewriter Co., Ard * 13%” 
more, Pa., and H. E. Steinke, Upper Darby, Pa. 2815 $2' 
Elected for a two-year term on the board were Myer ] 
Bernstein, Bernstein Typewriter Co., Philadelphia; Georg 
Headley, Office Appliance Co., Philadelphia; A. J. Felice 
Felice Office Equipment Co., Camden, N. J.; Fred Wash 
bourn, Remington Rand, Inc., Philadelphia, and Alvin Spaide 
Philadelphia. 
Serving one year terms are Ralph Rancolini, Amers Supply 
Co., Chester, Pa.; J. Paul Valentine, Delaware County Typé 
writer & Supply Co.; Thurston DeGroff, Olympia Typewri 
Co., and Noel G. Grover, Grove Iypewriter Service, Upp 
Darby, Pa 
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COLE’S New ... improved 


FULL SUSPENSION FILE 


No. 204 $46°° OLIVE GREEN OR COLE GRAY* 


No other file at this low price has this really full suspen- 
sion. 25% more filing capacity. The last folders in these 
files are as accessible as the first. Smooth gliding draw- 
ers, spring compressors and guide rods. 


FOUR DRAWEP. LETTER SIZE 
1434” wide, 524” high, 2658" deep. 
No. 204 $46.50 


LEGAL SIZE 1734" wide, 52'4" high, 
265%" deep No. 504 $54.95 


Plunger type lock that automatically 
locks all drawers $9.00 additional. 


TWO DRAWER 
LETTER SIZE 

Desk High, 14%" w. 
24” d. No. 202 $34.50 
LEGAL SIZE...17%4" w. 


No. 502 $38.95 
Lock that locks both 
drawers $4.95 additional. 

















THREE DRAWER 


SAVE VALUABLE 











LETTER SIZE FLOOR SPACE > 
1434” w, 40” h, 2656” d. Use + ag a files 
il : he 
No. 203 $43.95 feues fe pene 
LEGAL SIZE 17% wide. and save 25% of 
No. 503 $51.50 your office space. 


Piunger type lock that 
automatically locks ail 


FIVE DRAWER 








» those drawers $9.00 additional. LETTER SIZE .. 1434” w, 60” h, 
rritory 26%" d. No. 205 $59.95 
ker Gen SMISES: Olive Groon or Gray. LEGAL SIZE. . . No. 505 $69.50 
é nad BER COLORS: Above files are available in the new, popular shades piunger type lock that automatically 
or ‘ Mist Green and Desert Sand at $9.00 additional. locks all drawers $10.00 additional. 
udoipn 
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. ‘hint STENO” Chair 
“rag Ices office fatigue. 
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vl Hed foam rubber 
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rbert Ct height, top bear 
Camdenasters. Seat size: 


Ard’ x 13%” x 2”. 
2815 $29.95 
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“SECRETARY” Chair 


Eliminates fatigue 
and corrects im- 
proper posture. Five 
way adjustment. All 
nylon bearings. Thick 
foam rubber uphol- 
stered with DuPont’s 
famous ‘Fabrilite.” 
Brushed aluminum 
frame 
lrawn base equipped 
with kick plates. Seat 
1634 x 14” x 23%". 





me 





One piece™ 


“EXECUTIVE” Arm Chair 


Colorful, impressive, the last word 
in beauty. Brushed aluminum, satin 
smooth frame and 
base. Tilt seat with ad- 
justable height. Smooth 
rolling ball-bearing 
casters. Seat size, 
19¥o" x 1740" x 2%". 
No. 2550 $79.50 


Junior “Executive 
Same as above but 
made entirely of steel 
instead of aluminum. 
Smartly covered with 
DuPont's “Fabrilite’’. 
(4 colors only): Brown, y. 
Green, Gray and Wine. 


No. 2825 $59.95 o 


“a 


Nos. 2810 and 2550 chairs are available in the following 
colors: Granite Gray...Oak Leaf Green...Wine...Saddle Tan 
Brown...Terra Cotta...Sapphire Blue...Coral...Apple Green 
Russet 

Nos. 2815 and 2825 chairs are available upholstered in 
Brown, Green, Gray and Wine. 


SEND 


CANADA 
















































































STEEL BLUEPRINT CABINETS 


Provides protection for blueprints, art work, 
engravings, maps, etc. Drawers glide 
smoothly and quietly at a mere touch. Rear 
hood protects contents. Green or Cole gray. 
5 DRAWER UNITS 
Inside Drawer Outside Cabinet 

No. W. H. OD. W. H. D. Price 
4030 37° 2y," 25” 40%,” 153," 28%” $94.00 
30-B Base for above cabinet, 7'/)" high.......... 16.50 
4332 43° 2Y," 32° 46%” 15%," 354%” 117.50 
433-B Base for above cabinet, 7'/,” high 17.50 
$038 50° 2Y,” 38” 53%” 15%,” 41%” 145.00 
538-B Base for above cabinet, 7,” high......... 21.00 


_11 DRAWER UNIT 
2526 2734" 2,” 253/,”" 294," 40” 


Safeguard 


your VALUABLES 
and VITAL PAPERS 


A dial lock secret vault, 
(only you know the 
combination). Plus 
three full suspension 
letter files. Heavy steel. 
1434" w, 524" h, 2658” 
d. Green or gray. 

No. 2004D $69.75 


With add‘!. plunger lock 
that locks all drawers, No. 2004DL 





265,” 89.00 





$79.75 





SAFETY 
CABINETS 
with lock 


Supplies stay 
neat and 
orderly. 





Prevents 


petty 
pilferage. 


Adjustable 
shelves. 





No. 349L Green or Gray 
f° BW. & Price 
200 144," 29," 24”  — desk height .......$24.00 
800 30° 40° 265%” counter height ... $9.00 
349L 301," 374," 17” low counter hgt. 45.00 


-ATALOG 


COUK 


COLE street equipMeENT CO., INC. 


NEW YORK 415 MADISON AVENUE ° 






No. 1631 


144° 


r NEW 


Same as the desk illustrated on the left but with only the two letter size draw 
ers (no drawers above knee space), deduct $30.00. Add ““N” to item number. 
Above desk, typewriter desk height (no drawers above knee space) deduct 
Si $30.00 from Nos. 1631 or 1632. Add “TW 
COLORS: Mist Green, Olive Green, Desert Sand or Cole Gray. 


TWO DESKS 
in the space of ONE 


Solves the office space problem. Enables two people 
to work comfortably where only one person worked 
before. Doubles present floor space. Has two letter 
size suspension files plus two knee space drawers with 


ock and key. Aluminum trimmed linoleum top. 


No. Wide High Deep Price 
1631 58’ 29” 2656” $144.00 
1632 6342" 29” 2658’ 149.50 


to item number. 








9) 
“ALL-PURPOSE” Stand — For home or office. Idea 
for student in the family. Drawer for supplies, shelf for 


books. Opens up to 39” x 17”, typewriter desk height. 
Heavy gauge steel. Olive Green or Gray. No. 759 $11.95 





$39.95 , 
“POSTURE” Chair No. 2810 y 


Brushed aluminum. Five way adjustment. Foam rubber cov- 
ered with Du Pont’s “Fabrilite.” Steel base $39.95 
Green, Gray, Brown or Wine. 











No. 1621 $9450 


SPACE SAVING DESK 


Three letter files with spring compressors, two double card 
drawers for 3 x 5 or 4 x 6 cards (7200 cap 

ient arm rest. Heavy steel, desk height, 54': 
deep. Mist Green, Olive Green, Desert Sand 


plus a conven 
wide, 2512 
Cole Gray. 





SAFE-TYPE 
STORAGE CABINET 
This full size cabinet is 
a fine office addition. 
Dustproof, made of 
heavy gauge steel. Pro- 
tected by strong doors 
with a two way lock- 
ing device controlled 
by a paracentric lock. 
76” high, 36” wide, 
1812’ deep. Olive 
Green or Cole Gray. 
No. 76 $59.95 


SLIDING DOOR 

CABINET 

Same as above but 

with sliding doors. 

For use in close quar- 

ters. No swinging doors 

to block aisles. 

76” h, 36” w, 1934” d. 
No. 7636 $62.50 

As above with lock, No. 7636L $69.00 

Additional shelves for the above cabinets $4.25 each. 








No. 756 


$3850 


SALESMAN’S DESK 


Ideal for salesmen or students or where space is scarce 
Four big drawers, arm rest, private compartment under 
lock and key. 40” wide, 18’ deep, 30” high. Olive green 
or Cole gray baked enomel finish. 
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The “‘PRESIDENT’S” File 


Four full suspension letter 4 
two drawers for 3 x 5 or 

cards (6400 capacity) used fom 

tracts or cancelled checks. Pj 
secret vault with 4” dial lockByw 4 
bly protected by extra outer @é" 87" 


under lock and key. Heavy @6 87° 
32%” wide, 3712” high, 19° @6 87" 
Olive Green or Cole Gray. B%; 4% 

No. 475 $6 Ss 


The ‘“‘MERCHANT’S” F 
2 letter files, drawer for 3 
4 x 6 cards (3200 cap.) pl 
cret vault and storage spa 
protected by an outer door 
lock and key. 302” w, 
17” d. Mist Green, Olive 
Desert Sand or Cole Gray. 


No. 1370 


ce 
wer into 


33 65¢ 5 
which w 


LOCK: With plunger-type | 
No. 1370PL 
Above cabinets availab™’————— 
Grained Walnut, Mahog 
Knotty Pine finishes $15.00 


all drawers 















No. 1700 $135 


‘or e 99 
(c 00ultwe LINE OF 


These beautiful desks of tomorrow 


COLE’S 


grade linoleum attractively trimmed 
No. 


1700—1 letter drawer, 4 box drawers (55” 
1701—2 letter drawers, 2 box drawers (55 
1702—1 letter c:awer, 4 box drawers (55’ 
1703—2 letter drawers, 2 box drawers (55 


= 


pearance of your office. Styled by foremost craftsmen to m 
most discriminating taste. They create an atmosphere th 
increase your prestige with clients and employees. Ru 
constructed of heavy furniture steel. 


=> “&No. 1707—1 letter drawer, 1 
rm Fb No. 1708—Three box drawers (4134x24’ 
cc q STANDARD COLORS: 
E } J Desert Sand, Mist Green, Olive Green or Cole Gray baked @er-type lo 










MODERN OFFICE 


will greatly improve f 


Beautifully covered w 
with a fine aluminum 


x24") 
x24’) 
x28"’) 
x28’) 







er files, 3 


a4 “ sec 
box drawer (4134’x24’’) ret vau 


cabinet \ 


1878 


COLE steet equipMENT Co., INC. 





Cole’s “MODERN” File 

A filing cabinet, storage 
cabinet and secret vault all 
in one. 3 full suspension 
letter files and 2 drawers 
for 3x5 or 4x6 cards (6400 
cap.) also for leases, con- 
tracts or cancelled checks. 
Plus 3 storage compart- 


; (les steet 


ELVING UNITS 


y steel, 50% more 
city than standard 
, yet costs less than 
4 Adjustab e shelves on 
nters; can be raised or 




















<d, or shelves added ments under lock and key. 
nor grey 30%” w, 51%” h, 17” d. 
=r : Heavy steel, green or Cole 
a f gray No. 991 $82.95 
J LETTER SIZE—as above but 
Tr | with a fourth letter file re- 
= _t placing the two index card 
l + I } drawers No. 990 $79.95 
1 x 1 Zz} LEGAL SIZE—Same as No. 
** Filer Hh 4 990 but with legal size in- 
e - = stead of letter size drawers, 
tter f &—2-No. 7512 Units $48.35 - 33%” w, 51%” h, 17” d. 
5 or SHELVING UNITS (CLOSED) 3.N . No. 1090 $85.00 
used fo Compart 0. 8712 Units Above with pl -t lock 
, $113.85 At a age 
ecks. F ments in —PRICE PER UNIT—. Add’! that automatically locks all drawers . . . $11.00 add'l. 
lial lockiy 4 D. Ea. Unit 1 Unit 3Units 6 Units Shelves 


outers” 87" 12” Six $38.95 $37.95 $36.95 $3.25 ea. 
Heavy Be” 87” 18° Five 45.20 44.20 43.20 4.25 ea 
“a 
Four 





19° B6 87 24 56.50 55.50 54.50 4.95 ea 
Gre /, 49% 25.50 25.40 25.00 2.95 ea 


475 $6 SHELVING UNITS (OPEN) 
Shelves 
n PRICE PER UNIT—. Add! 
4 D. Ea. Unit 1 Unit 3Units 6Units Shelves 
75 (12 Six $24.65 $23.65 $21.60 $2.95 ea 
75 «(18 Six 27.75 26.45 24.65 3.50 ea. 
Six 32.95 31.55 30.50 4.95 ea. 


les 
SPACE SAVING DESKS 


For use where space is at a pre- 
mium. Has two full suspension letter 
file drawers. Sturdily constructed of 
heavy gauge steel with beautiful 
aluminum trimmed linoleum top. 











- 33 DRAWER These desks are available in Mist 
re) CABINET Green, Olive Green, Desert Sand 
- 360 Compart- $6500 or Cole Gray. 
= oo Sr rs SIX SPACE SAVI 1 
- a Pays for itself in SAVING SIZES . 
we - safe-guarding No. Wide High Deep Price 
“ - tools, catalogs, 1721 34” 29” 19%" $65.00 
Lad printed matter, ae 1721-A 34” 29” 2658" 72.50 
= etc. Inside draw- SAll desks are avail- 1721-8 40% 29% 19%" 69.00 
= er: 856” w, 234” abie with these double 1721-C 40” 29” 2656" 74.95 
- h, 12" d. Cabi- card drawers plus an 1721-D 58” 29” 19%" 74.95 
se net size: 30%” arm rest replacing the 1721 58” 29% 26%” 82.45 
P| 4. + 2" h, = re top letter size drawer Above desks with legal instead of letter size drawers, add $4.45 
: eavy steel, 


at $12.00 add‘l. Add 


“X” to item number. 












green or gray. 


No. 3312$39.95 





»r door ST 
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3 = 
Olive APER PARTITIONS \ Above with 2 ad 
Gray label holders on them, adjust- gene 4 yaaa ' 
heed m in eac drawer 
1370 $f on | centers. 1 set divides making 99 com ‘As "DESK ’n FILE”’ 
“Swer into 3 compartments partments 
type loo? O5¢ per set (two to a set No.3312D $49.95 A retractable desk ...a safe for val- 
ype lo bl 
370PL giK which will lock all 33 drawers, No. 27K $10.00 vables .. « drawers for checks . .. 
files for letters . . . shelves for books 
i1vailab 


and drawers for index cards. A com- 
plete steel office all protected by two 
THE doors under extra lock and key. 
“EXECUTIVE” 32%" wide, 60” high, 19” deep. 


FILE $ 00 
No. 1093 110 GREEN OR GRAY 
3012” wide 
372" high 
SPECIFICATIONS Inside Dimensions 
17” deep Wide High Deep 
COLORS: Top Vault 16 8 16" 
Mi Shallow Drawers 13% 2 16 
ist Green, = P 
. . Card Drawers 64%" 412" 16 
Olive Green, 


Check Drawers 1212" 414” 16” 


D t 
woort Sand, Letter Drawers 1212 10%” 16’ 


Cole Gray. 


Grained Walnut, Blonde Oak, 
No. 1478 $62.75 Mahogany or Knotty Pine 


$ itional. 
Wer files, 2 drawers for 3x5 or 4x6 cards (6400 $15.00 additiona 


> secret vault and storage space under lock and key. 


4 ; All your important papers —> 
a with legal instead of letter size drawers, at your fingertips. The retractable / 
fom $69.95 desk glides in and out by 
baked @Ber-type lock that locks all drawers, $7.50 add'l. on roller bearings. 
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NEW YORK: 415 Madison Ave., New York 17, N. Y. 

















ight way transfer to Prontc 


Records thrown on shelves are Records in Prontos can be located Save money, transfer into low cost Prontos 
hard to find, collect dust and ina jiffy . ° . Stay neat and orderly and use your expensive cabinets over again. 
take up 50% more room Doubles your filing space. 
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SANITARY BASES 250 
for all size files 537° pan 
Stoc 
B 
chai 
tion 
as { 
N 

oo = the 

... for less active files the 
; pro’ 
There is a size made for every office record. These Pronto files T 
are sturdily built of 275-lb. test fibre board, reinforced with exce 
FOLLOW steel on the shell and the four corners of the drawers as well. 7.) 
. : ‘ writ 
BLOCKS They cost no more than ordinary files! Can be interlocked into a i 
95¢ ADvITIONAL solid units and stacked to the ceiling. Beautiful in appearance, fact 

Made for any size file ? 7 ’ ‘ cr: 
finished in olive green to match your regular office files. Will ay 
. . om 
LETTER SIZE $3 70 last a lifetime. 

LEGAL size 9455 Na 
A 
nam 
CHECK size $25° hibit 
Prices slightly higher in Texa 
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PRONTO FILE CORPORATION 415 Madison Ave.,N. Y. 17,N. Y. 


CANADA: COLE STEEL INTERNATIONAL, LTD. @ 329 DUFFERIN ST., TORONTO, ONTARIO 
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A Warm Handshake 
oldest corporations in America. The principals are Earl L. 
Curtis (left), president of American Crayon Co., and Frank 
G. Atkinson, president of Joseph Dixon Crucible Co. 


marks the merger of two of the 


Joseph Dixon Crucible, 
American Crayon to Merge 


A merger of two of the nation’s oldest corporations, the 
129-year-old Joseph Dixon Crucible Company, Jersey City, 
N. J., and the 121-year-old American Crayon Company, 
Sandusky, Ohio, has been proposed according to a joint an- 
nouncement made today by Frank G. Atkinson, Dixon presi- 
dent, and Earl L. Curtis, American Crayon president. 

The proposal, which has been approved by the boards of 
directors of both companies, is subject to ratification by stock- 
holders and will be presented to them as soon as details are 
completed. Under the terms of the proposed merger, Dixon 
will acquire the assets of the American Crayon Company 
through an exchange of capital stock. 

Dixon has no outstanding capital obligation other than 
250,000 shares of common stock. The American Crayon Com- 
pany has outstanding 2,480 shares of 6% $100 par preferred 
stock and 62,500 shares of common. stock. 


Both companies will continue their operations without 
change of personnel or policy. Headquarters and plant opera- 
tions, as well as sales staffs, will be maintained separately, 
as at present. 

Major advantages of the proposed merger, as outlined by 
the joint statement, lies particularly in intensified activity in 
the development of new products, research for quality im- 
provement and improved marketing aids. 

Together, the companies will provide virtually every product 
except pens needed for freehand writing, drawing, painting 
or marking of any kind. Dixon makes a complete line of 
writing, drawing and color pencils, and rubber erasers, as well 
as other industrial produce, while American Crayon manu- 
factures almost the entire range of chalks, wax and industrial 
crayons, paints for artists and schools, and educational and 
home handicraft materials. 


Name Replogle, Heck Convention Heads 

Arthur S. Replogle of Replogle Globes, Inc., has been 
named chairman of the NSOEA annual convention and ex 
hibit September 28—October 2, 1957. 

Assisting him as co-chairman will be Robert W. Heck of 
Eaton Paper Corporation. 
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Wholesale Stationers 
Set Up 7 Divisions 


After several years of study and discussion, the Wholesale 
Stationers’ Association of U.S.A. announces the formation of 
seven merchandising divisions within the organization’s mem- 
bership. 

“We have long recognized that there are separate and dis- 
tinct problems affecting each of the major classifications in 
our industry, in many instances completely dissimilar. 

“We are determined to make substantial progress in solving 
these problems. Through these divisions, we are confident 
that we can accomplish important services to all members,” 
announces President Harold W. Jacobsen and the new secre- 
tary-treasurer Donald S. Frey. 

The seven divisions are: 

CSW—Commercial stationery wholesalers divison. 

SSW—School supply and social stationery wholesalers di- 
vision. 

GSW—General merchandise and sundry line wholesalers 
division. 

CSM—Commercial product manufacturers division. 

SSGM—School supply, social stationery general and sundry 
line manufacturers’ division. 

WS—wWholesalers salesmen division. 

MSR—Manufacturers’ sales representative division. 

The new organization chart calls for this setup: 

The board of control—maximum of 35 member firms, 
wholesalers and manufacturers, elected at annual meeting of 
membership. 

Officers—All elected by the board of control from the 
board membership. They include president (a wholesaler); 
first vice-president (a wholesaler); vice-president (representing 
National Toy Wholesalers Division); seven vice-presidents 
(each the national chairman of one of the merchandising 
divisions). 

Chairman of the board—elected by board of control from 
the board’s membership. 

Executive committee—1l1 members meeting at least four 
times a year and consisting of the seven national chairmen 
of merchandising divisions together with four members of 
the board appointed by the chairman. 

Secretary-treasurer and general manager. 

Each of the seven divisions have special committees ap- 
pointed by the division’s national chairman, devoted to de- 
velopment and improvement of: 1. industry promotions; 2. 
industry cost studies; 3. industry marketing statistics; 4. gov- 
ernmental relations; 5. trade shows; 6. social get-togethers— 
regional and national. 





Diebold Names New Manager 


Raymond Koontz, president of Die- 
bold, Inc., of Canton, Ohio, has an- 
nounced the appointment of Ernest H. 
Olsen as manager of the International 
division. Mr. Olsen will co-ordinate ac- 
tivities of the three divisions of the com- 
pany — the systems and bank, as well 
as the Flofilm division, relative to the 
international market. In addition, Mr. 
Olsen will be repsonsible for sales efforts 
on the Diebold subsidiary companies, 
in the International market. 

Mr. Olsen has resided in Chile and 
Colombia as well as having traveled extensively throughout 
South and Central America. 





Ernest H. Olsen 
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M., J. Robinson 


Ralph Robinson Chris Porter 


Precision Metal Workers 


Form New Corporation 


Precision-Posturect Chair Corporation has been formed to 
take over the manufacture and marketing of the Posturect 
chairs, produced by Precision Metal Workers of Chicago since 
1939. 

According to Ralph Robinson, president of Precision Metal 
Workers, the new corporate division has been established to 
handle the expanding line of the chair division. It is the first 
step of a program aimed at increasing the effectiveness of the 
company’s merchandising, advertising and dealer programs. 

The executive structure of the new organization is as fol- 
lows: (1) Chris. Porter, assistant to President Robinson and 
general sales manager of subsidiary operations, has been 
named co-ordinator of the new corporation; (2) Milt Robinson, 
assistant to the president and in charge of subsidiary opera- 
tions, will serve as operations manager; (3) Warren Johnson, 
assistant to the president, has been named comptroller; (4) 
George Stell has been placed in charge of research and de- 
sign; (5) J. R. (“Bob”) Middleton was appointed general sales 
manager; and (6) Miss Jane Lonergan has been named ad- 
vertising assistant. 

The man in charge of the new corporation’s expanded 
marketing, advertising and dealer programs, Bob Middleton, is 
a veteran member of the office furniture industry. 

Following his service with Chevrolet Motor Division in the 
1930's, he entered the office furniture field, and shortly after 
VJ Day joined Commercial Furniture Company, Chicago, 
manufacturer of the Lincoln desk, advancing to the position of 
vice-president in charge of sales. 

During this period he was active in the Wood Office Furni- 
ture Institute (WOFI), serving as a member of the executive 
committee, chairman of the Institute’s dealer and advertising 
and promotional programs, and chairman of the committee 
that developed the new soft tone and oak finishes for wood. 

Following the death of Al String, president of Commercial 
Furniture, Mr. Middleton established his own dealership, 
selling filing systems and letter services. He sold this business 
to join Royal Manufacturing Company, Chicago, as sales man- 
ager of the office furniture, school and industrial seating divi- 
sion. While with Royal he developed the “Dealer Inventory 
Turnover Program” and the “Co-ordinated Stock Promotional 
Program.” 

Mr. Middleton’s other indusiry activities include the develop- 
ment and production of scale model furniture used extensively 
by dealers for laying out offices for their customers and by 
many large companies for planning work flow. Also, he or 
ganized “The Minutemen Forum,” a program for developing 
public speaking ability. 

Mr. Middleton joined the Precision-Posturect Chair Division 
as general sales manager after serving as sales manager of the 
Cramer Posture Chair Corporation, Kansas City, Mo. 

As general sales manager of the newly-organized Precision 
Posturect Chair Corporation, Mr. Middleton has announced 
the development of a “Quality Dealer Program” establishing 
policies aimed at providing the dealer with sales training 
booklets, sales help, merchandising information, new price 
schedules on the Posturect line of office chairs, and a product 
distribution program. 

Dealers may obtain complete information on the new pro 
grams by writing Mr. Middleton at Precision-Posturect Chair 
Corporation, 3100 Carroll Ave., Chicago 12, Ill. 





George Stell J. R. Middleton 











Jane Lonergan 


Underwood Appoints Three in Sales 

J. R. Lees, Jr. has been appointed sales manager of Under- 
wood Corporation’s product divisions and Alfred W. Bowie 
has been named sales manager of the business machine com- 
pany’s new systems divisions, it was announced recently by 
Marketing Vice-President T. H. Armstrong. Also announced 
was the appointment of J. D. Donovan as field sales manager. 

Promoted from adding machine division manager, Mr. Lees 


Alfred W. Bowie J. D. Donovan 


J. R. Lees, Jr. 


will direct sales activities of the standard and electric type- 
writer division, adding machine, office supply and dealer 
divisions. 

Mr. Bowie, who acquired his systems experience with IBM 
and Remington Rand, will be in charge of the accounting 
machine division, the Elecom 50 electronic accounting divi- 
sion, Dataflo data processing division, punched card and 
electronic computer divisions. 

Mr. Donovan, with Underwood since 1923 when he joined 
the company as an adding machine salesman, is responsible 
for the field sales organization, field property, coordination of 
management development and liaison between field and man- 
ufacturing, according to the announcement. 





Marchant Establishes New York Division 

: A New York sales division has been 
established by Marchant Calculators, 
Inc., it is announced by Wesley E. 
Jenkins, vice-president and general sales 
manager. 

William T. Criswell has been named 
sales manager of the division. He was 
advanced from the post of sales manager 
of the company’s New York City mid- 
town office. 

The new sales division for the New 
York City area is the sixth major unit 
in the geographical breakdown of Mar- 
chant’s national sales activities. 

Marchant’s new sales division takes in Manhattan, Kings, 
Nassau, Queens, Suffolk, Bronx, Orange, Rockland, and West- 
chester counties. Business and industry of these counties are 
served by sales and service offices in midtown Manhattan, 
downtown Manhattan, Brooklyn, and White Plains. 


W. T. Criswell 


Dave Wald Honored by Firm 

Dave Wald, for the past 10 years manager of United Office 
Supply Company, was honored at a testimonial dinner by his 
employers and co-workers at the Capri Restaurant, New York 
City, on November 1. 

In recognition of the occasion, Mr. Wald received from 
the company a gold watch suitably inscribed. 
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wardrobe 


Here, without a doubt, is a line of ¢ 
swinging doors with a central handle 
ters, without tools. No loose shelf cli 
brown, in electrostatic baked-on en 
Borroughs “Cyclops” cabinets a leade 


not stocking these cabinets, order a s 





















All cabinets 36” x 
78’ — available in 
18’ and 24” 
depths. 


PATENT APPLIED FOR 





clops”’ swing-door cabinets 


ets that are outstanding in design, quality and value. Safe-like 
ooth interiors—no projecting lugs. Shelves adjustable on 1” cen- 
Choice of 5 colors—spring green, dark green, gray, fall tan, and 
l. These are only a few of the many features that are making 
quality swing-door cabinets, at a most attractive price. If you are 


le one today and meet, face to face, the big sales booster of ‘57. 





OF KALAMAZOO 
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H a MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS MPANY OF DETROIT 


3004 NORTH BURDICK all KALAMAZOO, MICHIGAN 





@mp Plants end other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union 
City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio—Kilgore, Texas—Colton, California) (General 
Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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LAND OF LAKES AND PINES—(QP)— Last year 
hundreds of American stationers lost sales of filing 
jackets, pockets and envelopes. The reason? Enve- 
lopes delivered too little and too late. That’s why 
right now many of these stationers are ordering their 
filing envelopes from Quality Park exclusively. Quality 
Park has proved that it provides the best possible 





Manila File Jacket—Combines wear- 
ability with economy 


QUALITY PARK ENVELOPE CO. 





LEATHEROID Vertical File Pocket (cloth or 
red rope gussets)—Ideal for bulky papers 


Flat Filing Envelope And Jacket—Filing 
or carrying important papers 


hundreds of 
envelope sales 


OS 





service on the finest and most complete line of filing 
envelopes in the country. Send today for the Quality 
Park catalog. You’ll find not only the most complete 
line of filing envelopes but also a full line of every 
kind of envelope. Remember, at Quality Park good 
service is a tradition. 

P.S. Quality Park envelopes are sold through dealers only. 





LEATHEROID Reinforced Filing Jacket (cloth 
.or red rope gussets)—Triple thicknesses where 
wear is greatest Pen 





Open End Legal Envelopes 
—Used by public officials, 
banks, attorneys, the coun 
try over 





General Office and Factory. 2520 Como Ave.. St. Paul 1. Minnesota 
Chicago Office and Warehouse. 564 W. Monroe St.. Chicago 6. Illinois Quality Park Products 
West Coast Office and Warehouse. 837 Traction Ave.. Los Angeles 13. Calif. from the land of lakes and pines 


90 


OA-1/57 

















filing 
sality 
iplete 

every 


good 


s only. 


nvelopes 
officials, 
he coun 


ts 
Ll pines 


1/57 





Koyal METAL FURNITURE 


EXECUTIVE 
OFFICE 


CAFETERIA 


CONFERENCE VERTICAL 
TTelel FILING 
SYSTEMS 
GENERAL 
OFFICE 
i detel de) 
Welt tet 3 STORAGE 
CABINETS 
RECEPTION 
Telel| 
WARDROBES 
EMPLOYEE AND 
REST AREA SHELVING 


DEALERS AND SHOWROOMS 
COAST TO COAST 
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send for 
. folders and 
information 


on 
decorator-planning 
service 





ADS LIKE THIS 
in 
Management Methods, 
Modern Office Procedures, 
Office Executive, and 
Office Management 
make it easy for Royal Dealers 
to sell this broad line of fine 
office furniture 





look... for better first impressions 


In your reception room or general office, attractive, 
comfortable furniture means lasting 

and favorable first impressions . . . that’s why 
companies that are going places choose 

Royal Metal Furniture. It’s inviting, functional, and 
designed to the very best standards of taste. 

Choose Royal for all your office furniture— 

and you choose the finest. 


Royal 1210 executive posture chair 


ne ETAL FURNITURE rs. 


' ROYAL METAL MANUFACTURING CO. 
175 N. Michigan Ave., Chicago 1, Illinois, Dept. 3B 


Please send free folders on Roya/ Office Furniture and complete infor- 
mation on Royal Office Planning Service. 


Name. 





Company 





Address 





City, Zone, State 
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Lofgreen’s . . . of Mesa, Arizona 


@ GOOD SALESMANSHIP and good workmanship, always 
a winning business combination, has proved to be just that for 
Torry D. Lofgreen, proprietor of Lofgreen’s of Mesa, Ariz. 

Mr. Lofgreen, a printer by trade, opened a little print shop 
in Mesa, Arizona’s third largest city, after his release from the 
Air Force in 1946. 

His workmanship and personal salesmanship helped his 
business grow, and he soon added a line of stationery and 
office supplies to service his customers. 

He found then that he had to make the first of two moves 
to larger quarters. In December of last year, he made his 
second and most important move to a Main street location 
which is proving to be ideal for his business. 

His new store, which offers 25 by 110 feet of space, is 
completely modern inside and out. It has an eye-catching front 
with a window display on one side of the door and plate glass 
on the remainder, offering a view of the interior which itself 
acts as a display. The windows are slanted to the door, ex- 
erting a natural pulling force to the eye of the passer-by. 

Mr. Lofgreen depends upon good window display to attract 
the drop-in customer, ani! he gives much thought to each new 
window in use. 

The one pictured here, for instance, was used during the 
month of September. A full back-wall calendar was devised 
which carried different supplies for each day of the month. 

The daily supply reminder served to attract attention and 
to point up the large variety of stationery supplies and equip- 
ment carried by the store. 

But at the same time, Lofgreen’s doesn’t rely completely 
on drop-in trade. The printing business is strong and well- 
established, and it furnishes new leads and steady old cus- 
tomers at all times. 

Mr. Lofgreen goes out after business rather than waiting 
for it to come to him, and he attributes much of his success 
to maintaining friendly outside contacts. 

His store, located just a block away from the main busi- 
ness block in Mesa, has the advantage of a Main street loca- 
tion and Main street traffic without the crowding and parking 
situation of the busier block. Those who knew of his services 
or need them can always find a nearby parking place, yet there 
is still enough foot traffic in the block to continuously develop 
drop-in trade. 

He still operates on a budget, which is why he built his own 
store fixtures in most cases, but the results have been more 
than successful. 

He also relies upon stationery, supplies and machines for 
the main part of his business, letting the larger stores in near- 
by Phoenix concentrate on the furniture, which they do in a 
strong way. 

Lofgreen’s combines a wise location choice, good display, 
and salesmanship to build a thriving business —PBN 
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Good Salesmanship, Service 
Build Thriving Business 


: 
: 


Dn RASS eee wee en Maa 





Calendar Window . . 


a portable typewriter to a consumer 
both printing and supplies 








- pictured above, is one of regular dis- 
plays featured by Lofgreen’s to stimulate drop-in trade. Picture 
below shows Torry Lofgreen, left, pointing out the features of § 
Mr. Lofgreen handles § 
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Matherne Firm Occupies 


New Home in Baytown, Tex. 





by ART CARROW 
Correspondent 


Personnei From left are Miss 
Margaret Callaway, store manager; 
Robert Matherne and John S. Black- 


burn, sales manager 


Twenty-five years ago, last July 4, Bob Matherne walked 
into the Sun Building, a daily newspaper in Baytown, to go to 
work. 

In the meanwhile, the newspaper grew, a commercial print- 
ing plant was added and in the early stages of World War II 
office supplies became a new line. 





« showing island displays and stationery 
stock. Mrs. Gena Young, bookkeeper, is standing at left. 


Sectional View . 


Six years ago, Bob disposed of most of his interest in the 
Sun and took over the commercial printing and office supply 
part of the firm, occupying space with the Sun. 

Both firms needed more room and on last October 1, Bob 
walked out the Sun building into his own new building at 207 
W. Pearce St. 


94 





The formal opening saw a constant flow of visitors con- 
ducted through the store and one of the most modern printing 
establishments in Texas. 





The new Matherne building is on a 100x100-foot lot, with | 


the office supply and furmiture department taking up 36x68 


feet and the printing plant 34x68 feet with parking space for a | 


dozen cars. 


The building is contemporary with a patterned brick wall of | 


Clinton Pink. All outside woodwork is of redwood and an 
overhang across the front of the building protects the clear 
story windows from the early morning sun. 


Not counting Bob Matherne (because that would make 13) 


there are 12 members working for the firm. Miss Margaret 
Callaway is office manager and buyer for the store and John 
S. (Bud) Blackburn is sales manager. 





NOFA Issues Annual Exhibit, 
Convention Program Details 
A preliminary program has been issued by the 
Office Furniture Association for the 11th annual 
convention-exhibit March 27-31 at the Jung Hotel and Munici- 
pal Auditorium in New Orleans, La. 
Following are details concerning the program: 
WEDNESDAY, MARCH 27 
NOFA Officers’ Conference — Hotel Jung. 
Exhibits open for New Orleans benefit showing. 
THURSDAY, MARCH 28 


National 


12:15 P.M. 
8:00 P.M. 


Hotel Jung — 
9:00 A.M. Registration — Mezzanine. 
10:00 A.M. NOFA Business Meeting — Tulane Room. 


11:45 A.M. Opening Luncheon — Tulane and Green Rooms. 


Municipal Auditorium — 

1:15 P.M. Exihibts open. 

7:00 P.M. Exhibits close. 

Hotel Jung — 

8:30 P.M. — “A FABULOUS NIGHT IN 
ORLEANS” 


OLD NEW 


An imaginary trip to all points of interest in New Orleans. } 


FRIDAY, MARCH 29 


Hotel Jung — 
8:00 A.M. Workshop Breakfasts. 
— Dealers — Charcoal’ Room off Lobby. 
— Manufacturers — MAP rooms — 2nd Floor. 
— Representatives — Green Room — Mezzanine. 
11:45 A.M. Luncheon — Tulane Room 
Reports of Workshop Groups. 
Municipal Auditorium — 
1:30 P.M. Exhibits open. 
7:30 P.M. Exhibits close. 
SATURDAY, MARCH 30 
Hotel Jung — 
9:00 A.M. Management Clinic — Tulane Room. 
— Sales Training. 
— Freight Savings Program. 
— Operational Costs. 
— Store Modernization. 
Municipal Auditorium — 
12:00 Noon Exhibits open. 
7:00 P.M. Exhibits close. 
SUNDAY, MARCH 31 


Municipal Auditorium — 
12:30 P.M. Exhibits open. 
6:00 P.M. Exhibits close. 


Sam’s Typewriter Supplies Hold Open House 

Sam Courtney, who operates Sam’s Typewriter Supplies and 
Service, Stillwater, Okla., recently held open house, at his new 
quarters, 612 Main street. His former location was 618 Main. 

4 prize drawing and the offer of a $10.50 metal typing 
stand for only $1.00 with each purchase of a new portable 
typewriter were special features of the opening. 

Prizes awarded included a portable typewriter, an electric 
shaver, a metal typing stand, and three desk pen sets —EVH 
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Desk Displays . . . of both wood and metal furniture line the 
walls. Each display, complete with accessories, is individually 
lighted by overhead spotlights as well as from desk lamps 




























a Remodeling Sets Pace 


for Perdue’s Expansion 


@ IN KEEPING with its status of carrying one of the largest 
exclusive stocks of office furniture and machines in the entire 
Southeast, Perdue’s of Jacksonville, Fla., recently underwent a 
complete remodeling and expansion program. 

The major transformation took place in the main showroom 
and store at 13 South Laura St., a location held by Perdue’s 
for the past 40 years. 

Here the customer can now see display after display, divided 
by individually designed partitions, of wood and steel office 
furniture as well as business machines of all types and models. 
The walls of the main showroom have been finished in knotty 
pine, and spotlights pick up individual office setups which are 





Spacious Windows . . . in picture above, show complete ex- 


ecutive suites to the passers-by. Details, such as the photo- we 
P cig. P each complete within themselves. 

mural of the Jacksonville waterfront, are considered important as oa se = , ‘ oa ee 
ag care heii 4 r . —_——— Th [he executive and main offices of the company also 
i rdu roa oO selling the complete office. - . . . . . . 
: ~ i te tin | ; . bh ; Fae : ° i double as model offices which provide more inspiration for 

uTiv sul in ower picture snows a specia aintin DY . . 
pene Pitas ” ~ % F P 9 °Y customers who want to do remodeling of their own. 


Ken Davis os a conversation piece for an office The remodeling extended to the Laura St. display window, 
which is 75 feet long and 18 feet deep. Here, as shown ir the 
picture at the left, complete offices can be displayed, down to TO 
the final details of pictures, bookends, plants and other acces- 


sories. These accessories, as pictured, are all part of the service — 
offered by Perdue’s to its customers. Poly 

The company now occupying several buildings, including a @ Say 
completely new store on Bay street which features a complete @ Inc 
display of suites in both wood and steel, has a total floor existini 
space of 50,000 square feet. The firm has 32 full time em- ® Att 


ployees with four in the mechanical department. Its services higher. 


- ° a — ° > . . ° . : 

include rebuilding, repairing and refinishing of office furniture ‘ - 
: ar , ° 

and machines of almost every description. It is also manu- he ro 


facturing in wood lines. 
Robert W. Perdue, active president of the company, is its 

founder. He was born in Pike County, Ga., in 1883, and in Get al 

his youth served four years in the Navy on the battleship 

Main II. Ss) 
He went into the transportation business and then for a 

short time the cigar business before he expended $450 for 770 

second hand office furniture in 1916 to enter into the office 

furniture field. From this beginning, the company has grown 

to its present impressive size. 
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now! Stacor gives you 
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ne drafting table that makes sales sense 


TO. MANAGEMENT TO CHIEF ENGINEERS TO DRAFTSMEN 


because Stacor-Matic Tables because Stacor-Matic Tables because Stacor-Matic Tables 
® Increase draftsmen's @ Reduce waste motion in e Give them a complete 
productivity the drafting room work-station in one place 

® Save man-hour costs @ Improve draftsmen's @ Reduce fatigue, cut out 

® Increase productivity of efficiency, craftsmanship needless steps to separate 
existing floor areas @ Raise draftsmen's morale, reference and storage areas 
® Attract and hold ext ~omplaints @ Have all the labor-saving 
higher-calibre men S n- ‘ne chief mechanical devices they want 
* Give sales executives a engine srs cwn work-load ® Are better engineered 
good production-cost ratio @ Improve chief engineer's @ Enhance the value of their 
to show clients, prospects production record work to management 


Get all the facts—send for illustrated bulletin 603 on all Stacor equipment 


STACOR EQUIPMENT COMPANY 


770 East New York Ave., Brooklyn 3, N. Y. 


ORRIN io ORE es gt 


Stacor Intermaster 
Bive Print File 


All members interlock and 
intermember with standerd 
cabinets now in use through- 
ovt industry, Federal, State, 
local, and educational in- 
stitutions. Meet all govern- 
ment specifications. Send for 
bulletin 604. 











Underwood Seeks Talent 
by Scholarship Program 

A new corporate scholarship program aimed at providing 
Underwood Corporation with a continuing supply of top flight 
engineering and technical personnel from within the company 
was announced by D. J. Crombie, vice-president of industrial 
relations. 


Under the scholarship program, Mr. Crombie said, tech- 
nical and engineering employes will be encouraged to expand 
their knowledge by taking advantage of free tuitions paid for 
by the business machine company. 


Eligible for the educational grants are employes of the 
typewriter plant and General Research Laboratory in Hart- 
ford, the accounting and adding machine factory at Bridge- 
port, the Elecom electronic computer division in Long Island 
City, N. Y. and the carbon paper and ribbon plant at Burling- 
ton, N. J. 


Qualified employes who wish to pursue courses related 
to their work may elect to attend any recognized institution 
of higher learning to further their “after hours” quest for 


greater engineering know-how, Mr. Crombie explained. 


While announcement of the Underwood scholarship pro- 
gram dovetails with the company’s overall community rela- 
tions activities, he said, its purpose is much more practical 
and definitive. 


“We view these scholarships as an important method of 


improving Our Own competitive position in the business ma- 
chine industry and as a vital means of helping education to 
help America,” the industrial relations vice president declared. 
“They are a manifestation of our corporate citizenship,” he 
added. 


The Office Supply Company Names V.P.s; 
Kimbrell Elevated at Greenville 

Climaxing completion of a program 
of enlargement and modernization of 
stores, Boyd Campbell, president of The 
Office Supply Company, Jackson, Miss., 
announced the election of several new 
vice-presidents at the company’s annual 
meeting. 

These were Jack VanDevender, The 
Office Supply Company, Vicksburg; 
Bob Ferguson, The Office Supply Com- 
pany, Columbus; Bill Smith, The Office 
Supply Company, Clarksdale; and Bill 
Kimbrell, The Office Supply Company, 
Greenville; who also is presently serving as lieutenant governor 
for Mississippi of Ninth Region NSOEA. 

In commenting upon the elevation of these men, Mr. 
Campbell said, “The continuing migration of our educated 
and ambitious young men from Mississippi is an economic- 
cultural loss which can be offset only by developing compa- 
rable economic opportunities for them here at home. 

“In keeping with such a program our policy is to acknowl- 
edge the ability of our associates by increasing their executive 
responsibility as fast as they earn it, and we feel that Bill 
Kimbrell has fully earned the recognition which his election 
signifies.” 

Mr. Kimbrell came to Greenville from Jackson where he 
had lived a number of years. A native of Grenada, he has 
been with The Office Supply Company 15 years, and has been 
manager of the Greenville Office Supply Company for the 
past 10 year. He had previously managed the company branch 
at Laurel, Miss. He is a graduate of Millsaps College and 
IIniversity of Mississippi Extension Alumnus in Accounting. 





Billy Kimbrell 


Buffalo Firm Promotes Hoemke 
Ray G. Hoemke has been elected vice-president in charge 


of sales of Millington Lockwood Inc., stationery, printing, 
office supplies and equipment, Buffalo, N.Y., it was an- 
nounced by President Hugh D. Wharton.—GET 
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\ 
Salesmens’ Wives . . . were not neglected in the. Maverick- 
Clarke ‘‘African Safari’’ sales contest. They were made to feel 


that they were a part of the promotion and were invited to 
“good send-off’’ while gunning for 





give their husbands a 


prizes 


Maverick-Clarke ‘Safari’ 
Boosts Art Metal Sales 


The take-off for an unusual “African Safari” Art Metal 
contest by Maverick-Clarke, big Texas office supply concern, 











took place at the “Flying L” dude ranch recently in Bandera, 


Tex. 


months for Maverick-Clarke salesmen, was along the lines of 
an African safari—from which, incidentally, Russell Hill, 


The theme of the program, which began a trek of two . 


president, and Roger Hill, executive vice-president of the com- 


pany, recently returned. 


The meeting room was decorated with African posters, 7 
trophies and lore, and the meeting was keynoted by an African 


film entitled “Jungle Drums”. 

Speaking at the session were L. R. Addington, vice-president 
of Art Metal, and Russ Goss, manager of the company’s El 
Unit Sales, both of whom, incidentally, thoroughly enjoyed a 
taste of Texas dude ranching. 

The atmosphere of the unusual sales meeting . away 
from the office and entirely informal . . . added much to the 
enthusiasm generated. 


“After hours” the sales managers and salesman enjoyed the 7 


use of the ranch’s swimming pool, horses and other entertain- 
ment features provided for guests. 

An unusual feature of the meeting was a Sunday devotional 
service, which was conducted by O. C. Crawford, manager of 
the Maverick-Clarke store in Corpus Christi, Tex., with Mr. 
Addington and Jimmy Elrod, sales manager of Maverick- 
Clarke, participating in it. 





Stimulating interest in the hunt for business was a grand 


prize of a week’s all-expense-paid trip... 


Mexico City will be a good substitute this year. 
Second prize was the choice of six different items valued 


at $220 and third prize was a choice of six items valued at} 


$125. 


for each dollar in sales of Art Metal products during the 
contest. 

Atending the meeting were 48 sales managers and salesmen 
from Austin, Brownsville, Corpus Christi, Houston and San 
Antonio, Tex. all of whom are enthusiastic about the Safari, 
which was concluded December 15. 

Acting as Chief Guide for the Safari was Jimmy Elrod, sales 
manager for the firm.—JHR 


Safari prize points were given—on the basis of one point 


not to Africa, but } 
to Mexico City. If the campaign is as big a success as officials § 
anticipate, a trip to Africa may be offered next year. But} 
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Dependable — Trouble-free! 


Tot won 


PAPER PUNCHING 
need! 


For 3-ring binders, 11” x 
8%” sheets. Punches all 3 
holes at a single squeeze, 
4%" on center, 8%” overall. 
No gauges to set — no 
places to mark. Punches 
sheets instantly, all 3 holes 
at one time. Handy — fits 
brief case or desk drawer. 
Weighs less than 20 ounces. 


CLIX MODEL NO. 3 LIST $4.00 each 


















2 or 3 HOLES 





Punches 2 hole sheets or 3 
hole sheets as required. Ad- 
justs instantly, simply by 
snapping button . . to 
right for 2 holes, to left for 
3 holes. Takes sheets from 
6” to 12” long. Gauge- 
marked in 1” graduations. 
For 3 holes, details same as 
Model 3 above. 2-hole 
punching, 2%” apart on 





CLIX 
DOUBLE- 
DUTY 
PUNCH 





















CLIX 7-HOLE PUNCH FOR 7-RING BINDERS (not = 
illustrated) Same size, same precision action, as 3-hole punch, CLIX MODEL NO. 32 
but punches all seven holes in 3-1-3 order, standard spacing LIST $6.50 each 


? 17° : 
for 11” x 8%” sheets, at a single stroke. CLIX MODEL NO. 7 LIST $7.50 each 





Cc L i » 4 Punches 2 holes spaced 2%” on centers at 

: : a single squeeze‘in paper sheets ranging 
y + ke) L E Cm from 5 inches to 12 inches in size. Simple 
PUNCH :R DUne, gauge adjusts instantly to any size sheet 


up to 12” in half-inch graduations. Weighs 
less than 10 ounces. Red base plate and 
hammertone gray cover. 


CLIX MODEL NO, 2 LIST $2.50 each 


Personal paper punch for 
home, office and industry. 
Ideal for punching tickets, 
tags, restaurant checks. . 

easy to use on paper, light 
cardboard, etc. Light pres- 
sure of thumb punches clean 
hole, instantly. 4%” hole, K” 
from binding edge. Red top, 
nickel-plated base: 12 in 
counter display carton. 


CLIX MODEL NO. 100X 
LIST 60 cents each 







Improved 


CLIX 
1-HOLE. 
PUNCH 
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Consolidated of 


Salina, Kansas 


@ SELF-SELECTION with assistance was the dom- 
inating theme of the restyled Consolidated Printing & 
Stationery Co. of Salina, Kan. 


This end was achieved through the efforts of C. J. 
Wertz, president, with the assistance of Henry Berry 
of Henry Berry Associates. 


The remodeled and completely modernized store 
now has a graceful modern front, replacing long 
deep windows, and interior key colors of coral and 
blue to show off the streamlined display fixtures. 


The fixtures are arranged to allow the customer 
free access to the merchandise so that he can make 
his selection and take it to the wrapping counter. 
Although keyed to self-selection, there are clerks 
available at all times to assist the customer in making 
his selection. 

Restyling the store was one dream of W. H. Mont- 
gomery who founded the business 42 years ago, but 
Mr. Montgomery passed away in 1954, before the 
dream could materialize. Under the direction of Mr. 
Wertz, the remodeling became a reality. 


From a small beginning as a book and stationery 
store, Consolidated has grown to the point where 60 
persons are now on the payroll. It offers complete 
office outfitting, including furniture, machines and 
equipment as well as supplies and commercial sta- 
tionery. 


The company has also expanded into a modern 
printing and lithographing business, and the firm 
services businesses, industries, schools, churches, and 
court houses throughout the entire state, both by mail 
order and through country salesmen under the direc- 
tion of Carlton Moore, sales manager 

The store issued formal invitations to its grand 
opening on November 2, and since the fixtures and 
new layout have been in use, it has been noted that 
store traffic has already increased 
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Self-Selection (with assistance) 





Featured in Remodeled Store 








Floor Plan . . . of modernized store reveals 
easy access to merchandise and quick serv- 
ice. Ample aisles provide shopping comfort, 
yet new fixtures display more items in open 


Merchandise Displays . . . now easily accessible to the customer who 
can unhurriedly make self-selection purchases, have already contribut- 
ed to a rising traffic in the remodeled store. 
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“LYON QUALITY DESIGN 


makes 


“7 THE DIFFERENCE: 


STEEL SHELVING, for example. At a glance, all 
steel shelving may look very much alike but there’s a 
world of difference—in ease of assembly, adjustability, 
rigidity and durability. That’s why you should check 
Lyon before you buy. 

This same quality design makes the difference in every 
one of the more than 1500 standard Lyon items, a few of 
which are shown below. 


CALL YOUR LYON DEALER. He offers the world’s 
most diversified line of steel equipment. Equally 
important, he can show you how to get the most for 
your money in terms of saved time and space. 


We can manufacture special items to your speci- 
fications. 


LYON METAL PRODUCTS, INC. 


Patented LYON Clip and Stud Design General Offices: 128 Monroe Ave., Avrora, Ill. 


provides fast, easy assembly and 
adjustment without use of tools! Factories in Avrora, ill. and York, Pa. 
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FLAT DRAWER FILES 


DISPLAY TABLES 























DRAWER CASES 


OVER 1500 ITEMS 
for Business, 
“—_ industry, 

tribut- Institutions 
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Chas. G. Stott Holds Show 


for Government Personnel 


The Government Sales Department of Chas. G. Stott & 
Company—Washington dealer for 68 years—has produced an- 
other successful business exhibit for Federal Government per- 
sonnel. The show was held on October 23, 24 and 25 at the 
Presidential Arms, Washington, D. C. 

This was the fifth exhibit of its type featuring new equip- 
ment, systems and supplies of particular interest to govern- 
ment employees. The first show was held in 1936. 

L. J. Milliken, general manager of the Stott Company, 
stated: “Such exhibits provide a common meeting ground 
for customers, our manufacturers and Stott salespeople. It is 
helpful to every element. Government employees, who have 
come to rely on Stott’s over years of service, and helpful ad- 
vice, are able to see and learn of what is new all in one place 














Typical Scene . . . at Chas. G. Stott business show. 


and at one time. Manufacturers have become more aware 
of the factors involved in selling to the Government—and, 
having realized the value of these exhibits—have co-operated 
to the fullest in their production. This year both Government 
employees and manufacturers representatives commented that 
the exhibit was most rewarding, and one of the best of its 
kind ever attended.” 

One indication of success is the fact that several manu- 
facturer’s sales to Stott’s Government Department range from 
$200,000 to $500,000 a year. One manufacturer, whose mer- 
chandise was taken on contract only 2 years ago, now real- 
izes over $100,000 volume annually. A new line of photo- 
copying machines created great interest on its introduction at 
the show. Immediate results are assured. Additional machines 
to Stott’s representation are anticipated. 

The show was “kicked off” with a breakfast on the first 
day, attended by manufacturers representatives and Stott’s 
Government Sales Department personnel. Ralph Faitoute, 
manuger of the Government Sales Department, explained the 
purpose of the show and how it was to be co-ordinated with 
the sales program of the next months. 


Those attending the show over 1,000 enjoyed the re- 
laxed atmosphere, sincere interest and explanations of manu- 
facturers and Stott representatives — and the handsome buffet 


lunch provided each day. 

Cards listing the merchandise displayed were provided so 
the individual could check the items in which he was inter- 
ested. These cards were used for sales follow-up. The in 
centive for completing the cards was several door prizes. 
Other cards were provided for people requesting literature to 
check. A product information board was set up so those at- 
tending could see what literature is available 

Invitations, post cards, news releases and newspaper ads 
backed up personal invitations to get the desired attendance. 

Merchandise displays was made up primarily of items car- 
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ried on contract for the Federal Government by the Stott 
Company. Manufacturers represented at the exhibit were: 

Advanco Products, American Perforator Machine Co., 
Ajax Time Stamps, American Thermos, Anderson Hickey, 
Apsco, Art Metal Construction Co., Art Steel Sales, Barber 
Colman, Beaverite Products, Business Efficiency Aida (Mag- 
nedex), C-Thru Ruler, Cooke & Cobb, Cook’s Inc., Cormac 
Industries (Photocopying), Craftint Mfg. Co., Geo. F. Cram 
Co., Dixie Cup Company, Esterbrook Pen Company, A. W. 
Faber-Castell Pencil Co., G. R. Products, Halverson Stencil 
Files, Huntington Chair Company. 

Jayem Mfg. Company, Keystone Index Card Co., Labelon 
Tape, Maggie Magnetic, Roberts Numbering Machine Co., 
Sanford Ink Co., Sealright Containers, Scripto, John E, 
Sjostrom Co., Tele Pad, Time Saving Specialties, Virginia 
Laminating Co., and Wilson Jones. 





Oak Park, ill. Company Celebrates Anniversary 

Steel Office Furniture, Inc., Oak Park, Illinois, celebrated 
its second anniversary by holding open house November 14 
and 15. 

Jim Hickey, president of the company, and his staff wel- 
comed many businessmen who responded to the unique type of 
invitation and had an opportunity to see a full line of furni- 
ture, wood and steel, which was on display. 

The invitation was in the form of a folder, the front page 
being a reproduction of a four-drawer letter file over which 
was printed “An Invitation to You.” On the inside appeared 
an invitation letter. Participating in the reception were George 
Ohland, representing Steelcase, Inc., and Marion Follin, rep- 
resenting Jasper Office Furniture Co. and The B. L. Marble 
Chair Co. 

The Steelcase furniture displayed was of the Custom Line 
in a variety of colors and in two-toned color combinations. 
Desks were equipped with new style perforated back panel 
allowing better ventilation and unusual color treatment. Also 
shown were Steelcase modular sections known as convertibles, 
which can be arranged to suit needs or conditions, and Steel- 
case chairs. 

Wood furniture included Jackson desks made by Jasper 
Office Furniture Company, shown in executive models in con- 
temporary design and others for general office use. The B. L. 
Marble chairs were modern or contemporary in styling, fitting 
in complete harmony with the Jackson desks. 

Buffet lunch was served throughout the two days. 





Exception to the Rule .. . 





All but one of the nation’s 37,000 post offices are 
equipped with inexpensive plastic ball-point pens. The 
Janesville (Wis.) post office is one exception. With the 
Parker Pen Co. located there, local pride demanded that 
the post office be outfitted with Parker's relatively lux 
urious Jotter ball-point pen. Mrs. Richard Rosenberg, 
a local resident, is one of the first to take advantage of 
the service 
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asper Yes, display MAK-UR-OWN ...a sure seller that 
con- 
B. L. 
fitting 


will increase your profits handsomely. In any 
business, large or small, MAK-UR-OWN plays an 
important role. It is a practical, easy to use and 
inexpensive performer for all-purpose indexing. 
Satisfied users everywhere report that its high 
quality has never varied. Thus... an index tab 
that leads the field in consumer approval. 


The display case illustrated is available for your 
counter. It provides an attractive display of 
actual samples of each color and size of the 
MAK-UR-OWN Index Tabs you carry AND has 3 


shelves that will store up to 250 feet with ease. MAK-UR-OWN Feature Story... 








Best yet, this bright MAK-UR-OWN display is ~* Convenient six inch strips — cut to any size that 
yours FREE with the purchase of 250 feet of _ 18 needed , 
MAK-UR-OWN strip tabs at the 250 foot price measoteayes oF ona inten pe 
: S * _ « Choose from seven different vivid colors 
Three different extensions for one, two or three 
lines of typing 
Handy beaded pick-up edge 
Self-aligning high grade fabric skirts 


REMEMBER, for extra sales and profits, you 
can demonstrate quickly and easily sell the most 


asked-for consumer approved index tab on the 








market today ... MAK-UR-OWN! * Printed cutting scale in each strip 
ore For further information call or write: 
«The 
the 4 on e = : 
"BB [vicron sare a seurrmeny gaieaeeieaaeeeeaaaa 
u . lf ‘ : 
rg, e . b RS RA? R DA " 
_ of 





315 FOURTH AVENUE - NEW YORK 10, N.Y. 
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Main Floor . . . area of two stores 
has been converted to modern dis- 
play room visible from the street. 











Remodeling Is Milestone in Rapidly Growing Business 


@® FROM ITS INCEPTION six short years ago, the 
Clem Bernard Co. of New Orleans, La., has experienced 
a rapid rise in the business world of the community, 
with its most recent milestone the remodeling of two 
four-story buildings into one modern operation. 


Business began in March of 1950, when Mr. Bernard 
was Operating from a shared office space with his entir 
inventory in a single room 10 by 16 feet in size. By July, 
the firm needed and acquired more space, a ground floor 
location which offered 2,000 feet of area. 

Despite the shortages created by the Korean War, ané 
the struggle to keep any kind of merchandise on its 
shelves, the business continued to grow, and in 1951, it 
was moved again to a space offering 8,500 square feet 

The building itself was not suitable for adequate dis 
play, but it was on a heavily traveled thoroughfar 
which afforded location advertising. 

The continued growth of the business suffered a slight 
setback in 1954 when Mr. Bernard suffered a_ hear 
attack, but the members of his organization and the 





good will of his customers kept it on a level, and wil da 
his return, it again was ready for space expansion. By 
1955, the fourth floor of an adjoining building wa ' 


needed, and as 1956 rolled by, it was evident that mor 
room was a must. 


The entire building next door at 500 Camp St. wa 
taken over by the firm. It was necessary to knock out th 
wall between the two buildings and create display space 
A new floor was installed and a suspended ceiling @ 
fiber glass was put in with recessed lighting fixtures ant 
spots. 


Fla 








A rear private office display was built with a fals 
window design looking toward the general display area 
All inside front walls in the buildings were pannelet 
with walnut and columns were also covered with walntl 
panels. Planters were installed as dividers, and as th& 
pictures show, the resulting interior offers an attracti®® 
and spacious area for the display of office furniture at) 7) 
supplies. 





Since the remodeling job was completed, Mr. Bernaf 
revealed, the drop-in trade had increased considerabljy 
and the new addition is paying for itself. 





Two Views . . . of remodeled store show use of walnut paneling 
on posts and dividers. 
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Whatever line of are you ready to fill the 
conventional 
NEW NEEDS 


duplicating products 


you now handle of today’s customers? 





Revolutionary changes and improvements in typewriters and 
duplicating machines now call for the carbon and ribbon products 
that provide reliably good results with these new machines. 


To meet more fully all of today’s requirements Allied research 
has developed a whole new concept in specialized products. 


Take, for instance, one example: 


colored ribbons 
to match lietterheads 








~ 


aio 


among the With colored letterheads so popular, Allied Dealers enjoy a com- 

westeré wail petitive advantage in selling ribbons to match their customers’ 
letterheads. Exact matches are produced from our stock of 27 

duplicating products: color shades in fabric ribbons and 30 different shades of carbon 
paper ribbons. 





Flagship patented metailic 
back carbon paper Let the Allied man® show you one or more of these newest develop- 
' ments, which you can add to your current line, to fill the needs of 
your most important customers today—and you'll begin to get 
acquainted with the value of an Allied franchise. 


* P.S. Or we'll be glad to send you details by mail. Just write to Dept. B3. 


School packs 


ee, ~~ XL LEE BD carson ano rison MaNuracturing CORPORATION, INC. 


Spirit carbons General Offices and Factory: 165 Duane Street, New York 13, N. Y. 
Western Office and Warehouse: So. Main, Los Angeles 7, Calif. 


Flagship carbon paper ribbons 
Offset ribbons 
Tabulating ribbons 


Addressograph ribbons 





Diazo ribbons 


Hote! Register carbons 





Artist transfer carbons 


Stencils 
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Display Units . . . on walls 
and center gondolas make 
self-service shopping easy. 


Fredrickson’s Brings Self-Service 


Office Supplies to Aurora, Il. 


@ A SELF-SERVICE office supply, equipment and furniture 
store for Aurora, Ill. was the goal of Quintus E. “Curly” 
Fredrickson, and his new store, opened in July, is proving to 
be a successful venture. 

The display window, which is floor-to-ceiling, offers an 
unobstructed view of the store interior. Well-lighted display 
units run the full length of both walls in the supply section, 
featuring pegboard backing with adjustable shelves. The center 
of the store is split by the self-service check-out counter in 
front and a series of island gondolas which are 52 inches wide 
and utilized on both sides, front and back. 

The front or supply section is 91 feet long, allowing plenty 
of room for display of thousands of items, yet each aisle in 
the 20 foot wide store is a full five feet for the convenience 





Furniture Display . . . occupies open area in rear of store. 


Seven model offices are set up in the area, showing both wood, 
as seen here, and meta! furniture. Walls are different colors 
and dividers are all open 
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. of supply department shows accessable aisles 
to allow hurried shopping or leisurely browsing, according to 
customer’s need or desire. 


Long View . 


of the customer who wishes to hurriedly pick up his needs ot 
browse slowly down the aisle. 

The furniture display section, featuring both wood and steel, 
takes up a 60 by 30-foot area in the rear. There are seven 
“office setups”, each separated by open room dividers. Walls 
of the furniture section have been painted beige, charcoal, tam, 
and brick red to enhance the displays. 

Mr. Frederickson has 16 years of office supply experience 
behind him, the past 10 as co-proprietor of a local store. He 
has also served as city clerk of Aurora, becoming familiaf 
with record-keeping, and for eight years he was in banking 
His experience includes commercial law and accounting 4 
well, all of which help him in servicing his customers. 
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The new Leopold Free-Form Desk is the ultimate 
the in modern functional design. Bold, beautiful lines tend 
to “wrap this desk arcund” the businessman, 


Leopold bringing everything closer to him for new working ease. 


Warm wood tones, fine Leopold craftsmanship, plus distinctive design 


free-form creates a desire to own, to buy... makes the new 
(| ask Leopold Free-Form Desk easier to sell. 


Write for complete information. 





ze THE Leopold COMPANY wn ae roasts WW 


BURLINGTON, IOWA 
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*(Very Important Person) 





**You folks always treat me as though I were your very best customer, 
instead of just a little, unimportant one,” writes a small dealer to whom 


we recently shipped a specially packed order of typewriter ribbons. 


Every customer is a Very Important Person to us here at WRITE. 





Whether his orders are large or small, he gets the best service we can 
possibly give him. 
That, we believe, is the only right way to do business. And for more 


than a quarter of a century we’ve been doing our level best to 


make it known throughout the trade as the WRITE Way. 


So when a dealer wants stock in a hurry, or special stock — when he asks 
for individual “store name” imprinting or special packing — needs 
advice, suggestions, information or anything else we can supply or locate 


for him — we practically turn somersaults to give him what he wants. 


Our success is built on the unsurpassed WRITE line of carbon paper, 
typewriter ribbons and Typ-Rol type cleaner . . . backed by the incomparable 


WRITE spirit of dealer cooperation, Ask us for full information today. 


= 
write The WRITE carbon paper — typewriter ribbons — Typ-Rol cleaner for every purpose. 


> 
incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. © Factory: BRIDGEPORT 2, CONN 
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Something’s wrong! That adds up to more 
than it should. 

And that’s the way it is with the combina- 
tion of Peerless Modulettes and removable 
Partitions. Your customers get more than 
they bargained for. More in the way of office 
. more in the way of efficiency . . . of 

of flexibility of office 


space °° 
privacy 
appearance. 

Any combination of numerous Peerless 
Modular Units can be custom-fitted to your 
customer’s needs and floor space restrictions. 
Peerless Modulette combinations utilize 
waste corners and unused wall space. 

And you can position Peerless removable 
Partitions as you would office furniture .. . 
right where you want them. They’re so easy 
to assemble and reposition when an office 
change is needed. 

The new Peerless 12-page Catalog tells you 
the complete story. Ask for Catalog No. 121. 
Remember, the dealer who sells this selling 
combination has the ‘‘jump” on competition. 
Why not inquire about the Peerless franchise 
today. 


PEERLESS 
MODULETTES and 
removable PARTITIONS 




























tt 








PEERLESS 






NEW YORK 


CHICAGO 


Ow 27% Yoo 
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STEEL EQUIPMENT CO. 


6600 Hpsbrook Ave., Philadelphia 11, Po 





HOUSTON 


The above photograph, of Peerless Modulettes and 
Partitions, illustrates the two kinds of glass (fluted and 
clear) and peg board available for partition panels. 


LOS ANGELES 
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The older we grow, the more we know. This is not only 
true of people, but of companies, too... for a company 
is only as wise as the knowledge of its combined staff. 


For 60 years, PANAMA-BEAVER has matured 
steadily in its program to provide an “easier 
office-worker life.” Since 1896, the company has 
learned to anticipate the needs of the commercial world 
before they arose. Among the first to recognize the 
important role of Vision-Engineered products, 
PANAMA-BEAVER’s research department developed 
the easy-on-the-eyes Hypoint colored carbon papers 
plus Lustra Colorful Inked Typewriter Ribbons— 
especially created to harmonize with all paper stocks and 
letterheads. Another achievement—the Eyesaver, Parma 
Pearl and the NEW Ebony Unimasters (for spirit 
duplicating) with tinted jackets to avoid glare, relax the 
eyes, relieve harsh contrast and permit faster work. 


Exciting things have already been charted for 
PANAMA-BEAVER’s next 60 years . . . as you will 
find out when you call your PANAMA-BEAVER 
man, “always a live wire!” 


PANAMA-BEAVER 


Coast to Coast Distribution 
Since 1896—‘‘The LINE that can't be matched." 
MANIFOLD SUPPLIES CO. 
188 Third Ave., Brooklyn 17, N. Y. 
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advertising clinic 
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by JACK BEDFORD 


advertising consultant 





Proper Selection of Mats 


Aids Promotion Program 


®@ PROBLEM: An office equipment dealer writes: “From time 
to time I receive information about advertising mats and 
post cards I can use for my own advertising. Since this 
material is all prepared by professional advertising men for 
the office supply manufacturers, I feel that it is good and 
perhaps better than I could have prepared locally. 

“My problem is not whether to use this material, but what 
part of it I should use. I have a limited amount of money 
I feel I should spend for advertising and I want to be sure 
that I select the best mats for my advertising. 

“Can you give me an easy way to select which mats to use 
in my advertising?” 

SOLUTION: Naturally, personal opinion will enter into 
any selection of advertising mats you make. However, here 
are a few rules to serve as guides so your advertising mats 
will produce more sales for you: 

1. Tie-in with national advertising. Many office supply 
manufacturers prepare mats for dealers that are related to 
their national advertising campaigns. As a _ general rule, 
these local mats are not exact reproductions of the national 
advertisement, but the copy theme, basic appeal, and illustra- 
tions are similar. 


Timing Is Important 

One of your customers will see the advertisement in his 
favorite magazine, see your advertisement in the newspaper, 
and then through association, peg your store as the office 
supply headquarters in your town. Tie-in advertisements 
should be timed with the national advertising to be most 
effective. Advance planning with the national advertising 
schedule and with the local newspaper will make this possible. 

2. Us2 timely advertising mats. Obviously the selection of 
mats for use in your local newspaper will be tied in with 
seasonal events. However, it may be possible to time your 
release with some local business activity and thus you will 
get more benefit from the ad. Foi instance, a mat that features 
office equipment that can be used to advantage in taking a 
physical inventory will be scheduled when most firms take 
inventory. 

3. Select the most suitable size. Office supply manufacturers 
will provide several sizes of mats for use by dealers. Since 
these mats are prepared by professional advertising people, 
the difference in copy and the illustration will fit the size 
mat you select for your business. 


Set Up Ad Budget 

An easy plan for selecting the proper size is to set up a 
column inch budget for your advertising. Then the size selec- 
tion is almost automatic. For instance, if the budget for a 
week calls for ten column inches of advertising, a two-column 
by five-inch mat will fill the bill for your business. 

4. Use a variety of appeals. In selling office equipment 
on the floor of your store or in your prospect's office, you 
know that one appeal will work with one customer and an- 
other appeal with another customer. One person, for instance, 
may be interested primarily in economy, another in per- 
formance, and still another in the appearance of the office 
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WE 





No. 1900 WGR Bel Air No. 60-S 


Wall Gorment Rack Smoking 
Stand 


designed to sell! 






































modern satin-spun aluminum accessories for offices, || hotels, restaurants 


No. 17-C 
Costumer 
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) In designing the Valco line of 
4 aluminum accessories every effort 
the utmost in beauty, smart- 
struction. Their exceptional eye-appeal 
Aluminum Accessories customer 


where. Yes, Valco Accessories are 


Write today for dealer 
pricelist and literature on 
i the Valco Accessory Line 
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No. 408 
Costumer 





has been made to achieve 


ness, and fine con- 


has made Valco Satin-Spun 


favorites every- 


truly “designed to sell.” 





No. 25 
Torchier 


VALCO COMPANY - 1311 ANN AVENUE :- ST. LOUIS 4, MISSOURI 











that’s why MUTUAL 


CGotemt PUNCHES 


SELL FASTER! 


All Centamatic Punches ore equipped with 2 guides which automatically 
center ihe paper. All models are equipped with removable trays. Heavy steel 





construction, finished in gray enamel! with nickel-plated hand lever and 
guides, individually boxed. 


No. 300 CENTAMATIC MULTIPLE PUNCH 


This punch does the work of 8 punches (as illustrated 
at right). By setting the ball bearing selectors, you can 
punch two or three /,"' round holes through 12 sheets 
of 16 Ib. paper. Base 4%," x 9%". 

eee sebsveccopeaene 





No. 200 TWO HOLE 
CENTAMATIC PUNCH 
Punches two 4," round holes, 23%," 
center to center through 25 sheets of 
16 ib. paper. Base 4%" x 7%". 
LIST PRICE .... $5.00 





No. 400 DIAL - CONTROL 
CENTAMATIC PUNCH 


Completely automatic action — no 
fusing — no calculating — no paper 
folding. By merely setting the dial 
and adjusting Centamatic guides, 
you can punch two or three ¥/," holes 
through 20 sheets of 16 Ib. paper. 
Bose 5%" x 11%”. 

ee .s+++- 35.00 





Order from your wholesaler or direct from us. Literature available 


STATIONERS SUPPLY CORPORATION 


Manufacturers of Centamatic Punches 
268 Fourth Ave., New York 10, N. Y. 
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equipment. In personal selling it is easy to determine which 
appeal is most effective with a customer by observing that 
customer's reactions. 

However, in printed salesmanship (advertising), it is not 
easy to gauge the customer's reaction. Thus, it is important 
to use a variety of appeals in selecting the advertising mats 
you will use in your local campaign to sell more office 
equipment and supplies. 

5. Feature your own firm. Some mats supplied by office 
equipment manufacturers put more stress on the product and 
brand name than they do on the local office appliance dealer’s 
business. In general this is not true, but care should be used 
in selecting a mat that provides an opportunity to sell your 
firm as office appliance headquarters rather than the brand 
of office equipment. 


Make Firm Name Prominent 

Be sure that there is plenty of space at the bottom of the 

mat for your firm name. Use a sig-cut that is distinctive so 
you can build identification in the reader’s mind. Keep the 
size of the type in your firm’s name as large as the size used 
for the brand featured in the mat. 
@ PROBLEM: This office equipment dealer’s letter brings out 
a problem that has a way of repeating itself in business. He 
writes: “My stock of letterheads is low and I’m planning to 
have some more printed. Can you give me some suggestions 
on how I can change my letterhead?” 

SOLUTION: There were several points on this particular 
letterhead that called for improvement. Detailed information 
as it specifically applied to this office equipment dealer’s letter- 
head was sent by return mail. However, as a result of this 
detailed analysis, the following check list was developed that 
will prove helpful in developing letterhead plans. 

1. Select a good readable type. Old-fashioned ornate type 
is hard to read and will peg your office equipment business 
as not being modern and up-to-date. 

2. Buy good quality paper stock. Most office equipment 
dealers do not use enough letterheads in a year’s time to 
make the price difference in paper stock important. Figure 
your cost on an annual basis, not on the printing job. 

3. Patronize a good printer. Here again the cost difference 
is so small that the saving is negligible. And, the best print 
shop may be less expensive because of the volume of work 
they have because they do good printing. 


Danger in Stock Cuts 

4. Don’t use stock cuts. Printers have stock cuts that can be 
used at no additional cost. However, these may be used by 
other merchants and will eliminate distinctive identification 
for your office equipment business. 

5. Don’t buy too many. Consider how many letterheads 
you use in a year’s time. Buying in quantity may save money 
if you don’t move, don’t change your business name, don’t 
add or drop a line of equipment, and the stock of letter- 
heads does not get dirty or out-of-date. 

6. Buy matching envelopes and statements. When ordered 
at the same time, you can be sure the ink, type, color, and 
weight of paper will be the same. Then, too, there will be a 
continuity in your printed matter that will build identification 
for your office equipment business. 

7. Don’t “date” your printing. Slogans that say, “17 years 
at this location,” are dated in one year. Why not say, “Since 
(the year)”. This will be good year-after-year without any 
change in copy. 

8. Identify your business. Unless your office equipment firm 
name includes the term “office equipment,” it should be in- 
cluded in your letterhead. This serves as a subtle salesman for 
your business all the time at no extra cost. 





Ken White Takes Two Awards 

Ken White Associates were presented with two awards of 
merit in the recent nation-wide interior design competition 
conducted by Institutions Magazine. The Westwood, NJ. 
industrial designers were cited for the public area and adminis 
trative office, St. Joseph’s Hospital, Philadelphia, Pennsylvania 
and for the entire institution, K-State Union, Kansas State 
College, Manhattan, Kan. 
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t and which includes customer-winning Miami Systems, 
ealer's the complete line of printed forms for every 
— business need. 

— Miami Systems make sales and friends right 

from the start. Businessmen really go for 

me their time-saving efficiency and convenient, 
on an easy to mail and file size. They are 
p the delighted, too, with their sensible cost, 
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MIAMI SYSTEMS CORPORATION 
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MSC Business Aids include—Autographic Registers tei 
and Forms, Continuous Forms, Continuous i 


Interleaved Sets, Rite-Type-Snap Carbon Forms. 


/57 OA-1/57 113 











is the word for 


METAL-LUX 
deluxe clerical posture chair 


There is “executive distinction” in every line of 

this chair, from its foam rubber back-rest and Latex 
“Breathing Comfo-Cushion”’ seat to its streamlined 
swivel base. It has no equal for posture comfort and its 
good looks excel anything ever created in metal. 

Here is a chair which “‘belongs” where only the 

very best is desired. It’s the chair that builds customer 
good-will for you. Write for complete details now... 
this perfection in posture can be the most 

profitable chair you've ever offered. 


“ there is nothing finer in metal 


MILWAUKEE METAL FURNITURE COMPANY 


101 N. Campbell Ave., Chicago 12, Illinois 


114 


A “LOST-SALE” Quiz 


Fast-Talking Fred 





“THE HIGHPRESSURE HAWK’”’ 


tries to coerce his prospects into buying with 


veiled threats of shortages and price rise. 


He loses sales because... 


a)...he wrongly assumes his prospects 
want his product — at a price. 
b)... prospects decide to cancel the order 


after he leaves. 


c)...his prospects don’t believe his story 
the second time. 


You guessed it, (c), highpressure selling may make 
a one-time sale but it never works with those regular 
customers who are called on repeatedly. Instead of 
these high-handed methods Fred should have pointed 
out the better service his company offered and the 


higher quality and extra features his product had. 


Always be truthful about your product and be sure 
to give the prospect sound reasons for ordering. 
Only through this policy of sincere helpful service 
an you count on winning and holding regular 


customers. 
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SPECIALIZING IN 


MASTER UNITS 
SPIRIT AND HECTOGRAPH CARBON PAPERS 
SPIRIT CARBON PAPER RIBBONS 


DUPLICATING FLUID 


RECOGNIZED THE WORLD OVER 
FOR THEIR HIGH STANDARDS 


AND DEPENDABLE PERFORMANCE 


SUPPLIERS TO DUPLICATING SPECIALISTS EVERYWHERE 


ROSE RIBBON AND 
CARBON MFG. CO., INC. 


AND FACTORY 


HARRISON. NEW JERSEY. U.S.A 
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| Appointments ___ 


the top selling line of | 


gummed specialties 


SUPRERDEX 


Ahern Joins Autopoint Co. 


Charles Ahern has just joined the Auto- 
point Co., division of Cory Corp., as 
western territory representative. He will 
represent Autopoint in Arizona, Nevada, 
Oregon, Washington and California. A 
native Westerner, Mr. Ahern’s residence 


E 





Vs TN is in Los Angeles. He has operated his 
own sales representative firm 
bes Sell; , 
best, an . Represents Milwaukee Chair in Northwest 
. e Vo 
Priced fo, ». om PPh the | 
r Ms . . 
co Ig Petjtz;,, Scott H. Waters is now representing the 
Sum Sh le 1 r lively Milwaukee Chair Co. and Milwaukee 


Metal Furniture Co. in the Pacific North- 
west. He has long been associated with 
kindred lines and will continue to work 
out of his Portland, Ore., headquarters. 
He will cover Idaho, Montana, Oregon 
and Washington. 





Manages Clary Newark Branch Office 





Clifton W. Phillips has recently taken 
over the managerial post in the Newark, 
N. J., branch of the Clary Corp. Mr. 
Phillips has been a sales representative 
irr Atlantic Seaboard areas for cash reg- 
ister and accounting machine manufac- 
turers since 1940. 


New Salesman for H-O-N Co. in East 


Bob Goss was recently appointed sales- 
man for the Middle Atlantic states area, 
including eastern Pennsylvania, Dela- 
ware, Maryland, southern New Jersey 
and Washington, D.C., by the H-O-N 
Co. Previously he was a salesman for 
Fidelity Steel Equipment Co. 





Named Parker Pen Assistant Vice-President 


John G. Mack has been appointed as- 
sistant domestic sales vice-president by 
the Parker Pen Co. His new post carries 
officer status. Previously, Mr. Mack was 
assistant general sales manager of the 
firm. He has been with sales manage- 
ment in the company since 1946 except 
for a period between 1953 and 1955. 





Art Metal Names Branch Manager 


1a te d I; C. T. Cates has been appointed manager 

e- Ve of the Cincinnati branch office of the 

ry Art Metal Construction Co. Mr. Cates 

# has been with Art Metal since 1950 

when he started as salesman in the 

Philadelphia branch office. In Cincin 

THE WARSHAW MANUFACTURING C0., INC. nati he will be in charge of all sales o 

Art Metal office equipment, Postindex 

1 MAIN STREET BROOKLYN 1, O.%. |) nto ling eqmenell and Wabash 
filing supplies. 
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it all adds up to a 


low cost high quality 
product...the 


new Regna itemizing vues register 


a cash register, 
adding machine 
and simplified 
bookkeeping 
machine 

ALL IN ONE 
STREAMLINED UNIT! 


IN CANADA: Regna Cash Registers of Canada Ltd., 704 Notre 
Dame St. W., Montreal, Que., and Business Eauipment Machines, 
489-R King St. W., Toronto, Ont. 


OUTSIDE CONTINENTAL U.S.: Jorgen S. Lien, Box 507, Bergen, 
Norway. 


Complete stock of Regna parts available throughout the U.S, 


a 
| 
. 


Regna Cash Bbciaters. Inc. 
175 Fifth Avenue, New York 10, N. Y. 


Gentlemen: 


Please send more information on the new Regna itemizing Cash 
Register and outline advantages of becoming a Regna dealer. 
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Look to 


UNGHORN 


CARBONS...RIBBONS 


fora 


Leaders in 

AMCO’s complete 
line of carbons 
orale Mal) *lelar 

for the office— 
leaders if sales 
and profits for you! 


Send for Illustrated 
AMCO Catalog 


oy ae 


AMERICAN CARBON PAPER MFG. CO. 


Factories at Ennis, Texas ® Chatham, Va. @ Paso Robles, Calif. 
Branch Offices and Warehouses at Houston, 

Dallas, Birmingham, Monroe, Los Angeles, 

Denver, St. Lowis, Orlando. 
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Buffet Supper Kicks Off 
Horder Founder’s Day Sale 


Effective internal sales promotion! Horder’s, Inc., large Chi 
cago stationery and office equipment firm, added stimulus to 
its employees as their annual Founder’s Day Sale got under- 
way last week. A buffet supper was given by the management 





Pitchman Willis Wolf, stores’ supervisor for Hor- 
der’s, Inc turns “‘pitchman’’ at the stores’ annual 
Founders Day Sale buffet supper for the employees 


for all sales and merchandising personnel in Horder’s big em- 
ployee dining room after which an interesting program was 
presented. 

A stage was set up on which were displayed groupings of 
the most significant merchandise offered during the two-week 
sale. The program included a skit put on by Horder employees 
and was presided over by Rick Owen, who was dressed to re- 
semble the well-known “Order From Horder” advertising logo- 
type. This humorous skit emphasized the “how to sell and what 
to sell” idea. 

On the same program, Art Replogle of Replogle Globes, 
Ed Stein of Stein Brothers, and Jack Murray of Maso Steel 
Products brought out the many good selling points of their 
own particular merchandise. 


Royal McBee Promotes Two 

W. W. Pennels, vice-president of office typewriter sales and 
service for Royal McBee Corporation, has announced two new 
appointments within the corporation’s managerial ranks. 

John L. Schultz, formerly manager of the organization’s 
Flint, Mich. office, has taken over management of the Brook- 





R. W. Federspiel 


J. L. Schultz 


lyn, N. Y., branch. Mr. Schultz has been with Royal since 
1946. 

Ralph W. Federspiel, a former typewriter salesman for 
Royal McBee in Indianapolis, Ind., has been named to replace 
Mr. Schultz as manager at Flint. 
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COMFORT: ENGINEERED 


POSTURE CHAIRS. 





NO. 477 

Seat, 17” wide, 14” deep, cushion 
2” bonded foam rubber. — Back, 
15” wide, 9” high, cushion 1” 
bonded foam rubber.—Seat height 
adjustment 42”. 
Back height adjust- 
ment 4”. — Base 1%” 
steel tubing. 











NO. 500 
Seat, 17” wide, 14” deep, cushion 2” bonded 
foam rubber.—Back, 15” wide, 9” high, cush- 
ion 1 bonded foam rubber.—Seat height ad- 
justment 414’.—Back height adjustment 4”.— 
Base, one piece stamped heavy gauge steel. 





NO. 560 
Seat, 17” wide, 14” deep, cushion 2” bonded 
foam rubber.—Back, 15” wide, 9” high, cush- 
ion 1” bonded foam rubber.—Seat height ad- 
justment 414”.—Back height adjustment 4”.— 
Base, one piece stamped heavy gauge steel. 


NO. 600 
Seat, 18" wide, 


high, cushion |" 










15" deep, 3" cushion, 
molded foam rubber.—Back, 15" wide, 9" 
molded foam rubber.— 
Seat height adjustment 4!/2".—Back height 


NO. 300 
Seat, 17” wide, 14” deep, 
cushion 2” bonded foam rub- 
ber. — Back, 15” wide, 9” 
high, cushion 1” bonded foam 
rubber.—Seat height 
adjustment 412". — 
Back height adjust- 
ment 4”. —Base 114" 
steel tubing. 





New selection of Secretarial Chairs to give comfort and posture 
to employees in their individual work stations. These rugged 
chairs are built to high customer standards to give quality and 
longer chair life, even under the most rugged use and abuse. 


Available in an assortment of colors and upholstery fabrics to 
build warm, friendly atmosphere, giving proper environment 
for high productivity. 


Easy to adjust. All personnel can now adjust their chairs to 


‘individual size and comfort, regardless of whether they are 


short or tall, thin or stout — fitting the chair to their own body 
requirements with simplified Posturect adjustments. 


NO. 800 

Seat, 17” wide, 14” deep, 
cushion 2” bonded foam rub- 
ber. — Back, 15” wide, 9” 
high, cushion 1” bonded foam 
rubber. — Seat heighi 24%”, 
adjusts to 28%4"’.—Back height 
adjustment 4”.— Base, 1%” 
steel tubing. 





adjustment 4".—Base, one piece stamped 


heavy gauge steel. 


Copyright 1956 by 


PRECISION-POSTURECT CHAIR CORPORATION 


Division of 


Precision Metal Workers 
3100 CARROLL AVENUE 


Manufacturers of Office Chairs since 1939 
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CHICAGO 12, ILLINOIS 


PRECISION-POSTURECT CHAIR CORPORATION 
Div. of Precision Metal Workers 
3100 Carroll Avenue, Chicago 12, Illinois 


Please send complete descriptive literature and prices 
NAME 
FIRM 


saonws TOME 2... GIRFE. ..sccssenn 
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A Businesslike Approach to 
All Your Marking Problems! 


THE “CROWN LINE” OF MARK- 
ING DEVI«*ES IS THE FINEST 
EVER MADE. Aggressive Dealers de- 

mand EXTRA QUALITY CRAFTS- 
MANSHIP « ECONOMY + EFFICIENCY 
FASTER DELIVERY «+ and HIGHEST 
PROFIT YIELD. These are the outstanding 
reasons why more prosperous dealers insist 
on the best... 


"The LAOWN LE!” 


THE GOOD NEWS IS OUT!...no 
other marking devices compare with 
the highest standards established 
and maintained by CROWN. 
Why not make it your line? 
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your best buy 


1957 


Write for literature on our 


complete CROWN’ line 


R. A. STEWART 
AND CO., INC. 


8O Duane Street 
New York 7, New York 


| 


Deaths 





Harry Lloyd Nichols, 

a man with a legion of friends in the stationery and office 
equipment industry through his long connection in sales with 
The Weis Manufacturing Company, died November 24 in 
Columbus, Ohio. 

Death was a release from many months of illness following 
a stroke suffered on April 3, 1953 while he was visiting in the 
home of his brother-in-law, Roger Green, at Winchester, Ind. 
During this period of invalidism, he was cared for by his wife, 
Mable, at their home in Columbus. A brother, Harold, lives 
in Rochester, N.Y., and a sister, Mrs. William Millett, in 
Brookline, Mass. 

Mr. Nichols was born July 15, 1883, in Sommerville, Mass. 
Most of his male ancesters were hardy seafaring men. His 
father was a craftsman of the highest order and his working 
years Were spent carving wooden pipes for pipe organs. 

In 1905, Harry Nichols struck out to face life on his own. 
He early became a salesman and after 13 years of service with 
Glidden-Hide, a wholesale hosiery firm in Boston, he joined 
the sales force of The General Fireproofing Company. On 
April 15, 1918, traveling Ohio, Indiana and Michigan. Three 
years later he married Mable Green of Winchester, Ind., 
whom he met as a secretary of one of his customers, A. E. 
Boyer, a stationer in Muncie, Ind. 

In the fall of 1921 he became a salesman for The Weis 
Manufacturing Company. This connection was to last 31 years 
and about six months, when he was compelled to retire be- 
cause of failing health. 

It was with Weis that his skill of making and keeping 
friends for himself, and customers for his company came into 
full flower. From his employment until his retirement he was 
top "man in the Weis sales force every year, and during that 
entire period he was top man every month except one. 

Such a personality coupled with such a record was bound 
to attract national attention and he soon became a staunch 
friend of Charles P. Garvin, then the general manager of the 
National Stationers Association. In the spring of 1938 he 
toured the country in company with Harold J. Hampton of 
Indianapolis, who that year was president of the National 
Stationers Association. 

In 1939 he was elected vice-president of the Field Division. 
His wise counsel was so respected by the managers and officers 
of NSA that he came to be something of an “ex-officio ad- 
viser” at the request of each succeeding administration. So it 
was that again in 1947 at the request of another president, this 
time L. S. Crowl of Toledo, Ohio, he once again attended 
13 regional meetings of the association. Because of this record 
it was not surprising that he was one of the first small group 
elected to honorary life membership in what was later to be- 
come NSOEA. The Fifth District Travelers Club and Great 
Lakes Travelers Club extended him honorary memberships. 

His chief interest was his friends and few men have had so 
many. Among them were many of his former golfing part- 
ners at the Columbus Country Club where he maintained a 
membership for many years. The cultural side of his life was 
not neglected as he was a habitual reader and history was his 
favorite field. When in recent years his eyesight began to fail 
he maintained his up-to-the-minute awareness of world affairs 
by utilizing a government reading book record machine as well 


as the radio 


George A. Naeter, 

who with his brothers, Fred and Harry Naeter, founded The 
Southeast Missourian, newspaper of Cape Giradeau, Mo., died 
November 10 in a hospital in St. Louis, Mo. 

Mr. Naeter was also president of the Missourian Printing & 
Stationery Company in Cape Girardeau, although he had not 
been active for several years. 

A printer since boyhood, Mr. Naeter started his newspaper 
career as a lad of 15 on a weekly paper in Shelbina, Mo. From 
this simple beginning came a career as a master printer, one 
that spanned the period that saw the coming of the Linotype 
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Bread-and- Butter items 


Popular Agate 


| cae iy cana 


LETTERS 


UTILITY AGATE CARD FILE 
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VERTICAL LETTER TRANSFER 


WizarD 


PULL OUT DRAWER 
STORAGE CASE 


WITH 
STACKING 
FRAME 


VICTORY: 
TRANSFER STORAGE CASE 
FIBRE BOARD 
TRUNK TYPE 4 





The Weis Manufacturing Company, Monroe, Mich. 
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ANGLED ANO 
MAGNIFIED 





for Read-at-2-Glance 
VISIBILITY 


Customers are asking for Barkley Plastic Tab Card 
Indexes because they know angular and magnified 
plastic tabs speed filing and finding—saves expen- 
sive filing space too! Make sure you carry adequate 
quantities in stock. 

Three sizes available: 
3x 5,4x6,5-x 8. In six 
colors: Green, Amber, 
Red, Pink, Blue, and Clear. 


Write for 
illustrated 
literature. 






Serving 
Stationers 
Since 1921 
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machine to replace handset typesetting, and the other mechan- 
ical developments that today make possible the great news- 
papers of the nation. 

The decedent’s civic activities were numerous. He was known 
as a perfectionist in printing and as co-publisher of the Mis- 
sourian he was always interested in that newspaper’s growth. 

He was born May 14, 1869, at Shelbyville, Mo., the son 
of George and Mary A. Naeter. His father was a German 
immigrant and Union veteran of the Civil War. 

Mr. Naeter, who was never married, made his home with 
his brother, Fred, who survives, together with a niece, Mary 
Naeter, and a nephew, Harry Naeter. 

* 


Mrs. Ruth A. Balch, 
47, wife of Harry Balch, vice-president of the Quality Park 
Envelope Company, died November 28 in her home at Ar- 
lington Heights, Ill., after an illness of several months. 

A resident of Arlington Heights 18 years, Mrs. Balch was 
active in several women’s clubs there. 

Surviving are the husband; a daughter, Dorothy; a son, 
Keith, and four sisters and one brother. 

* 


William D. Paine, 

86, of Pelham Hall, Brookline, Mass., well-known stationer, 
newsdealer and civic leader for more than 50 years, died 
Oct. 18, following a short illness. Mr. Paine was an active 
member of the Boston Stationers Association, Inc., and dur- 
ing his lifetime in Brookline, he served as water commissioner 
and vice-president of the Brookline Co-operative Bank. The 
Boston Stationers Association paid tribute to him with a me- 
morial resolution on November 24, citing his contribution and 
service to the stationery industry. Mr. Paine is survived by 
one grandson, William D. Paine, of Intervale, N. H. His 
name has been given, too, to the William D. “Bill” Paine 
Camp Fund for Boys, a Brookline institution. 

« 


Roy L. Wood, 

51, of suburban Raytown, Mo., died on November 12 at the 
Research Hospital where he had been a patient three weeks. 
He was part owner of the Wood-Dando clothing store in 
Raytown, in the Kansas City area. 

Mr. Wood’s death was a shock to his many friends in the 
stationery industry. Until a year ago he was assistant sales 
manager for the Esterbrook Pen Company in Kansas City. 

Surviving are his widow, Mrs. Mary C. Wood, and his 
parents, Mr. and Mrs. Roy J. Wood, Kansas City, Mo. 

* 


A. T. Webb, 

65, who, in partnership with a son, L. V. Webb, owned and 
operated Webb's Inc., office and school supply company of 
McAlester, Okla., died recently, following a long illness. 

A resident of McAlester for 30 years, A. T. Webb was ac- 
tive in business and civic affairs, and was well known in Ma- 
sonic circles. 

Survivors include the widow, Mrs. Clara Webb; a son, L. V. 
Webb, McAlester; a step-son, J. E. LaRue, Camp Chaffee, 
Ark.; and two daughters, Mrs. Helen Springer, Ventura Calif.; 
and Miss Dorothy Webb, Tulsa; two sisters, eight grandchil- 
dren and two-great-grand-children.—EVH 





Three Promotions Made by Marchant 

Three recent promotions were announced by Edgar B. 
Jessup, president of Marchant Calculators, Inc. Both were in 
Canadian offices of the company. 

Charles G. Honeysett has been moved to the position of 
district manager of the Kitchener, Ontario, district office. He 
was formerly a sales representative in Marchant’s Toronto 
district office. 

At the same time, Douglas R. Hagen has been promoted to 
the post of district manager in the Hamilton, Ontario, district 
office. He was formerly district manager in the Kitchener 
office. 

Also moving to the Hamilton office is John R. Beston, a 
former sales representative in Toronto, who is now service 
manager. 
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Machine or secretarial desk 





















Microfilm files 
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Credenzas—83 combinations 








Your “Y and E” franchise gives you some strong selling 
medicine. With this single well-known, respected 


Your customer gets uniform styling, colors and 
quality, whether he is furnishing his general office 
or an executive office. 


YAWMANAND F RBE MFG.(O.INC. 101 5say street + RocHesTER 3, X.Y. 


A TIME-HONORED NAME, A QUALITY LINE, A VALUABLE FRANCHISE 


line you can fill nearly any office equipment need. 
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JUSTRITE COMPANIES FEATURE 
SELF-SERVICE ENVELOPE LINE! 





Attractive envelope displays for point-of-pur- 
chase counter sales are currently featured for 
dealers by the Northern States Envelope Co. of 
St. Paul and its associate, the Justrite Envelope 
Manufacturing Co., of Atlanta. 


Consisting of a compact display rack for show- 
ing various sizes of clasp envelopes, and Justrite 
Packs of neatly boxed envelopes, these self-service 
items are reported to have successful sales in 
dealer stores throughout the country. 

The clasp unit affords prominent display and 
is designed for impulse sales of one or more 
envelopes. Suggested retai! prices are furnished 
with each display. 

Justrite Packs are offered in both popular No. 
63/4 and No. 10 sizes in plain, air mail, and return 
address styles. Compactness makes them ideal for 
home use, for small businesses, and while traveling. 

Write either Justrite Company for an envelope 
catalog and more information on these and other 
items of Justrite’s complete line of standard and 
specialty envelope products. 


2 MODERN FACTORIES 


NORTHERN STATES ENVELOPE CO. 
300 EAST 4TH ST., ST. PAUL 1, MINN. 


JUSTRITE ENVELOPE MANUFACTURING COMPANY 
523 STEWART AVE. S.W.; ATLANTA, GA. 


SOLD FOR RESALE ONLY 
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Dates to Remember 


1957 CONVENTIONS 


March 4-7—Wholesale Stationers Ass’n. of U.S.A. merchan- 
dise exhibit, New York Trade Show Building, New York, N.Y. 


March 7-8—Wholesale Stationers Ass’n. of U.S.A. annual 
convention, Commodore Hotel, New York, N.Y. Donald S. 
Frey, secretary-treasurer, 1609 Sherman Ave., Evanston, Il. 


March 11-14. Office Management Association of Chicago ex- 
hibit. Conrad Hilton Hotel. George A. Roubik, 105 W. Madi- 
son St., Chicago 2. 

March 28-31. National Office Furniture Ass'n. Jung Hotel and 
Municipal Auditorium, New Orleans, La. John R. Gray, ex- 
ecutive director, 327 S. LaSalle St., Chicago 4, Ill. 

April 23-26. National Association of College Stores, Sherman 
Hotel. Russell Reynolds, general manager, 33 W. College St., 
Oberlin, Ohio. 


May 12-16. National Office Management Ass’n. convention 
and exhibit, Los Angeles, Calif. 


May 18-20. Offureps Club of New York second New York 
Office Furniture Trade Show, New York Trade Show Building. 
Offureps Club of New York, 229 Madison Ave., New York 
17, N.Y. 

June 2-5. Stationery & Office Equipment Guild of Canada, 
Inc.; at Edmonton, Alta., Canada. Fred Smart, secretary man- 
ager, Room 1029, 159 Bay St., Toronto 1, Canada. 

June 30-July 3. National Office Machine Dealers Ass'n. Wil- 
liam Penn Hotel, Pittsburgh, Pa. Harold W. Mann, executive 
secretary, 1542 Hillhurst Ave., Los Angeles 27, Calif. 
September 28-October 2. National Stationery & Office Equip- 
ment Ass'n. Conrad Hilton Hotel, Chicago. Paul E. Burbank, 
executive vice-president, 740 Investment Bldg., Washington 5, 
Dx. 

October 28-November 1. National Business Show. New York 
Coliseum, New York City. 


REGIONAL DATES 
Region 
9 Shamrock Hotel, Houston, Tex. April 8, 9 


5 Hotel Cleveland, Cleveland, Ohio April 11, 12, 13 
4 The Vinoy Park Hotel, St. Petersburg, Fla. 


April 25, 26, 27 
8 Chase Hotel, St. Louis, Mo. April 29, 30 
6 itaust Hotel, Rockford, Ill. May 6, 7 
10 Hotel Ben Lomond, Ogden, Utah May 10, 11 
14 Lafayette Hotel, Long Beach, Calif. May 13, 14 


11 Hotel Winthrop, Tacoma, Wash. 
12 Hotel Awahnee, Yosemite, Calif. 
7 Hotel Savery, Des Moines, Iowa June 3, 4 
13 Grossinger Country Club, Ferndale, N. Y. — June 10, 11 

2 Hotel Sagamore, Lake George, Bolton Landing, N. Y. 
June 14, 15 
June 27, 28, 29 
July 1, 2 


May 20, 21 
May 27, 28 


1 Hotel Griswold, Groton, Conn. 
3 Claridge Hotel, Atlantic City, N. J. 





Rem-Rand Film Depicts Typewriter Use 


“The Typewriter in Business” — the first motion picture 
ever produced on the many important uses and adaptations of 
today’s versatile typewriter — has just been announced by 
Remington Rand. 

The film demonstrates the purpose and use of important 
typewriter devices, attachments, keyboards and other varia- 
tions, and shows how an office can run more efficiently with 
these modern typing developments and with well-trained 
people to operate the modern typewriter. Every major use of 
electric, manual and noiseless typing is covered, from the 
simplest straight copy typing to the most complex automatic 
typing initiated by a giant electronic system like Univac. 

Business firms, Government agencies and schools, are in- 
vited to make arrangements, without charge, for viewing this 
20-minute 16 mm black and white sound motion picture 
simply by contacting the local Remington Rand sales office 
or writing Remington Rand, 315 Fourth Ave., New York 10, 
N.Y., and requesting a copy of descriptive folder #R-8826. 
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Chairs can be better... .. 
Business, too 


WITH THE ALL- NEW 


5658-CB 5658-US MODAN SERIES (5600) 





( 


By 





5611-CB 5611-UB 
MOD. from the ultra modern construction and com- 
fort of this new series. DAN .. . from the smart, eye- 


appeal of the sleek Danish design in natural walnut. 
Add the new colorfast, washable TRILOCK fabric or 
grospoint in combination with top-grain leather or Nau- 
gahyde and you have a new idea in business chairs . . . 5610-CB 5610-UB 
and new sales and profit opportunities. 





UPHOLSTERED 
OR CANE BACK 
INTER-CHANGEABLE 






ALL FOAM RUBBER 
ALL CURVED PARTS STEAM UPHOLSTERY. 


BENT FROM SOLID WOOD. 


| 





5613-UB 







SATIN BRASS TILTING, 
CUSHIONED GLIDES 
AND FERRULES. 


5611-CB 


















5614-CB 5614-UB 
\\ are "tte pei best si is BOLING. 
BOLING CHAIR COMPANY 
High Point Bending & Chair Company - ler city, north c o| ina 


BS. AR 
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THE BEST ?... 


FULTON is constructed 
for QUALITY .. . it is 
now the Fastest Moving 


Volume Line! 


y. a) VD INKS.......... 


customer satisfaction... THE NATION'S 
NO. 1 CHOICE IN THE TRADE. Precision 
made for incomparable products by our 






many years of specialized experience. 








DRI-KWIK STAMP PAD ... expertly con- 
structed of specially woven felt and muslin 
on a perfectly insulated block. 










DRI-KWIK INKS... prepared 
by exclusive formula, odor- 
less, and dries instantly 
Available Red, Violet, 
Blue, Green, Black. 







PROFITABLE! Customer con- 
fidence always assured when 
you DEAL FULTON... THE 
PROFIT MAKING LINE. 

DEALER PROTECTION 


chase, regardless of quantity. You buy more reli- 


extends to every pur- 


ability, more economy, and better service at no 
additional cost. And when you WANT THE BEST, you, 
naturally CHOOSE FULTON! 


FULTON MARKING EQUIPMENT CO. 


82 Fulton St., Elizabeth 1, New Jersey 


“Manufacturers of Marking Devices for Over 49 Years” 
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(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


pecs gtr 6, 1956 


2,769,4 


769 428. 
769,518 


NN<s 


» N*® 


769,633 
769 678 


769 679 
769 68 32 


N 


NN 


Writ ng implements. Lynn P. Mart Fort Madison, low 

] rt Madison, lowa 

ys | Sharpeners Richard A. Onanian, Ar Mas 

nace rd Disc for Storing Information and System Using Such Record 
i Ralph R. Brouwer, Chicag t je 


Dispenser for Pressure Sensitive Adhesive Tape. Theodore H 
Better Packages 


In ulated Ledger Desk. Cari F. W 

Fi le Cabir eph H. Wis f 

Contro Mech anisms for Printing Machines Alexander A 
ghs Corp., Detr Mich. Il ustration 


Granted November 13, 1956 








2 170,18 36. Plate Sensing Means in Address Printing Machines T 
” t Illustration. 
2 570 187 Check Wri ting Accounting Machine ar W. Swar 
r d Corp., New York, N. Y. Illustration 
2,770 189 Card Int erpreting Machine for ~—) Double Punchings and Blank 
Columns r r, Endicott, N. Y C. Veburg, Richmond 
( f al Business Machines Cort New York, N. Y. Illustra- 
iam 
2,770,192. Sheet Receiving Tray for Rotary Printing Machine ester F 
he t 1 Edward J. Janke eve 1. Ohio, assignors t 
tian sraph-Nv [ Cleveland, Ohio 
2,770,221. Fountain Pen. William Tonkowict Newark N. J 
2,770,238. Loose Leaf Filing Trays or Binders. Frederick Robert 
a ‘ 
a As, 


call 
i» 








ae 








areiee 2770187 


P ro. a 
Bae wr hy 











2771706 
2771288 
England j Percy Jones (Twinlock t Beckenhan 
2 770 292 Spring-Back Chair. Bertis F. Hamiltor t Ind.; W 
H e rt F. Hamilton, deceased 
2,7 70,304 Re! ay Storage Unit. Henry L. Th 
t Corp., New Yor N.Y 
70 344 ne-Spact Control Mechanism A Fi at Platen Typewriter or the Like 
W. Swa We Hartford, ( i ynors t 
Ww lew iNustration 
2,770,416. Calculating Machine George W Hog 
to | ine Co., Inc lilustrat on 
2,770,419. Keyboards for Calculating Machines. | 














e W V f aid Lee assignor 1 Campb Illustration 
2,770,459. Stopping Dev ce for Card Feeding Machi nes. Lawrence A. Wilsor 
o ra gnam ton and Ueorge 1 } E } tt | 
ter t es Machines Corp eis York N 
2,770,472. Magnetic . >m0 Holders. Oren E. Whitwe enver, ( 
2,770,682. Telephone Handset Holder. Charles J. Ma New York 


Granted November 20, 1956 


2,770,913. Book Rack. Walter Easter Haskin, New Y ’ 
ed 1 W Jed ts Cr I ind ty, N. Y 
771,028. Tape Dispens ing. and Printing Device arles P. Tay 
j t j fachine C V 
2,771,059. Non-Flooding Fountain Pen. ae amin F. N er, Morristown, N 
2,771,075 Binder Walter Easter Haskin New York, N. Y ssig t 
1 Welded ts ( Inc., Long Island ty vy. Y 
2,771,076. Re cord Filing Jacket. Rudolph A Peter Hollywood, Calif 
2,771,137 Rec ord Contr olled Punch with Provision for Serial Numbering 
Bat N nor to International Machine rt New 
2,771,242 Bos ng ter Number-Printing Apparatus Controlled by a Calculating 
Machine. Le V Waldbergen, Frankfurt am Ma Germany. Illustration. 
2,771 293. Reco rd Card Controlled Statistical Machines. Eric John Guttridge, 
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||}adds New Improved 


wees ‘Luxury Line Desks _ 











= “ee 
eats, aston celina meer ati 


ee ee ee ee 


=> ot 


...and at no extra cost! 


Yes, more selling features—at no extra cost—is important 

news! They not only offer the customer extra value—but also 
make selling easier for Haskell dealers. Only Haskell know-how 
makes this possible—and what is more, you can depend upon 
Haskell to maintain this leadership in the budget field. Haskell’s 
engineering, designing and production departments work 
together constantly on a continuing program of new 
*mprovements and developments—so essential to progress in 
business today. No steel furniture line is complete without Haskell. 
Write for full details today. 














1 


New Selective Locking Device (Pat. Pend) 


The only device with the new Select-A- Pi ’ 
Drawer feature that locks all drawers or CW CVRD) wo 

any combination of drawers—as desired 
Spring-action dictation slide 


* STEEL DESKS © TABLES * CABINETS © ACCESSORIES 


’ 
‘ 


303 E. CARSON STREET © PITTSBURGH 19, PA. 


Pencil tray with business card compartment 


= 





— — 


Upright dividers of high impact styrene 
New island base—easier attachment 
Island base protectors 

New satin-finish, chrome hardware 


oN O Ww & WwW WD 


Satin-finish, anodized aluminum molding 














. and many others 
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SELLS LIKE HOTCAKES! 


a 









FE 
I-RITE... 


because 
it’s the 


EASIEST 
T0 

USE 
DUPLICATING INK 


ON THE MARKET! 







A duplicator ink that actually @ No oil creep in pad 
dries as it stacks on mimeo @ No offset, smudge, 
bond (and some rag stock). Per- slip-sheeting 


formance guaranteed, too! Little © Wit act harden the 
wonder, Canode Dri-Rite is a pad in any climate 
favorite in offices everywhere! © Will not clog pads, 
© me. harden in cylinders 
In new 1-lb. cans, 12-lb. cans or iy Uelen tana 


-lb. plastic squeeze-it package. 
”a P Se P e @ For both open and 


Black and 3 colors. closed drums 


Write Today tor Details on Private Brand Labeling 





INK SPECIALTIES CO., INC. 


519 North Halsted Street @ Chicago 22, Illinois 
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Barnes, England, assignor to Powers-Samas Accounting Machines, Ltd., London, 
Eneland 
the 331. Folding Typewriter Desk for Automobiles. Arthur Messman, Enid 


Jk 

2771 335 Rear- End Suspension System for Drawers and the Like. Hans W 
Regenhardt, Woo Ohio, assignor to Record Files, | Wooster, Oh Illustra- 
tion 


Granted November 27, 1956 


2,771,726. Sheet Handling and Envelope Stuffing Machine. Edwin H. Owen, Old 
jreenwich, Conn d Walter J. Hanson, Port Chester, N. Y., assignors to Pitney- 
Bowes, Inc., Stan fo rd, Conn. Illustration. 

2,771,837. Hectographic Address Duplicating Machine. Theodore A. Federwitz, 
Philadelphia, Pa., assignor to Scriptomatic, Inc., Philadelphia, Pa. Illustration. 

2,771,838. Feeding and Delivering Devices in Hectographic Address Printers 
Theodore A.Federwitz, Phil adelphia, Pa., assignor to Business Systems, Inc., Phil- 
adelphia, Pa. Illustration. 

2,771,858. Mechanical Pencil Having a Push Button, Step By Step Feed. Francis 
J. Cribbs and Thomas J. Cribbs, Poyntelie, Pa 

2,772,051. Record Card Controlled Statistical Machines. Richard Everest Baldwin, 
Coulsdon, England, assignor to Powers-Samas Accounting Machines, Ltd., London, 
England. Illustration 

2,772,093. Recording and Playsback Arm Operating and Setting Means For Dic- 
tating Machines. Anthony C. DeNapoli, Jr., Windsor, and Frank E. Runge, Branford, 


Conn., assignors to The SoundScriber Corp., New Haven, Conn. Illustration 
2,772,328. Automatic Synchronization Apparatus For Long-Time Transverse 
Magnetic Sound Recorder and Reproducer. William H. Lyon, Orange, Conn., assignor 
o The SoundScriber Corp., New Haven, Conn. Illustration 


Export Statistics 








of U. S. office machines, 
equipment and supplies 


NET Value 
Quantity (Dollars) 

Accounting Machines Non-descriptive, except Punched 
Eee eo are ; ; 3% 566865 

Accounting Machines Descriptive, except Punched card, 
et Rr se ee 358 851486 
List Adding "Machines, ‘except Punched card, New 2615 434189 
Non-List Calculating Machines, except Punched card, New 1217 425361 
Non-List Adding and Printing Calculating Machines, New . 1179 113454 
Card Punching and Auxiliary Machines, New ... 177 456914 
Accounting. Etc. Machines, Used and Rebuilt 767 181976 
Parts for Accounting Etc. Machines ........ ; 10 1819360 
Addressing Machines ery 97 35239 
Accessories and Parts for Addressing Machines , 39381 
Duplicating Machines, except Lithograph Offset 1633 279642 
Duplicating Machines, Lithograph Offset .... 27 54839 
Parts for Duplicating Machines ....... j 95707 
Cash Registers, New . aileaien’ 760 202066 
Cash Registers, Used and Rebuilt ..... 386 67170 
Parts for Cash Registers ....... 198553 
Typewriters, Standard, New, except Electric : 4699 564122 
Typewriters, Standard, Electric, except Automatic, New 740 197560 
Typewriters, Portable, New ............... : 1939 113227 
Typewriters, Used and Rebuilt, except Automatic 2581 100479 
SE. AIOE. i. o.c:x ns nat eeeleahiee.e 122 113460 
Parts and Accessories for Typewriters caine’ 780092 
ee. Sree 49936 100799 
| Pere eae 689 158172 
Mail-Handling Machines and Parts .... 67639 
Check-Handling Machines end Parts ... 80796 
Office Machines and Parts, Nes. sepa 137674 
Mechanical Pencils, all Materials, Doz. ..... . 14199 64103 
Mechanical Pencil Parts ...... : ; 16576 
Pencils, except Mechanical Black Lead, or. .... 33306 108306 
Pencils, except Mechanical, Nes., Gr. ....... 8374 45606 
| A ee ee ae ; 53283 
Crayons es ee 34341 
Fountain Pens, ee wee, BE. advcdave ; 99772 331323 
Fountain Pens, except Ball Type, Doz. .... 99772 331323 
Ball Pen Refill Ink Cartridges, Doz. wal 61870 97374 
Fountain Pen and Ball Pen Parts, Nes. .. 138322 
Fountain Pen Points, Gr. ......... ; 15490 65953 
Carbon Steel Pen Points, Gr. ......... 877 1096 
Desk Pen Sets ; siikincalll aatacadebeskcdesmueadl 10969 41756 
Ink Writing .... = gl tai teats 92938 
Ink, Nes. .. aie Ait eh cei Ge aca Gouira 209712 
Carbon Paper, Lb : 86757 94964 
Ribbons Cloth Inked for Office Machines .. 75465 
££. eae ere 446184 


(Nes.—Not elsewhere specified) 
Figures for August, 1956; Released in November, 1956; 
by the U. S. Department of Commerce 
(A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 





Free Handbook Shows 16 Ways 
To Cut Office Costs 

A new booklet comes to the aid of harried executives and 
managers faced with office moving or refurnishing problems. 
It starts with the warning: “Will your profits this year be 
eaten up in moving or redecorating your offices?” 

The booklet goes on to show 16 ways to get the efficiency 
and impressiveness desired and still keep within a budget. As 
part of its free publication service, Itkin Bros. Inc., offers 
the booklet at no charge. 

Copies may be obtained by writing to Itkin Bros., Inc., 
290 Madison Avenue, New York, 17, N. Y. 
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Available in pencil striped hand-rubbed walnut 


Modular units designed for maxi- 
=] 
mum flexibility. Suitable for luxuri- = A 


ous executive settings or efficient 





























general office edaptations. Com- 





plete lines in other contemporary 
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THE JASPER DESK COMPANY, JASPER, INDIANA 
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“I can’t | o)))/ 

afford to lose a (zt 
case before 

the trial starts!” 





Mr. Lester Smith, Lawyer, 
Detroit, Michigan, says: 


“The protection of briefs, affidavits, 
testimony and evidences—to mention a few 
is as vital in my profession as the safekeeping 
of ledgers is to a businessman. That’s 
why I welcomed a call from the salesman 
who sold me this 4-drawer Hercules® 
Multi-Lox insulated file.” 
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YOU TOO HAVE 
CUSTOMERS 
LIKE THIS... 


Every attorney and professional man in your 
area is a prospect for a Hercules Underwriters’ 
guaranteed insulated file. Canvass them all this 
month. And remember . you put your best 


argument forward when you sell Meilink. 


Meitink STEEL SAFE COMPANY 
TOLEDO 6, OHIO 


A, B and C LABEL SAFES, HOME VAULTS, INSULATED FILES, 
BUSINESS MACHINE AND TYPEWRITER STANDS 
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4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2835, Greensboro, N.C. 





People and things still bustin’ out all over. Bishop Office 
Equipment Co., Orlando, Fla., having occupied 37 and 39 
E. Robinson Ave., have now taken over No. 41 too and moved 
all the supplies to the new addition. The old store is devoted 
to equipment and my man, Joe Maura, says it is “nifty”. 
When Joe says something is “nifty” brother that’s what she is. 

e 

Joe also says the invitations are now out for the formal 
opening of Nashville Stationery Company’s new store at 1416 
Church Street, Nashville, so we are looking for some glowing 
reports on this one. 

® 

Now heres a “dilly”. I have to look over the list of new 
members of the NSOEA to learn that we have a new firm in 
St. Pete by the name of Suncoast Office Supplies, Inc. Looks 
to me like my Florida buddies are getting too much of that 
much publicized sun. Anyhoo—welcome to the fold Suncoast. 

* 

See where Waddey Office Supply Co., Augusta, Ga., is 
in the process of renovating the old cafe building at the corner 
of 8th and Ellis streets and expects to move into the new 
quarters about December 1. Now somebody get on the ball 
and send me the details on this. Marion Waddey III and Wal- 
ter K. Jomes are co-owners; Max Ontrow and Bob Mealing 
outside bush shakers and Betty (hiya Betty) Sherrod keeper 
of the books. 

° 

Look out Alabama—you struck oil again. Jay Thornton, 
editor and owner of the Haleyville Advertiser, is really ex- 
panding. He bought out the Walker County Times, Jasper, 
Ala. and plans to greatly expand the office supply section of 
the Times. It will be managed by William G. Jones, formerly 
with the Mountain Eagle, Jasper. 

® 

Have already been getting some plain and fancy reports 
about “Ham” Hammond’s new store in Atlanta, Since the 
formal opening was to be held on November 16, I am now 
looking for some glowing reports from several of you travel- 
ing gender. Ham’s Capitol Office Supply Company, 505 
Peachtree Street, N.E. is a living tribute to one of our 
“younger” members moving to the top in record time. Fact 
is—I knowed him “when”. 





2 

While we are in Atlanta, John H. Harland Company sends 
out the announcement of the move to a new “operating cen- 
ter” just off the Northeast Expressway at 655 Lambert Drive 
N.E. Formal opening festivities were to be held on November 
28 and 29, so with all them “Atlanta Clique” members in 
Atlanta, I should be swamped with reports. I’m a _ lookin’ 
boys. 

es 

Let’s get back up in Nawth Ca’lina. To those who travel 
up in these here parts it has long been a marvel to behold 
the amount of merchandise Mr. Carrol at Thomas Office 
Supply Company could, and did, squeeze into that little 
2 x 4 store. Now he announces to one and all that he has 
purchased a lot on S. Slocumb Street, next door to the Royal 
Crown Bottling Co., and will build a modern glass front dis- 
play warehouse measuring 225 x 75 feet. It will serve to dis- 
play both new and used office equipment and should greatly 
relieve the “congestion” at the store at 110 W. Walnut Street. 
Looks like Mr. Carrol is to give those new jet jobs out at the 
air base a run for their money-eh? 

* 

If any of you get to wondering what happened to Cliff 
Clifton he is now with Duke Bros. Furniture Company, Birm- 
ingham. 

° 

Got a new “lineup” at Spencer-Ryan Company, Gastonia, 
N.C. Leonard Ryan has sold his interest to the Spencers and 
is to open a Rem-Rand agency soon. A. M. Spencer, Sr. is 
still president with Arthur Jr. holding down the V.P. and 
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rRANCHISES 
AVAILABLE! 


VISIBLE RECORD SYSTEMS 











Mr. Dealer: Here's an opportunity to add bigger volume to your 
sales ... to fatten your profits in 1957. 


Dealerships are now being franchised by H-O-N throughout the 
United States. Why not act today to associate yourself with this 


world-recognized system of visible record equipment! Get in at 


if 








the very start to profit with this big 


volume line. 


Your inquiry will receive our immedi- 
ate attention. Write to The H-O-N 


Co., Muscatine, lowa. 














Shannovue Visible Card Record Equipment offers top 
grade quality and performance. Two types — exposed 
cards and pockets are available. Each type uses steel 
hinges and hangars to assure your customers of more ca- 
pacity and superior layback — plus long life satisfaction. 
Housed on slide trays in finely made steel cabinets or can 
be housed in panels, books, stands and brackets. 
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Shannovue Visible Strip Record Equipment is used for 
many purposes where only a brief amount of data is re- 
quired. This kind of system can be housed in books and 
frames. Frames may be used in rotary stands, horizontal 


and vertical stationary stands, and a variety of wall 
brackets, Individual strips, either wood-backed or trans- 
parent tubes, can be inserted and removed easily. 
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JETLEAF AND 
OTHER FINE 
NON-CURLING 
CARBON PAPERS 
...the “Finest’ 
made, permanent, 
smudgeproof — 
with exclusive C-Y 
blue-black ink 
formula, and 
the “slip-proof” 
plastic backing. 
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IBBONS 


..@ complete line of 
FINEST INKED RIB- 
BONS « SILK « NYLON 
e COTTON for every 


office machine 


i iid | 
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o 
. 
° 
° 
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OTHER PRODUCTS 

e Master Units for Spirit Duplicating. 

eH h and Spirit Duplicating Supplies — 
Master Units. 

e Printed Master Units. 

e World Famous Copy-Right and Stand-By Copy- 
holders. 

HANDSOME MODERN PACKAGES ° REALISTIC PRICES 

Please write for catalogue, price lists, SAMPLES 

and dealership or franchise information. 


HPLAPH LASS COPSOOLARODDAD 
POSSESSES ESSE ESSE SE SEEES CEE EEE EEO EEEEEEEEEE OE EOESESEEEHEEEEEEEEEEEEEEEEEESEEEEEESEEESEEEEEEESESEEEHEE EO EEEHHEEEHEEES 


CURTIS-YOUNG CORPORATION 


lla nufactir iB 





Copyholders — Duplicating Supplies — Carbons — Ribbons 


110 West 18th Street * New York 11, N. Y. * Cable fat) 3a felt), ic) 
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treasurer spots together with the buying. Roscoe S. Spencer 
is secretary. Spencer’s will be the new name, or to be exact 
the new-old name as they started with that handle 40 years 
ago. 

« 

Next time any of you travelers, or dealers, run across Joe 
Totherow and he don’t offer you a seegar ask him for one. 
Yep—he up and done it. After 11 years of married life he 
come up with a lil’ lady baby. All this happened back in Sep- 
tember but I’m just now learning of it and it wasn’t from 
Joe either. 

* 

Alex Culpepper, E. H. Clark & Co., Memphis, on Novem- 
ber 16 fell and broke his knee. A busted leg is bad enough 
for anybody but a knee is ten times worse. Alex expects to 
be in a cast for about six weeks. 

© 

Our ole fren, and most recent past president of the Travel- 
ers Club, Frank Link, also of Memphis, underwent and op- 
eration on October 29. At last report Frank was coming 
along fine but would require several weeks of recuperating 
at home. 

s 

Have just now learned that Len Gregory, Long Office 
Supply Company, Miami, lost his wife on August 11. August 
28 would have been their 34th anniversary. 

* 

Frank Kinzey, store manager and buyer for Roberts & 
Son, Birmingham, got tangled up with a “sawbones” too back 
on October 27 and my reporter says that everything came 
out fine. Frank expected to be back on the job in about a 
month so unless I hear otherwise, Frank, will assume you have 
adhered to said schedule. 

. 

Our ole fren and party-getter-upper-supreme Jim Cooper 
had himself a birthday last November 7, and received well 
over 100 cards wishing him well. On top of that he had a visit 
from Mr. & Mrs. Ben VanDerford all the way from Memphis. 
Jim had himself quite a ball so we can assume he is coming 
along fine. Incidentally Jim, if son Jack has run out of post 
cards tell him I will send him some. 

° 

Had dinner and a nice long confab with our hard working 
“sweetheart” and her lesser half Cholly last week and boys 
(you too Ellis) I'ma tellin you straight ole Cholly was so 
distressed about the laxity of some of you on getting those 
pictures in for the new roster that he almost had me cryin’ 
too. Honestly now—you ain’t doin’ right by ole Cholly. He 
don’t deserve such treatment so—if somebody else hasn’t 
already knocked the lead out of your pants by the time you 
read this, quit whatever you are doing right this minute and 
run down and get it made and rush it right off to Cholly or we 
will NEVER get that lovely new roster finished. Man, you are 
definitely holding up the works. DO IT NOW! !!! 

e 

We are to have the first meeting of the entertainment com- 
mittee in Atlanta in December so you can see that right now 
is not a minute too soon to get that reservation in for the St. 
Pete extravaganza. The same crew will be in charge of the 
party that has served up the last several super dupers so you 
know this one can’t miss. 

2 

Had me some pretty nice helpers this month. McLeod, Joe 
Maura, Alma “sweetheart” Hucke, Steve Stevens, Bill ((Bain- 
bridge) Keenan were the folks behind the news and herewith 
have my heartfelt thanks. 

s 

Nobody seems to want to come forth with a good eatin’ 
place in the Fourth so I'll just hop up to Roanoke, Va. and 
give you one. For a really nice, well-served meal, you won't 
beat the Angus House, located just above the Patrick Henry 
Hotel on Jefferson Street. The Angus House is done in true 
1890 style and the atmosphere leaves nothing to be desired. 
A sho’nuff seafood bar (with draft beer) is much in evidence 
with oysters and clams in season. They are primarily a 
steak house but if you are to be in Roanoke over the weekend 
they have a Friday special of all the Jumbo Shrimp you can 
eat for just $1.75 and Sunday night the same in Fried Chicken 
for $2.0U. Try "°em—I’m sure you will like ’em. 
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There are two important reasons why you'll find National Lock the ee 


answer to your hardware requirements. First . . . National Lock 
functional and decorative hardware is pleasingly styled and quality 
| made to enhance the user appeal of your products. Second. . . 
this one-source supplier saves purchasing and inventory headaches 
right down your production line. Ask for complete information. 
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IF YOU ARE AN ORIGINAL EQUIPMENT MANUFACTURER OR 
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IM NATIONAL LOCK COMPANY "i 


Rockford, Illinois . Industrial Hardware Division 
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Big let-down se6 


New Bassick “Diamond-Arrow” Casters 
Will Prevent This! 


“How are the mighty fallen,” a rhetorical question 
in Biblical times, sometimes becomes a painfully real 
question today. Painful for the unseated executive 
above—and embarrassing for the office manager. 


Just one of the reasons to put Bassick casters on all 
your office chairs and equipment. They give the easy 
action that ends the need for irritating pushing and 
pulling. 

Other reasons for Bassick glides and casters in an 
Office, of course, are the quietness with which they 
move and the way they protect expensive floor finishes 
and carpets. And once you've got sturdy, well con- 
structed Bassicks installed, you can forget about them. 

Ask your office manager customers to try Bassick 
casters. The Bassick Com- 


pany, Bridgeport 2, Conn. 
In Canada: Belleville, Ont. 





BASSICK CHAIR CONTROLS are an- 
other office favorite. The exclusive 
Flo-Tilt control above is a rubber 
torsion unit that can’t squeak, pro- 
vides the smoothest, safest tilting 
action ever. See your dealer about 
chairs with Flo-Tilt or conven- 
tional Bassick tilt controls. 








SERA S, 4 


A DIVISION OF 





MAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE 


5th District Notes 





PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohio 


The West Virginia Office Equipment 
Dealers Association in regular meeting 
at Charleston, West Virginia on Oc- 
tober 27, unanimously placed the 
organization under petticoat govern- 
ment and distaff rule for the ensuing 
year. The officers so elected are Mrs. 
Ellen May, May Office Service, Beck- 
ley, president; Miss Doris Dalton, 
Morgan’s, Inc., Huntington, vice-presi- 
dent; Miss Frances McCormick, Mc- 
Cormick’s, St. Albans, secretary-treas- 
urer. This organization challenges the 
entire United States on the fact that they have the prettiest 
complete set of officers in the industry, and look forward to a 
progressive and salubrious year. Thank you, Mr. Morgan, 
for the delicate phrasing, and our congratulations to these 
lovely ladies. 





@ 

Christmas Partying: This column goes to press before they 
happen, so I will have reports on the following in the next 
issue. The Queen City (Cincinnati) Chapter, Fifth District 
rravelers Club, has planned the stationers and travelers party 
for December 6 at Beverly Hills Country Club, and it is 
always a terrific affair. The Indianapolis Chapter holds theirs 
on December 12 at La Rues Supper Club in that city for 
stationers and travelers. The Cleveland Chapter, in lieu of a 
party, are continuing their project of contributing to im- 
provements to the children’s tubercular building in City Hos- 
pital of Cleveland. 

L. G. (Pat) O’Connor, formerly of O’Connor & Raque, 
Louisville, Kentucky, is now settled out in the sunny climes of 
California. His address js 515 N. Grand Ave., Santa Ana, 
California. 

* 


Duane R. Hulquist is the new store manager at Eriksen’s, 
Inc., Toledo, Ohio ..... Harold Short has been promoted to 
purchasing manager at Continental Office Supply Co., Inc., 
Columbus, Ohio. Robert Knott has joined the latter firm as a 
member of the outside sales force. 


Cleveland Chapter, Fifth District Travelers Club, is losing 
two of its most cooperative members. W. J. (Dixie) Carroll, 
Eberhard Faber Pencil Co., has been transferred to Florida, 
and will base in St. Petersburg. Bert Johnson, formerly with 
Eaton Paper Corp., is now general sales manager of National 
Detroit Publishers, Inc., and will relocate in Detroit. These 
two popular men were wished well at a luncheon in their 
honor on December 1. 

« 


The Polinsky Company, office furniture dealers, has 
moved to a new location at 210 E. Ninth St. in Cincinnati. 
Robert Horn is the new general manager. The Horns have 
purchased the firm from Harry Polinsky, who has moved to 
Columbus, Ohio. 

* 


Dealer Doings: Ray Kurtz, affable purchasing agent for 
Roth Office Equipment Co., Dayton, Ohio, tells us that his 
son, Richard, is home on leave after completing his boot 
training at Great Lakes, Ill....... Miller J. Huggins, Miller 
Huggins Co., Anderson, Ind., was recently appointed to the 
executive committee of The National Office Machine Dealers 
Association. He is also on the board of directors of that or- 
ganization. 

. 


L. J. (Larry) Schubert, All Steel Equipment Co., has relo- 
cated to Fort Wayne, Indiana...... F. R. (Mick) Losego 
is now traveling the territory for Quality Park Envelope Co. 
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IT'S HARTER AGAIN...WITA 





MODEL MODEL 
54-R 54-S 
TUBULAR ONE-PIECE FORMED 
BASES STEEL BASES 
MODEL MODEL 
55-R 55-S 





NEW COMFIT CHAIRS 


that put QUALITY in the low price range! 


Judge these chairs by any measure you wish. The seats, 


cushions. Formed-to-fit steel backrests are cushioned with 


A for instance, have molded foam rubber-Nucraft 


cool foam rubber. In upholsteries and finishes in 


ee 
Li ‘a Dp = D everything from backrest to casters you'll find quality in 
rT ri Mn _ Mn each detail. But the big news is that you get all this at 
STURGIS, MICHIGAN a price that’s truly competitive. If there’s no Harter 


STEEL CHAIRS dealer in your area, drop us a line and lets talk it over. 


Harter Corporation, 125 Prairie St., Sturgis, Michigan 
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No Handling / 


EXTRA PROFITS FOR YOU 
RECORDS TRANSFER TIME! 


No fuss — no bother — no stock for you to handle or 
re-ship. We'll drop ship for you at no extra charge 
direct to your customer, using your labels. DOLIN offers 
the most complete line of stee! transfer files (43 stock 
sizes) SOLD EXCLUSIVELY THROUGH THE DEALER. 
Send your order now — in time to meet your customer's 
transfer schedule. 


3 COMPLETE LINES 


STOCK 
SIZES 


ALWAYS IN STOCK 


"G300" SERIES 


Space saver file with 4 
easy-action nylon glides, 
for very inactive records. 
Heavy gauge steel-chan- 
neled construction — Dual- 
vision card holder — drop 
handle for greater aisle 
widths. 


7 STOCK SIZES 










NYLON GLIDES 


"R400" SERIES 


Space saver file with 4 
high-speed ball - bearing 
rollers, for active to semi- 








active records Heavy 
BALL- gauge steel channeled 
BEARING construction — Dual-vision 
ROLLERS card holder, drop handle 


17 STOCK SIZES 


"500" SERIES 


“Front office look’’ shoul- 
der front file with rollers, 
brass plated hardware. 
For active to semi-active 
records. Millions now in 
use 


19 STOCK SIZES 








EASY ACTION 
ROLLERS 


ALL PRICED TO MEET YOUR 
DIRECT SELLING COMPETITION! 
pevatable... envelope enclosures, 


circulars and other promotionals. 


METAL PRODUCTS 





OOL 


317-28 LEXINGTON AVE. 
BROOKLYN 16, N.Y. 
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6th District Notes 





C. O. SCHLAVER, correspondent 
Office Appliances 
600 W. Jackson Bivd., Chicago 6, Ill. 


In 1937 when Bill Saunders, W. J. Saunders & Company, 
Chicago, invited a few manufacturers’ salesmen to have a tur- 
key dinner with him in his store on the Wednesday before 
Thanksgiving Day, he had no idea that at the 20th such affair 
he would be host to more than 100 people. 

This year’s event required four roast turkeys, one delicious 
ham and all the traditional accessory foods, as well as copious 
quantities of liquid refreshment to obliterate the avid appetites 
of visiting salesmen and dealers. 

As customary, Tom Gillice, Rockwell-Barnes Company, 
functioned as turkey carver. Twenty annual appearances have 
made him adept at the job. 

° 

Members of GLTC are electing new officers late in Decem- 
ber. The former system of electing officers at the close of the 
year has been retained but the outgoing president, Harry 
Hoffman of Joseph Dixon Crucible Company, will be chair- 
man of the Travelers’ committee to assist Governor Byron 
Johnson in plans for the 1957 regional at Rockford. 

e 

At a recent meeting of the S. J. Olsen Company, Milwau- 
kee, Wis., Erwin W. Doepke, vice-president, was also made 
general manager. Arthur C. Finger, manager of the stationery 
department, was made assistant general manager. S. J. Olsen 
remains chairman of the board and Mrs. S. J. Olsen, president 
of the company. 

2 

Clarence Balliett, manufacturers’ representative of Mt. 
Prospect, Ill., is spending the winter in Florida (whoops! — 
club bulletin said California) with Mrs. Balliett .. . We were 
happy to have genial Ben Brohme, retired from Eagie pencil 
selling, with us at a recent meeting. Ben is living in Florida 
and says the latchstring is always out. 

co 

Dick Parrella, Eagle Pencil Company, has been chosen as 
chairman of the 1957 Birthday Ball. His co-chairman is Doug 
Allen, American Pad & Paper Company. More about this 
banner social event later. 

* 

At this writing the annual GLTC Christmas party was 
scheduled for Friday, December 14. A complete report next 
month. 

‘ e 

Norb Burgess, the Sanford ink man who served as chairman 
of the 1956 NSOEA convention, gets somewhat of a respite 
from tennis tourney direction in the winter. But you can’t keep 
a good man idle and he is heading up Oak Park’s Village 
Manager party to select good candidates for the world’s 
largest village government. Ken Henderson, Carter’s Ink Com- 
pany, is likewise an exponent of good government. He func- 
tions in suburban Hazel Crest. Your correspondent wishes 
these gentlemen would move out to Mt. Prospect to give him 
a hand in village trusteeship. 

* 

Ed Napp, that busy man around town in Manitowoc, Wis., 
and former governor of the 6th District, recently marked 15 
years in the stationery business and topped off the anniversary 
with a sale. The event was advertised by newspaper, radio and 
direct mail and there were few people in the Manitowoc area 
who didn’t know about Ed’s big day. 

6 


Jack Healy of C. L. Barkley Company, a resident of Park 
Ridge, Ill., is functioning as area governor Toastmasters In- 
ternational. We've had opportunity to see Jack in action and 
he’s no slouch at the business of toastmastering. 

a 

The death of Nellie (Mrs. Dwight) Francis of Francis Job 
Printery, Centralia, Ill. on November 20, 1956, of cancer, is 
reported. Mrs. Francis was 59. The firm just recently opened a 
store for sale of commercial stationery. 
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The customer says he ordered Legal size!" 
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Back in 100,000 B.C.—customer satisfaction was (liter- 








ally) a back-breaking problem. Today—thanks to the Spotseald’ Adding Me- 
chine & Other Rolls © Desk 


customer-keeping quality of ROCKWELL-BARNES Blotters, Embossed & Plain * 
File Folders, Manila * Note- 
books, Eye-Tint® & White, 
lf spring-bound * Pads, Plain 
or Ruled * Printed “COPY” 
/ Second Sheets * Bond & Sul- 
phite Papers * Duplicating 


Office Papers & Paper Products—customer satisfactien 

















is virtually assured! 

With R-B customer-keeping products in your 
stock, every customer-need is served with merchan- 
dise that is RIGHT. 


Papers * Mimeo Papers * 
Manifold Papers * Manila 


Second Sheets. 








Ask about Personalized L atels — another customer-keeping aid! 


_| 








————————— —_ oe ee 


Catalog, price list and | Rockwell-Barnes Company 


samples available to qualified 


dealers, upon request. | Specialists to the Stationer Since 1903 


35 EAST WACKER DRIVE © CHICAGO 1, ILLINOTS 
b ¥= $s eed 
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ready to talk profits for '57? 





Today’s market for Tab systems|Today’s best one-time carbon Snap- 
demands trouble-free forms. Hano |a-parts are Hano Multi-Snaps, Spe- 
Litho-Tab is your answer. cial and Custom Snaps. 


.». FHEN YOU’RE READY FOR 
Hano Business Forms! 





Standard body Register forms ...|For hand-written records, Hano 
low-cost (Han-o-Sav) list, plus) Refolders, Portables and Porta-Paks 
Custom Register List. are your answer. 


Hane dealers make profits! 


Because ... with the Hano line you can always 
sell the right form at the right price and deliver at 
the right time. This isa Hano combination (which 
includes top quality of course) that insures repeat 
orders...and profits. Get the facts... then 
judge for yourself. Now. ..ask for your copy of 
“Business Form Profits with Hano”. Dealerships 
‘ open in the South, Southwest and Midwest. 








PHILIP 


COMPANY INC. 


MANIFOLD PRINTERS SINCE 1888 


General and Sales Offices: Warehouse ond Branch Plant 
HOLYOKE, MASSACHUSETTS MT. OLIVE, ILLINOIS 
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He covers Ohio (partial), Kentucky, West Virginia and western 
Pennsylvania. 
. 

Just Married: This may be some kind of record, we don’t 
know, but Eriksen’s, Inc., Toledo, Ohio, boasts of three wed 
dings on successive Saturdays amongst their personnel. On 
November 17, Barbara Charles was wed to Leif T. Eriksen. 
The groom is the son of Leif E. Eriksen, vice-president of the 
firm. On November 24, Nancy Easter was married to Robert 
Johnston, and on December 1, Amelia Sierra married Robert 
Chew. Congratulations! 

° 

Dealer Remodelings: Randolph Desk Co., Cleveland, Ohio, 
has just completed new improvements and a general re- 
furbishing ...... City Desk Co., Cleveland, Ohio, has en- 
larged its quarters amid a general face-lifting ae 
Office Engineers, South Bend, Ind., has just completed a 
redecorating program ...... S. Rose, Inc., Cleveland, Ohio, 
has installed a new front, and modernized its showrooms. 

. 

Hurry Up and Get Well Dept.: Frieda West, comely secre- 
tary at Standard Office Supply Co., Louisville, Ky., is re- 
cuperating nicely after a hospital stay ...... R. L. (Bob) 
Seaman, Seaman Office Supply Co., Coldwater, Mich., 
suffered a coronary attack, and is in Community Health Cen- 
ter Hospital in Coldwater. 

© 

Sir Stork Flies Again: Whew! He shoulda tooka plane! 
Susan and Clem Martin, Geo. G. Fetter Co., Louisville, Ky., 
had their first child, a boy, on October 25. They named him 
Brian Keith ..... The Irving Potters, Heer Printing Co., 
Columbus, Ohio, had a son Stephen Craig, on October 29 
Pe ee Ethel and Les Lark, Eriksen’s, Inc., Toledo, Ohio, had 
a son, Jeffrey, on October 10...... The Max Petzkes, 
Spartan School Supply Co., were blessed with a baby girl 
iki ate Joan and Joe Kyle, Blaisdell Pencil Co., had a girl, 
Susan, on November 21. Our heartiest congratulations to 
these busy people! 

. 

Sad News: Beloved Harry Nichols, Weis Manufacturing 
Co., passed away on November 24 after a lingering illness. 
Mere words cannot possibly express the feelings of his count- 
less friends and sincere admirers ...... We regret, too, to 
report the passing of Mrs. Harry Balch, Quality Park En- 
velope Co., on November 28. We extend our heartfelt sym- 
pathy to the respective families. 

my 

Don’t Forget the 1957 Cavalcade of Sales in Detroit on 
January 23, sponsored by The Motor City Travelers Club. 
No further particulars are available at this writing. 

os 

Tempus Fugit: This correspondent wishes to take this op 
portunity to wish you all the happiest of Holiday Seasons, 
and a wonderful and prosperous New Year coming up. 





8th District Notes 


2001 S. Hanley Rd., St. Lovis 17, Mc. 


A pre-planning meeting of the 8th District NSOEA was 
held in Kansas City, Mo., at the Muehlebach Hotel on No- 
vember 9 and 10. The 8th Regional meeting will be in St. 
Louis April 29 and 30. 

At the Kansas City session, which was one of the finest 
we have ever had, many things were accomplished. The 
Midwest Travelers had their executive committee meeting, 
the 8th Region Foundation officers had a business meeting 
and the Midwest Travelers and the 8th Region dealers had 
a combined meeting in order to work out the details for the 
coming Convention. 

Our NSOEA president Leonard Wilcox, vice-chairman 
John B. Brain, Jr., of the Distributors’ Division, 8th Region 
Governor Sid Anderson and past governors of the 8th Region, 
Fred Pfaff, Vaughn Williams and Ray Kline; Midwest Presi- 
dent Jack Low and General Chairman Lou Blair spent many 
hours setting up the framework for our spendid meeting. The 
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Wolds Finest Duplicators 


AT THE WORLD'S LOWEST PRICES 


Introducing 
SPEED-O-PRINT’S 


LIBERATOR MODEL 3OO ELECTRIC 


SPEED-O-PRINT CORPORATION 


1801 W. LARCHMONT AVENUE + CHICAGO 13, ILLINOIS 








MODERN 
DESIGN 
PLUS 









Model No. 523 
Arm Revolving Chair 


OLD 
FASHIONED 
COMFORT 


Brings Customers Back 
Again and Again 





Model No. 521 
Arm Chair 


Here’s a pair that goes anywhere. And your customers 
will appreciate the executive look at a Jack Benny price. 


Gregson’s No. 520 Series has that modern day look plus 
old fashioned comfort that would please even grandpa. 
The solid Walnut Arm Swivel Chair and Companion Arm 
Chair are available in a wide range of colors, in Nauga- 
hyde or top grain leather. Deep coil springs and foam rub- 
ber, plus scuff plates and 2-inch bal! bearing casters, add to 
the life of the chair, and to the comfort of your customers. 


Sell your customers comfort and beauty in office furni- 
ture at a price they can well afford .. . Gregson’s Arm 
Swivel Chair and Companion Arm Chair. . . the perfect 
pair, for any office. 


DEALER INQUIRIES INVITED 




















GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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following people were present at the two-day session: 
Chester Kennedy, Ray Kline, John Lathrop, John Chown- 
ing, Leonard Wilcox, Cuba White, Glen Evans, Chuck Far- 
ley, Lou Wingert, Fred Pfaff, Karl Tolefson, Bill Kinhaed, 
Lou Blair, Sid Anderson, Jack Coleman, R. R. Bircher, Milt 
Hix, Dean Stover, and Izzy Voda. 
Pete McLaughlin, Vaughn Williams, R. Tardy, Roy Edel- 





Pre-Planning Group of 8th district in Kansas City. 
stein, Carl Schutz, Dave Newhaus, Clint Cooper, Maxwell 
Anderson, John Brain, Don Airendale, John Griffiths, Dan 
Finch, Howard Blanchard, John Low, Al Perry, Dick Fuller, 
Bill Cromwell, and Les Pointer. 

* 

We are all sorry to hear of the death of Jim Brown, C. 
Howard Hunt Pen Company. Jim passed away on October 
8 after being seriously ill for several months. Surviving are 
his widow, a son and daughter at home, and a married 
daughter who lives in South Carolina. His family will remain 
in Denton, Tex. We extend our sympathy. 

‘7 

Mrs. Letha Ewing Moreland, wife of the late Roy Moreland, 
Schooley Printing & Stationery Company, Kansas City, Mo., 
died November 5. Letha was in an automobile accident in 
Wichita, Kan., several days prior to her death. She is sur- 
vived by her twin daughters. Burial was in Kansas City, Mo. 

* 

We are happy to learn that Mrs. Herb Johnson, wife of 
Herb Johnson, Kansas City Wilson Jones man is well on her 
way toward recovery. Mrs. Johnson underwent a serious op- 
eration recently. 

° 

For months and days before November 2 employees of 
Consolidated-Salina were eagerly anticipating the opening 
of their newly-remodeled office equipment store. Every evi- 











. From left are Glen Evans, Columbia 
Ribbon & Carbon Co.; Cliff Wertz, president of Consolidated- 
Salina; Mrs. Wertz and Carlton Moore, general sales manager 
of Consolidated-Salina. 


At Grand Opening 


dence to a successful opening was indicated by the continuing 
parade of floral arrangements, sent by local merchants. To 
complete the picture Consolidated-Salina customers, Salina’s 
merchants and local competitors stopped in to offer their 
personal congratulations. 
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When you sell this seal - 


a er ye | 

















An able salesman can always sell a city. ! 
long been established as one of the foremost f 

fine steel record filing equipment for Banks, C Court 
Institutional and Public Buildings, Hospitals and Business Offi 
Listed below are the WATSON Stock Lines, — dh on 
plete to provide modern and efficient fi ction f 
standard types of records . . - all loaded with" 


Several dealer territories are open — 


since 1 





enim ll 










f 

NEW 

3200 Line of Counter Height Units 
417/3" high with recessed toe space 
—continuous linoleum tops—and 

NEW "Slip-On" Counter Front Panels 
4 widths of individual panels for 
counter fronts (described in our 
new "Insert T"’). 


Other WATSON Stock Lines: 


400 Line — “High Line” of document files and 
roller shelf cases. 7134" high with 
Companion Units 3434" high. 

800 Line — Horizontal Units — for stacking — 
Maximum flexibility — all styles 

4100 Line — Vertical Units — all styles of stand- 
ard units in 517" height — also 2 
drawer desk height units. 

5100 Line — 5 drawer cap and letter cases. 





















Send for new Descriptive Price 
List to Dept. 0-3 






you sell Quality! 


A WATSON dealer has access to Watson Engineering 
Service, — which will design units, or complete installations 
for unusual or special record filing conditions 


WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 
| 
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Equip the Office... 


Then the Plant... 


with profitable drafting 
room furniture by ANCO! 


ANCO helps the Dealer 3 ways... 


1. PROVEN QUALITY PRODUCTS 
Nationally advertised, thousands of ANCO 
tables in constant use at foremost draft- 
ing rooms. 

2. GREATER PROFITS 
Dealer buys direct from ANCO. ANCO 
sells thru dealers only. 

3. DELIVERY 
Enlarged production capacity assures de- 
livery when needed. 









DELUXE FOUR POST TABLES 


Millions of hours of use and frequent re- 
orders by the nation’s largest industries at- 
test to the superior quality of ANCO design, 
materials and craftsmanship. 

SIZES FROM 38” x 60” THRU 44” x 84” 





BILT-RITE PEDESTAL TABLES 


The finest pedestal type tables made, faster 
selling and more profitable. Many unique and 
special features. 

SIZES FROM 23” x 31” THRU 44” x 72” 


For FREE Literature and Price 8 
address DEPT. AO 


ANCO WOOD SPECIALTIES, INC. 


71-08 80th STREET, GLENDALE 27, N. Y. 
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9th District Notes 


M, H. “MIKE’’ HOLBERG, correspondent 
5939 Berkshire Lane, Dallas, Tex. 





To the Travelers of the Ninth District: Our Governor, 
Marvin Hartung, is extremely anxious for the Ninth District 
to make an exceptional showing in the race to get new mem- 
bers for NSOEA. In making your calls, please check with 
each dealer to see if he is a member. If not, take a few min- 
utes to explain what NSOEA can do for him, and make the 
effort to get his membership while there. Should this be un- 
successful, send his name to Marvin, Charles McDaniel, or 
Bill Kimbrell, Office Supply Company, Greenville, Miss. One 
of these three will makg a decided effort to get his name on 
the dotted line. Let’s show ourselves and the National Associ- 
ation that we can get the “half-a-hundred by Houston”. 

Remember to make your reservations at the “Glamrock” 
for the Regional next April. 

Charlie McDaniel is continuing to do a good job of pro- 
viding us with the latest dope, as much of the information 
in this column was supplied by him. He reports that Bob 
Murdock, salesman for Eaton Corp., and Wanda Jo Felder, 
were married on October 20. Congrats to Wanda and Bob. 

© 

Other information from West Texas is that Chuck Shettles- 
worth is now associated with West Texas Office Supply in Mid- 
land. Cullen E. Willis, formerly associated with Crain Office 
Supply and Chronicle Publishing Company, has opened his 
own store under the name of Willis Office Supply, 218 Oak 
Street, Abilene. O’Kelly Office Supply has outgrown its origi- 
nal location on Chestnut Street in Abilene and has moved 
across the street to 365 Chestnut. The original store will be 
maintained as a warehouse. 

. 

Johnny Rhoden of the Howard Company in Midland reports 
that a dissertation between the bricklayers and the contrac- 
tors is slowing down the construction of the new building 
on West Wall. However, he is holding out hope that difficul- 
ties have been overcome and work should progress rapidly. 

€ 

Jack Morey is now the new manager of West Texas Office 
Supply in Odessa. Charley also reports that John Haygood, 
owner of Haygood Office Supply in Lubbock, is back on his 
feet again after a serious illness. 

. 

Congrats to Margaret and Pat Whitesides on becoming 
grandma and grandpa for the third time. This makes three 
grandsons, and they are now in search of a granddaughter. 
Word reaches us via the grapevine and Vince Zubras, White 
and Wycoff’s successor to Ed Jungbluth, that Ed and Irene 
will be in Big D for the holidays. Ed is now the New York 
branch manager for White and Wycoff. 

* 


J. R. (Joe) Wingerson, formerly with Clarke and Courts 
in Beaumont, is now an outside salesman for John Fernon’s, 
Sabine-Neches Office Equipment Company of Beaumont. Mr. 
and Mrs. Tabb Harrell, Railey Paper Company, Austin, 
received big congrats upon the arriva! of Edwin Tabb Harrell 
on September 28, 1956. We understand cigars are still avail- 
able all over Austin. 

2 

Information from the Houston Stationers’ meeting and 
luncheon on October 25, with Cliff Wilson, Jr. presiding, 
reaches us that an all-out drive by the Houston dealers will 
make the Houston convention our finest yet. One thing for 
certain — it will take lots of work on everyone’s part to sur- 
pass the wonderful time had by all in Fort Worth. However, 
with Cliff Jr. and Bob Stafford working on it, it should be our 
finest convention to date. 

« 


On October 30, Chuck Gerson of Finger Office Equip- 
ment Company treated Ernie Stewart and the writer to dinner 
and a meeting of the Houston Office Furniture Dealers As- 
sociation. Officers of this organization are as follows: Joe 
Harris, Fulton Stationery Company, president; Wiley Wood, 
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Chicago Locks 


1747-4 i the manufacturer’s key to office appliance Security 


1974 Metal drawer lock 4153 Metal door ACE 7-pin tumbler 
: — lock 
t t 
7 Ya aieaes 3466 Sliding door lock %" travel 
in 180° turn 
1968 & 1970 Metal orwooddrawer 75.10 Locking cabinet or locker 
locks handles and plain handles 
1747 Lid lock (75-50), individually or in 


. sets 
1747-4 Strike for above lock 76-10 “T” type locking handles and 


5001 & 5002 Filing cabinet locks plain handles (76-50) as 
2221 Metal door cam lock above 


The equipment you manufacture is only as tamper-proof as 
the locks you install. Make security one of the key points of 
your line by installing Chicago Locks. No obligation for engi- 
neering cooperation. Write for our complete catalog. 


CHICAGO LOCK CO. 


2016 N. Racine Avenue « Chicago 14, Illinois 
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INTO 


they constitute an entirely ne 
concept in most original eras 
design—in most convenient eras 
use. Keep on featuring them! 


1 
nrecenitly 
esenuy 


iest sales you've ever experienced 
any erasers 


unscrews so eraser stick m 


moved vuiwoard 


Roberts Jets try them for the speed- 


Weldon Roberts Jet Erasers give 
real zoom to eraser sales because 


Ww 
er 
er 


selling Weldon 


on 


Weldon Roberts Jet Erasers are 
NOT mechanical gadgets, but cy- 
lindrical stick erasers in attrac- 
tive, transparent plastic holders— 


won't get out of order. Holder tip 


be 





3 BIG SALES-MAKING TEXTURES 
NO. 825 RED RUBBER CORE, 


for pencil erasing 


NO. 827 GRAY RUBBER CORE, 


for erasing ink and typewriting 


NO. 838 GREEN RUBBER CORE, 


for erasing ball point pen and pencil 


Profitable Refills 


























Pocket Clip Style for General Use 
Brush Whisk Style for Typists 


ORDER TODAY 


WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue, Newark 7, N. J. 
W orld’s Foremost Eraser Specialists 














Clarke & Courts, vice-president; Sam Mayer, Mayer Office 
Furniture Company, secretary-treasurer. Travelers are invited 
to join as associate members, and the fee for regular and 
associate members is $15.00. You can contact any of the 
above officers of the organization — they will be more than 
happy to take your money. 
6 
A note from Ray Howard, Esterbrook Pen Co., Houston, 
reports that Everett McGown is now with Lamb Printing and 
Stationery Company in Beaumont. Everett was associated 
with Story Wright in Lufkin. Ray also reports that Dick 
Pendleton died of a heart attack in Dallas. 
e 
Gus Trahan of General Office Supply, Lafayette, La., was 
honored October 10 at a dinner held at Poor Boy’s Riverside 
Inn, when the Printers’ and Stationers’ Association of Lafa- 
yette met. Mr. Trahan was honored for his long and distin- 
guished service in the office equipment field. He entered this 





Gus Trahan .. . General Office Supply, Lafayette La., was 
honored for long and distinguished service in the industry at 
the October meeting of the Printers’ and Stationers’ Associa- 
tion of Lafayette. Pictured here left to right, are Mrs. and Mr. 
Aubrey Cole, manager, General Office Supply; Mrs. Inez Land, 
secretary, LPSA; Mr. Trahan; Mrs. Claude Latil, Latil Sta- 
tionery Co., Baton Rouge, La.; Armand Breard, president, 
LPSA; Mrs. Trahan, and Claude Latil. 


service in 1931, and has just recently moved into his new 
building in Lafayette. Mayor Jerome Domingeaux gave the 
address of welcome, and Louis Michat, Jr. brought greetings 
from the Lafayette Chamber of Commerce. Printers and of- 
fice supply firms of Lafayette presented Gus with a gift in 
recognition of his successful and outstanding service to the 
industry and to his community. Armond Breard, president of 
the Lafayette Printers’ and Stationers’ Association was present 
to extend his good wishes to Mr. and Mrs. Trahan and to 
the group from southwest Louisiana. 

Mr. Breard welcomed new members into the association, 
and plans were formulated to enlist new members. Others 
present were: from Baton Rouge, La., Bob Fletcher of Louisi- 
ana Paper Company, Mr. and Mrs. E. F. Land of Franklin 
Press, Mr. and Mrs. Claude J. Latil of Latil Stationary Com- 
pany. From Lafayette, La., V. C. Reid of Reid Office Supply, 
Mr. and Mrs. E. G. Arceneaux, Jr. of Dixie Office Supply, 
Mr. and Mrs. W. A. Souther, Jr. of Commercial Printing 
Company, Mr. and Mrs. Elliot C. Kiblinger of Business Ma- 
chine Exchange, Ed Ducote of National Cash Register, Mr. 
and Mrs. Aubrey Cole of General Office Supply, Cal- 
vin Blue of Blue Photographers, Odette Landry of Reid Office 
Supply, Myrtle Fabre of Clarke & Courts, and Mrs. V. C. Reid 
of Reid Office Supply. 

From Dallas, Tex., Al Bagher of Sanford’s. From Alex- 
andria, La., Murray Jones of Alexandria Office Equipment, 
Virgil Jones of the same company. From Lake Charles, La., 
Glen LaMoyne, Frank MacPherson and L. W. Tabb of Lake 
Charles Office Supply, Jimmie Scallan of Office Machine & 
Supply, and Conrad Ruysenaars of Office Machine & Supply. 
From Crowley, La., R. C. Rollosson and C. J. MacHall of 
George W. Rollosson & Son. From Abbeville, La., Paul F. 
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This trademark identifies a 


leading business machine dealer 


—— 
2° e 
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“With its added features 


and restyling, ° 


the ‘57 Burroughs Ten Key. 


8 . 
‘ 
1% 


...gives me even more to sell!” 


There are many features that make 
the 1957 Burroughs Ten Key such a 
standout to sell—and use. Here are 
just a few: 


1. Its new finger-fitted, Balance 
Touch keyboard and larger control 
keys give electric response to the 
lightest touch. 


2. You can see its even fresher 
good looks in any one of these color 
choices: Sea Mist Green, Amber 
Gray, Alpine Blue, Capri Coral. 


3. It prints minus amounts and 
credit balances in red. 


4. Totals automatically space up for 
easy reading and tear off, if desired. 


5. It is quality-designed and built 
by Burroughs to operate more easily, 
work faster, live a longer and more 
useful life than any other ten key on 
the market today. 


6. Figure work production is 
boosted even higher with a sharp 
increase in machine speed. 


The Burroughs Ten Key is one 
more outstanding reason why it pays 
to be a Burroughs Dealer. Why not 
look into the Burroughs line of add- 
ing and cash registering machines. 


Write today for full information 
on becoming a dealer. Burroughs 
Corporation, Detroit 32, Michigan. 
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TIFFANY 


OFFICE MACHINE 


STANDS 






Why TIFFANY STANDS lead the field 


Here are the clues: 
VIBRATION-FREE— Heavy, all-steel framework, re- 


inforced throughout. No shake, rattle or roll to 
annoy operators ... work output is faster, with 
fewer errors. 


NOISE-REDUCING OPEN TOP—the “escape- 
hatch” for nerve-racking machine noises which 
disperse, away from operator... another factor 


which increases efficiency. 


SAFE FOUNDATIONS FOR COSTLY OFFICE 
MACHINES—machine feet, round, square or rec- 
tangular, lock securely in 4 square cups. Cups 


and cross channels adjust to hold almost all 
machines. 


STAYS PUT OR MOVES WITH THE GREATEST 
OF EASE—heavy metal castings anchor stand 
firmly to floor when in use...will not creep. 
1 casting compensates for uneven floors. Easily 
retracted 2” top-bearing casters for instant port- 
ability. 


OTHER PLUS FEATURES—large drop leaf for 
either side of stand, adjusts flush, or low for 
posting tray. Smooth edges prevent scratches and 
snagged hose. Available in 5 popular office colors. 





MODEL 5000 > 


The best all-purpose stand for 
general office use. With 2 drop 
leaves, Model 5002. (Also available 
with 14” pan-top—Model 5500.) 









8000, : 
5000, and @ MODEL 8000 

5500 

Series Extra-heavy-duty stand for 
available today’s electric typewriters 
3514" high ™ and bookkeeping machines. 
Sor stand-up With 2 drop leaves—Model 
work 8002. 


Mr. Dealer—National advertising pre-sells Tiffany 
Stands fer you. For further information, write Dept. 00 


Y TIFFANY STAND CO. 


7350 Forsyth St. Louis 5, Mo. 
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Piazza of Piazza Office Supply & Equipment, and from New 
Orleans, E. F. McGinnis of D. W. Paper Company. 
. 


Barrow Castle, owner of The Printing Company of Shreve- 
port, informs us that he has moved to a new location at 
1618 Marchand St. A letter from Edgar Jordan, Jr., general 
manager of Jordan Stationers and Printers, Alexandria, La., 
informs us that they will be in their new building by the time 
this goes to press. 

Remember the Glamrock in Houston in April ! ! ! 


10th District Notes 


TOM VARNUM, correspondent 

9400 Ridge Road, Arvada, Colo. 

We welcome a new member into the Rocky Mountain 

Traveler’s Club: George E. White Company — P.O. Box 3244, 

Denver 18, Colo. George is representing among other com- 

panies Charles E. Smith, Inc., Autopoint Co., Luxo Lamps, 

and Everflex Products. His home address is 1462 Lafayette St., 
Denver. Phone: Ac 2-7125. Lots of luck, George. 





L. R. “Jack” Kendrick (Kendrick-Bellamy Company of 
Denver) received a singular honor at the National in Chicago. 
“For his many years of service and leadership in the Asso- 
ciation”, Mr. Kendrick was awarded an honorary membership 
in NSOEA. Sincere congratulations from all of us. 

+ 


“Chuck” Kendrick had a near miss recently. He was trying 
to move his stalled car and it got out of control. Chuck de- 
cided to bail out. And we’re glad he did since the automobile 
did not fare at all well. Nice to have you with us, Chuck. 


Our very best wishes to the Keith Larsems (General Office 








IMPORTANT NOTICE 


Our Brief Case Portfolio as pictured here is 
protected by Patent No. D-175,389. 


Our exclusive design DOES NOT resemble chain store type 
merchandise which is being offered as a substitute. We're 
proud of the careful manufacturing and fine material that 
goes into our patented Brief Case Portfolio and we'll pro- 
tect our patent rights by law. 


We are the largest users of the Flexi-Grip plastic zipper, 
which we perfected and introduced to the stationery trade, 
and have had long experience developing manufacturing 
methods with this unique closure. 


ORDER SAMPLE ASSORTMENT TODAY AND COMPARE 


No. ory 

Made pani 
a 6 leather grain 
164%, x 12”, 
seams, famous Flexi-Grip 
Zipper. Asst'd. brown, 
tan, black, navy. Retails 
at about $1.50 ea. 


No. 70 — Letterhead 
Size. Same high quality, 
simpler design, sized 14 
x 11”. Brown, tan, black, 
navy, red. Reteils af 
ebout $1.20 ea. 


Can be imprinted 





* e Full trade and quantity 
discounts 


ANGLER’S CO. 
FLUSHING 58, N. Y. 
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HASTINGS, MINN. - LOGAN, OHIO 
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Smead MANUFACTURING CO., 








DROFITwmVAl 


One Source of Supply 
for all your Paper 
Fastening Needs 












4 . 


H Sw 
{] VAIL FASTENING 
i" DEVICES 
7 














"MARA 


TPR 
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IN 5 SPARKLING COLORS 
PLUS GOLD AND CHROME 








Now, more than ever, wise stationers realize 
that it is sound policy to sell quality products. 
And more than that .. . they realize that it is 
economy to combine their staple orders with 
their requirements for CLIPS — PINS — FAS- 
TENERS — and THUMB TACKS. It means a 
saving in freight — time — handling — book- 
keeping and other definite cost factors. This 
modern, efficient and profitable policy of buy- 
ing paper fastening devices insures a well bal- 
anced inventory which satisfies old customers 
and attracts new ones. 


IMMEDIATE SERVICE AT ATTRACTIVE PRICES 


VATL 
MANUFACTURING 


COMPANY 


300 East 95th Street Chicago 1Y, Illinois 
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Supply) of Salt Lake City, Utah. That handsome Swede in- 
formed me he was being married November 15 in the Mor- 
mon Temple in Salt Lake. 

* 

Earl Warthen (Pembroke’s) of Salt Lake underwent major 
surgery recently. He’s back at work now and as sassy as 
ever, but it was touchy for a while there. Sorry I didn’t hear 
about it in time to get your cards to him. 

e 

Colorado Offic: Supply Company of Denver has something 
to report that shculd be of interest to us all. Sometime in the 
past they decided to take out the NSOEA insurance on all 
employees. There was no premonition about it and no pres- 
sure from anyone; it just seemed to be a good idea. Then two 
months ago, Bill Williams, a salesman, passed away. Bob 
and E, J. just wanted to tell us all of the warm feeling they 
had knowing that immediate and practical assistance went to 
Bill’s widow when it was most needed. I’m sure that NSOEA 
will send you full particulars on this very inexpensive insur- 
ance plan upon request. 

= 

Not very long ago I had a chat with Governor Howarth 
(Weber Office Supply) of Region 10. Harvey lives in Ogden, 
the site of our ’57 regional. The Ben Lomond Hotel reports 
a good advance registration, but Harvey suggests you inform 
the hotel of your needs to guarantee necessary accommoda- 
tions for you and your party. 

° 

That reminds me of “The Boss”. We saw a fairly good 
turnout of salesmanagers and factory representatives in Casper 
and I believe they all enjoyed our ’56 regional. So let’s sell 
them on the idea of attending our 57 at Ogden, Utah. It’s 
the only chance our customers have to meet them socially and 
talk over local problems. Whether it’s freight or discount, 
our problems are different than New York or Chicago. 
Harvey and Bill and Grif are all looking for a good showing 
of management in °57. 


READY 
SELLER 
AT 


$1775 


TAX EXTRA 
INCLUDING 
TELESCOPIC 

EYEGUIDE 














Takes all copy up to 20 inches 


= A money-maker that is easy to sell. 
WW" 4 Now the RITE-LINE Copy holder has 
EYEGUIDE CONTRACTED 


the new Telescopic Eyeguide at no 

extra cost. Takes all widths of copy 

from a machine tape to 20 inches. 
__. Self-contained, all-metal, compact, at- 
|tractive. Requires no installation or 
. service. Illustration shows it with LINE 
_7 = MAGNIFIER attached. Magnifier is 
DED extra equipment you can sell. 


| in 





EYEGUIDE EXTEN 


For full particulars, discounts, etc., write to— 


RITE-LINE CORPORATION, 4209 39th Street, N.W., Washington 16, D. C. 
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It's ADDO-X's precision 
manufacture that reduces 
operational noise to a whisper. 
With new fast action,” 

fingers literally dance across 
the keys. The STEP-O-MATIC 
lever offers calculator 
performance at adding 


machine cost when 
multiplying. 


Write today for literature f. 









3 = ra | ADDO macuine COMPANY, INC. 


~S 145 WEST 57TH STREET, NEW YORK 19, N. ¥., CIRCLE 5-6940 
*At 175 r.p.m. WEST COAST BRANCH 


1 WESTERN ADDO MACHINE CORP., 2921 BEVERLY BLVD. 
TA NEW egist 28, . 4 
so on our two registe: achi:e LOS ANGELES, CALIFORNIA, TEL: DUNKIRK 5-2247 


‘J For further details mail this advertisement with your letterhead. 
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New Low Cost 
Elevating 
Stand... new- 
esf member of 
the popular 
LUXCOine. 


I Low Cost Elevating Stand 


*“Office Engineered" for quick, easy elevating 
—an important plus value in a new quality stand 
that is amazingly low priced. 


2 SILENT STEEL 


*Solid steel top is undercoated 
*All parts fully cushioned 
*Soft Rubber Casters 

*Soft Rubber Feet 





A Complete Line of 
Stands, Stee! Chairs and 
Stools and a DeLuxe Personal File. 


% BADGER inc. 


KING AT FRONT ST. 


“LA CROSSE, WIS. 















llth District Notes 


KENNETH SUTHERLAND, correspondent 
8036 S.W. 9th Ave., Portland 1, Ore. 





John Graef, of Spokane, Wash., announces a new name for 
his firm, Western Business Supply, Inc. 


We extend our sympathy to Ray E. Fay, Western Tablet & 
Stationery, San Francisco, in the loss of his wife Bernice in 
an auto accident near their home in San Rafael, Calif. 

* 


Dick Newton, Business Equipment Bureau, Portland, Ore., 
reports his good wite, Adalaide, is still fighting a leg infection 
that has plagued her for several months. We hope during her 
recent hospitalization they found the answer to this infection 
and that she will be on the way to good health now. 


Mr. & Mrs. James H. Davison, factory representative, Men- 
lo Park, Calif., were preparing for a wonderful trip to Aus- 
tralia early in December on the new Matson cruise ship the 
Mariposa. 

[hey planned to visit Honolulu, Tahiti, Wellington, New 
Zealand, Fiji, Somoa, returning via Honolulu to San Francisco, 
the trip taking 43 days. While in Australia they hoped to visit 
the capital, Canberra; in New Zealand, the lake district. 

Unfortunately, the preparing of this new vessel has taken 
longer than planned and the Davison’s will not arrive in Aus- 
tralia in time to see the Olympic games, which was the purpose 
of this trip originally. 

They are looking forward however, to some beautiful sum- 
mer weather while we in the Northwest are enjoying (?) winter. 
They were to spend both Christmas and New Year’s Day on 


* Easy Folding! 

* Compact 
Storage! 

* DuHoney 20 
Safety Lock! 


*& Beautiful Smooth 
Tops! 


5 year guarantee on 
all Midwest Legs 


« a —=> 


* Double Bracing! . —— 
=i 


A COMPLETE LINE OF = Saupe _ 
FOLDING TABLES Whar 

*F mH] ’ 
Wide range of styles and siz€éS quopm «& ame — 
Choice of tops 


Midwest Folding Tables feature the 
exclusive Du-Honey 20 safety lock 
that secures the legs automatically 
in both the folded and the extended 
positions. Improved leg design gives 
added strength with greeter comfort. 





All-welded construction. Extra strong FOLDING | 
under-bracing with tops laminated to PLATFORM 
frame by special hot press glue proc- TABLE & 
i CHAIR 
ess. Reinforced recessed steel apron. =. 





Write for complete catalog, today! 


4 FOLDING PRODUCTS _coxr. 
Dept. 57A, ROSELLE, ILLINOIS 
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Aristocrat “Comptroller” No. 224 
Tilting Seat and Back 


Illustrated in Gray Newport and 
deep Buff trim 


Only 69° List, in Zone 1 





World’s Lowest-Priced Swivel Chair! 

With 3-1/2 Inch Thick, Luxurious Foam-Rubber 
Cushioned-Comfort Seat... 

In 3,360 Different Color Combinations! 

And we pay the freight on shigmamite of 100 pounds or more! 





ae 
ee Hows". \og¥” 
Order * cee site CHAIR 
‘ \\s F 
Sea CORPORATION 
ps 
ee Michigan City, Indiana 


Address Dept. B-17 
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ALUMINUM 


Ylrift-Rak 


T-801 





Now! An elegant cos- 
tumer within every- 
one’s reach. 

CHECK THESE SPECI- 
FICATIONS: 
Beautiful 1” brushed 
aluminum pole on 
sturdy hammertone 
gray base. 4 polished 
aluminum double hang- | 
ers, assembled easily | 
with two bolts and hex | 
nuts. Tubecrafters’ own | 
“Squeeze-lok” in base | 
guarantees rigid pole. 


Height, 70”; base dia., | 
13”; weight, 14 lbs. | 
| | 












Packed in 


OUNT 
cartons of 
ICY . 


| = Ya ube ovate 


SALES DIVISION 











‘911 WALNUT STREET, PHILADELPHIA 7, PA. 


Send for 
catalog 

of these 
other 
Tubecrafter 
items: 


ae 
Coat Bas 


| 


+ i 
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the high seas. We all wish you bon voyage and a most happy 
vacation. (Wish we could go along, Jim). 
« 

Bob & Lovey Davis, formerly with Oxford, were to be mov- 
ing from Portland to Santa Barbara, Calif. early in December. 
Lovey was looking forward to new surroundings and lovely 
California sunshine for a morale boost for them after Bob’s 
long illness. 

. 

Mr. & Mrs. G. W. Patterson, Don and Margie Ireland of 
Patterson Stationery, Ellensburg, Wash., are proudly show- 
ing their new and modern location at 111 E. Fourth St. 

The move from their old location was made October 1 
with the grand opening scheduled for November 9 and 10, 
giving them time to be settled before the heavy Christmas 
rush, 

An interesting observation is that, the store will feature 
a personalized service rather than self service. Don’s emphasis 
on gift wrapping has helped tremendously to build the volume 
of this business. 

° 

Harold & Betty Chadima, Wilson Jones, moved from 
Portland during October to Seattle. They are residing at 9102 
Fortuna Drive, Apt. 22 on Mercer Island. Darn it, and we 
had planned on their attending the Portland Christmas party 
this year too. 

e 

Floyd Barrett, Barrett’s Stationery, Grant’s Pass, Ore., had 
just received a cheery note (?) from Mrs. Barrett and son 
Mike who are vacationing in Mexico. Mrs. Barrett reports 
their car and trailer had just been broken into at Mazatlan, 
Mexico, losing money, camera, jewelry and what have you. 
Boy, there goes Floyd’s Christmas present out the window 
this year. 

Mrs. Barrett and Mike were to go as far south as Guadala- 
jara and Mexico City, returning by way of El Paso early in 
December. 








‘for quick sales 
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IV DTANA 


UNDER-COUNTER 
CASH DRAWERS 


NO STOCK TO CARRY 





4 MODELS 


MEET ALL NEEDS 


MODEL V-1 (illustrated) 
5 coin, 5 currency 
compartments 


List 24 HOUR 
$29.50 SHIPMENTS 

FULL DEALER 
DISCOUNT 


NO COMPARABLE 
PRODUCT AVAILABLE 


A sample of one model is all 
that is necessary to show Indi- 
ana’s high quality, workmanship 
and practicability. 


When you display one of these Cash Drawers — they sell 
themselves. A high quality product of Indiana hardwoods — 
smooth finish inside and out. Quiet roller mechanism — warning 
gong rings when drawer opens. High-grade disc tumbler lock. 


Write for details 
INDIANA CASH DRAWER CO. 
7 Om -10) Gay). 


Shelbyville, Indiana 
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R.C.Allen Business Machines, Inc. 


680 Front Avenue, N.W., Grand Rapids, Michigan 





Here’ 


Visible and automatic margins, 
fabric or carbon ribbon, 11” 

to 26” carriages, 21 two-color 
combinations 


Typewriters 

































Cash Registers 
The Model 355, electric 
4-departmental total cash 
register, issues receipts 
Other R. C. Allen models for 
every business. 


“ee 


10-Key Adding Machines 


The 10-Key electric adding 
machine with exclusive Memory 
and Recall keys that save time 
by restoring without re-indexing. 
Hand model also available. 


Full Keyboard Adding Machines 


Full Keyboard machine features 
visible dials and automatic 
totals. Prints clear signal with 
first item and subtraction in 


red. 6 to 13 column capacity. 
; 

Safes and Insulated Files 
| R. C. Allen offers a full line of 
) fire and burglary safes and 
' insulated files for every 
| business need. 
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Please send dealer franchise information. 


NAME 





ADDRESS 





CITY 





s how you profit 
when you feature 


R.C.Allen 


BIGGEST DISCOUNTS in the industry are yours and a bigger 
profit on every sale. Compare R. C. Allen discounts with any other 
ness machine line. The figures speak for themselves... 


} 
j 


COMPETITIVE PRICE is where the R. C. Allen line really proves 
itself. No inflated list prices that you know must be cut, but prices that 
meet or beat every business machine line you can find. 


MORE EXCLUSIVE FEATURES and they are really salesmaking 
features with R. C. Allen. On every R. C. Allen model there are exclusive, 

st-wanted features that competition can't offer. With these exclu- 
sives, you make the competition, not merely meet it when you feature 
R. C. Allen. 


MODEST INVENTORY is another plus with the R. C. Allen line and 
yet you have a business machine for every purpose, Don't load your 
inventory with different brand names. R. C. Allen covers the field and 


you keep your inventory costs down. 


FINEST QUALITY is a tradition ir, the R. C. Allen line. Compare 
R. C. Allen features from compact design to quiet operation, R. C. Allen 
> the measure of business machine quality. 


EXCLUSIVE FRANCHISES for the R. C. Allen full line or for any 
part of the line may be open in your area. Mail in the coupon at the top 
and take the shortest distance to the best line .. . the R. C, Allen line. 


R.C.Allen 


Business Machines, Inc. 
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Sunny Side of the 
Golden State Travelers 


by the “‘Golden Dust Twins”’, 
George Frey, George Lazier 





Frank Kelleher, former big-league and Hollywood Star 
baseball player, was guest speaker at the Oct. 15 luncheon. 


This Proven- Frank is sponsored by the “7-Up Youth Foundation”. He 


spoke about “Youth in Baseball”, telling of the Little Leagues 


Profitable and the work the Foundation does to get fathers interested in 
backing Little League organizations. 

. 

Fast Seller ! The Stationers Association of Southern California held 
their monthly meeting on Oct. 17 at the Nikabob Restaurant. 
President Carl Teele ruled over the business session. Vice- 
president Jerry Horton gave a concise report on the NSOEA 
convention in Chicago which was so good, his wife wants to 
go back again next year. 

Verne Vallet was chairman of the evening, introducing the 
main speaker, Dr. Snowden of Pasadena. Verne also advised 
of the training class for stationery salesmen which will be 
held one night a week. This class is designed to reverse the 
present procedure which seems to be “Knowing less and less 
about more and more”. 

* 

Joe McDonnell (Carter's Ink Co.) attended the dinner 
meeting. George Gilfillan of Broman’s, Pasadena, won the 
door prize—too bad it wasn’t a door! There was a very good 
gathering of stationers at the meeting who came from all 
around the area. 

7 

Dick Kirkpatrick (Old Town Corp.) busy making the rounds 
as Pacific regional manager. 

Florence D. Kenyon and Rosemary Grissom (Forrest Sta- 
tioners, Santa Monica) sailed to Hawaii on the Lurline and 
returned by plane. 

Forrest Costenborder Porm Stationers, El Segundo) re- 








mee your ur salesman! 
who’s cut out 
to, insure you 










s profits H 


©J His lifetime is spent 
servicing your customers, 
reminding them of “qual- 
ity” products, and estab- 
lishing unsurpassed good- 
will. 

@ heneedsno maintenance 





Writes right, for every- 
thing, on anything. Proved 
by customer acceptance and 
nationally advertised, Flo- 
master assures quick turn- © te bnees Oaks, cnt ae 


@ his shelves are easily 
adjustable, thereby ful- 
filling any requirement. 


over at more than an 


adequate margin. 
@ every dealer will cer- 
tainly be proud of this 
handsome representa- 


Line up with the Flo-master 
line write today for the 


sieey tive: 

new Flo-master catalog and STORAGE CABINET © his service is guaranteed. 
, : ° List Price—$48.00 . . - 

distribution plan. e Dimensions: | ; 
Here is a Model Storage 72° high, 18° deep, 36 

Cabinet that will sell on wide 

sight; and will positively 2 Colors: : ; 
bring you constant repeat Highly finished in Grey 
eo sales and high recommen- or Green 
dations. e Extra Features: 


Manufactured of first 
quality heavy duty rein- 
forced steel. Equipped 


with 3 way locking, para- 
LEWIS centric lock. Chrome 
handles. 


steel equipment corp. 





Send for catalog on other 
Lewis Steel Cabinets. 


FELT TIP PENS! 


CUS & DENISON MFG. CO. 


,HTH AVENUE, NEW YORK 18, N.Y 
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Snap-A-Part 
Forms 


=F] YOUR COMPLETE 
“em Fail SOURCE FOR 


BUSINESS FORMS 
Sold Through Dealers Only! 


Register 
Forms 


When you buy Ennis products, you're the dealer. 





We're your supplier but not your competitor. 
And with the complete Ennis line behind you — 
our vast supply and fast service — you can 


sell the complete field. You can go after those 


d A@ 


big volume jobs at competitive prices, from 


top to bottom of the line. 





Ennis is one of the foremost producers of quality 








forms for business in the nation. It has the 

most modern and complete facilities for producing 
ne every needed form, from the latest 

ec Snap-A-Part or Register forms to the full range 
of everyday forms. Turn to Ennis 


for quicker turn-overs and better profits. 


Write today for catalog and complete information. 


TAG & SALESBOOK CO. 


Factories at 
ENNIS, TEXAS * CHATHAM, VA. 


PASO ROBLES, CALIF. 
Branch Offices and Warehouses at HOUSTON «+ DALLAS * 


BIRMINGHAM *« MONROE « LOS ANGELES + DENVER * ST. LOUIS « 
ORLANDO 


OA—1 /57 155 











Satisfied Customers = 
REPEAT BUSINESS 


The satisfaction given by swivel office chairs and 
typewriter desks depends on the quality and efficiency 
of the operating fixtures. That is why it pays to insist 
on Seng-Equipt office furniture. Seng quality assures 
satisfied customers and future sales. 


Precision engineering and tested designs, are com- 
bined with the finest workmanship and materials to 
make Seng Fixtures last longer, function more smooth- 
ly and protect you against costly adjustments. Specify 
Seng Equipment on all office furniture. It is used by 
manufacturers who take pride in their products. 


For Office Chairs 


Seng action controls are easily adjustable to suit 
the user. Nylon bearings ut vital pivot points supply 
smooth, silent tilting and turning and prevent wear. 


For Typewriter Desks 


Seng Fixtures bring the typewriter to typing posi- 
tion with effortless smoothness. They provide a stable 
platform for typing. 


The SUG Comaany 


1430 NORTH DAYTON ST - CHICAGO - 22- ILL. 


WORLD'S LARGEST SPECIALISTS 
IN FURNITURE HAROWARE 


£ 1874 
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cently played golf at the Inglewood Country Club course 
and from latest reports, the Club is going to have to replace 
all the grass. 

Rush and Josephine Polgream (mfr rep) took an extended 
trip and spent some time in Nassau, Bahamas. Rush states 
that country is really the place to take life easy and enjoy 
the world. They had a wonderful trip and recommend it for 
a real vacation. 

. 

The business meeting on Oct. 29 found 22 members and 
guests present. Guests included Carl Grimes and Bill Ains- 
worth, Grimes Stassforth Stationery Co.; Lonnie Creasy and 
Lee Brendel, Stationers Corp., San Diego, and Bill Jones, L.A. 
Desk Co. 

Ralph Maneval (A. W. Faber Castell Pencil Co.) presided 
over the business session and called for reports from com- 
mittees. 

Third Veep Bill Lashbrook (Esterbrook Pen Co.) reported 
on the golf tournament to be held at the Clock Country Club, 
saving all was in readiness. 

First Veep Walter Waldvogel (National Blank Book Co.) 
gave a good report on the “Salesman of the Year” contest. 
Grading and objectives for the salesmen were given in the 
following er: volume of business-quota; distribution of 
efforts—accounts—products and prospects; accuracy and 
promptness of reports; ability to organize work; relationship 
with customers; relationship with company associates; crea- 
tive selling; knowledge of product; competitive reports; per- 
sonal appearance and personal financial affairs. 

Then Walter presented what he called the “Six Ps of Suc- 
cessful Selling’—planning, preparation, personal work, per- 
severance, personality and presentation, which added together 
equal perfect performance. 

President Maneval and Pete Masterson (mfr rep) then re- 
ported for the nominating committee, announcing the follow- 
ing nominees for office for 1957: president, Walter Waldvogel 
and Dick Mulhaupt; first vice-president Bill Lashbrook, Joe 
Davis; second vice-president, Willis Clark, Rich Haliburton; 








A proven way 
$ to accumulate 


$ money 














STEEDS S<rrRONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 
Seal Presses * Legal Seals * Downey Change Trays 
Teller’s Moisteners * Currency Racks * Manual Coin 
Counters * Packaging Trays * Linen Shipping Tags 
Steel-Strong Coin Trays & Lift Pans 
COIN WRAPPERS 


Old Style * Rainbow * Automatic * Duzitall 
Kweartet * Tubular * Gunshell 


BILL STRAPS 
Federal * Colored * Banding 
oa 


Write for Information! 






——; = 
THE C. L. DOWNEY CO. HANNIBAL, MO. 
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RECORD SAFES 
by 


HERRING - HALL MARVIN 


CATALOGUE 
NO. 101 


FOR 1957: NEW, DELUXE CATALOGUES 
TO HELP HERRING - HALL - MARVIN DEALERS 


SELL DELUXE MODEL RECORD SAFES 


lf you're a franchised H.H.M. dealer, the new ‘‘C’’ 
label catalogue is already in your hands, the new 
‘‘B’’ label catalogue will be sent to you this month. 


lf you are an office equipment dealer in un- 
assigned territory, write or wire the factory for 
copies of the catalogues and full details of our 
protected agency plan. 


You've never before seen catalogues like these 
in the safe business. The covers are reproductions 
of color photos showing modern safes in modern 
office furniture settings. On the inside pages are 
color plates of exterior and interior views of all 
safes, with detailed description. A color chart 
shows three modern decorator colors from which 
customers may choose. 


This year will be a big year for safes, and these 


colorful, ‘‘salesy’’ catalogues will help you get a big 
share of the business. Write—or wire—right now! 


HERRING eHALL*MARVIN SAFE COMPANY 


Hamilton. Ohio + BUILDERS OF THE U. S. SILVER STORAGE VAULTS AT WEST POINT 
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PRIVATE VIEW DIAL. Prevents surreptitious reading of 
combination numbers. Note numbers are on edge instead of face. 





NEW OPERATION PANEL. Smart, modern design; 
chromium-finished. At most convenient height. Sets off the 
beauty of the safe’s pleasing contour. 








Check this modern chair! 


»-.and know why 
Krueger's Series 100 
gives you 
better performance 
at lower cost! 






f 


ff 


FOR SIZE, COMFORT AND é 
SERVICE THIS CHAIR MEETS ALL REQUIREMENTS 


One of the most comfortable folding chairs 
of all—and certainly the best value per dollar 
expenditure! Strong, rigid and durable, its 
electrically seam-welded tubular steel frame is specially 
designed and constructed to provide many years of the 
hardest kind of usage. Unusually safe, too, there are no 
sharp edges, corners or exposed mechanisms to pinch the 
occupant or tear one’s clothing — no danger of chair acci- 
dentally tipping if seated well forward or far back. Beau- 
tifully finished in Beige, Azure Grey or Saunders Green 
baked-on enamel. Steel or wood veneer seats. Write for 
new special, detailed brochure. 


SIMPLIFIED, 
QUIET CLOSING 


LARGER, 


MEAVY GAUGE 
ROOMIER SEATS 


TUBULAR FRAMES 








Note reinforcing at 
seat pivot points with 
6” vertical frame 
strengtheners for 
‘stronger support — 
more rigid bearing 
points to secure sect 
pivot rod — prevent 
frame spreading. 








Choice of contour 
shaped ond drawn 
one-piece stee! seat 
15%.” wide by 16” 
deep or two-way 
contour shaped wood 
veneer seat with 
sloping forward edge 
for moximum comfort 








A light push down- 
word on the backrest 
and chair opens—an 
upward lift ond it 
closes No other 
chair operates so 
easily, so smoothly! 
Folds flat to double 
frame thickness 











Demountable 


CHAIR TRUCKS 


Four standard sizes 
hold both X-type 
channel or Y-type 
tubuvlor chairs — up 
right or horizontal 
Regular or under -stage models 
Demountable ends and exclusive 
chan-angle frames permit stack- 





For new, complete line catalog 
No. 600 as well as brochure 100 ng empty trucks one on other. 








METAL PRODUCTS e GREEN BAY @ WISCONSIN 
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third vice-president, Jim Montgomery, George Lazier; secre- 
tary, Bob Lauterjung, and treasurer, Charlie Evans. 

Ernie Daniels (American Pencil Co.) reported on the Sales 
Rally which is to be held on January 31. This should be the 
biggest and best yet, and everyone is hoping the weather 
isn’t the same as provided for 1956. 

George Hatten (Eaton Paper Corp.) suggested that the 10 
top salesmen and their wives be seated together and introduced 
at the rally. 

President Maneval reported for Ben Vorwick (Blaisdell Pen- 
cil Co.), stating that the annual Christmas party will be held 
at the Rodger Young auditorium on Monday, Dec. 17. As 
usual, Charlie Evans moved the meeting be closed and Maxie 
Spak seconded the motion. 

* 

Bill Boreau (Carter’s Ink Co.) became the proud father of 
a baby in October. Charlie Evans (Sanford Ink Co.) has 
nominated Bill Lashbrook as president of the Elvis Presley 
Fan Club. Understand Bill missed “Born Yesterday” to watch 
Elvis girate. 

ra 

Greene’s Stationery on West Florence Ave. recently cele- 
brated its 10th anniversary. In appreciation of the community, 
the company contributed 25% of its total sales for three days 
to any charitable organization in the Southwest area, which 
the customer could select. This was an unusual and com- 
mendable effort. Letters went out to customers and the store 
carried an ad in the local newspaper stating the offer. 

Harry Fuller (The Globe-Wernicke Co.) spent five days in 
Cincinnati on business. Maxie Spak (mfg rep) was a recent 
visitor to Salt Lake City. Our thanks to him and Mel Lertzman 
(Moore Price Services) for their help in collecting the golf 
fees and registration at the golf tournament. Their help was 
greatly appreciated. Maxie worked later entering the scores 
but couldn’t stay for dinner because he was leaving for Salt 
Lake early the next morning. 

a 
The Golden State Travelers Fall Golf Outing at the Clock 


= WHERE TO PLAN 


SA YOUR PROFITS? 
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Choose from a huge 
stock of low priced— 
but exceptionally high 
quality machines of all 
makes and models. 
Write Dept. P. for J 
special price list. 


BOOKKEEPING 
MACHINES 
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...1S asked for 


BY NAME 


m — by more than 
r 40% of purchasing 
agents and 30% 


an 


of the secretaries 


Conclusive proof that EVER 
READY desk calendars satisfy 
more people than any other — 
regardless of price! Don’t risk the 
loss of a customer. Stock 

EVER READY Calendars. Now! 


WARNING 


Aost calendars look alike. BUT ONLY 
R READY CALENDARS HAVE THE EXCLUSIVE 
PATENTED “’KEY-HOLE” SLOT. This 


N feature makes stub removal and refilling 





k and easy. A real, tangible selling point 
| boost “impulse sales’’ and increase 


your year end profits 
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OFFICE TOOLS 


A Complete Line 
THE FINEST IN TIME SAVING STEEL OFFICE SPECIALTIES 


Clears The Desk For Action! 





@uerter SORTER Wt" New 


Slotted Shelves 


Sorts, Classifies, Distributes the papers 
of daily work. Sloping Trays Catch and 
Hold the papers: 





NO CORNER POSTS TO DODGE! 
GREEN——_GRAY——_-BROWN 








NO. 202 LETTER SIZE, 2 tray and base $4.00 
NO. 203 LETTER SIZE, 3 tray and base $5.25 
NO. 204 LETTER SIZE, 4 tray and base $6.50 
NO. 205 LETTER SIZE, 5 tray and base $7.50 











Daily Business Sorter! 


SORTING TRAY ‘ 


Active papers can be re- 
ferred to instantly ... open 
like ¢ book. When used with 
A-Z index, folders or tab 
guides the corrugations in 
the bottom prevent slipping. 
OLIVE GREEN 




















NO. 115 LETTER SIZE without index $4.00 
NO. 116 LEGAL SIZE without index $5.00 
CORRESPONDENCE 

SEPARATOR 


Keeps letters, price lists, folders 
er catalogs separated for quick, 
easy reference. Not adjustable. 
Special sizes made to order. Dis- 
tance between uprights 13”. 















LETTER Label! slot each side. 
SIZE 11” 

NO. 105 LETTER SIZE with 5 divisions—Wt. 6 Ibs. $6.00 
STATIONERY - alates 






SEPARATOR 


Fits into standard typewriter 
desk drawers without papers 
catching when drawer is 
used. 3 inches high, 4 Letter size and 1 half 
size trays. Holds 200 sheets. 87/," x 18” x 3” 
Electrically welded one piece. NOT ADJUSTABLE! 





NO. 105 LETTER SIZE with 5 divisions—Wt. 6 Ibs. $6.00 | 








 — PIGEON HOLE FILE 


Keeps letters, pads and forms 
separated wherever they are 
used... —— Room, Stock 
Room or Office. Pockets 1” 
apart. Letter size 81, x 11%, 
— Welded. Ready to use. 
SPEEDS UP BUSINESS ROUTINE 








NO. 106 LETTER SIZE with 6 divisions—Wt. 7 Ibs $ 7.50 
NO. 107 LETTER SIZE with 12 divisions—Wt. 10 Ibs $15.00 











Adjustable Center Drawer 
DESK TRAY 


Pins, Pencils, Paper 
Clips and other 

needed desk drawer 
material available without clutter and confusion 


PACKED 12 TO CARTON 
NO. 425—4” x 1%” x 18” to 31” adjustable. 12 to carton $2.50 






ART STEEL 
OLIVE GREEN FINISH 




















ORDER TODAY! 
CURRIER MANUFACTURING CO. 


2448 W. LARPENTEUR AVE., ST. PAUL 8, MINN. 
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Country Club was a big success and all golfers advise it was 
a very good course, although some managed to lose part of 
their necessary equipment in the lakes surrounding several 
of the greens. Sixty-four tried their luck chasing the little 
white ball around and felt much better after drinking in the 
fresh air. Seventy-seven members and guests enjoyed the prime 
rib dinner served in the private dining room. 

Was nice having Frank Hawley out again. Frank always 
manages to attend our tournaments and we look forward to 
seeing him each time. 

* 

Carl Teele, Burbank Stationers, is driving a new two tone 
Chrysler New Yorker. 

Pete Masterson, and wife Marie, are the proud owners of 
a new Studebaker Station Wagon. Pete spent a week in Frisco 
on business during November. 

Pa 


Alexander Stationery Co., Hollywood, is remodeling their 
store and front windows. They are adding new lighting fixtures, 
order dept. and a new warehouse. Cecil Risch is having a 
“Ball” while the remodeling is going on. 

« 

Southern California Stationers have moved to their new 
location at 1498 E. Fourth St., Los Angeles, 33. This move 
was necessitated by the Olympic Freeway which will pass 
over their former location. However it turned out to be a 
blessing in disguise as they were rapidly running out of space 
in their former quarters. Their new building has much more 
space and has been remodeled to their needs. 

7 

We extend our sympathy to C. D. “Del” McLenathen upon 
the death of his wife on Nov. 7th. Del is owner of Alpha 
Stationers in Santa Monica. 


LETTER 
BOX FILE 


J 





This attractive box file has dozens of uses on desk 
or work table. Stands up or lays flat. Covered with 
long-wearing marble paper with plain orange back. 
Strong suit-case catch keeps out dirt. Pull tab at 
back. Packed 12 to carton. 


No. 890 Letter size with A-Z index, 16-division 

No. 891 Letter size with 1-31 index, 31-division 

No. 892 Cap size with A-Z index, 16-division 

No. 893 Letter size with A-Z index, 25-division 
(double-thick Jumbo style) 

No. 894 Cap size with A-Z index, 25-division 
(double-thick Jumbo style) 

No. 895 Letter size with Monthly index, 12-division 

No. 896 Letter size with Monthly index, 12-division 
(double-thick Jumbo style) 


Write for prices and discounts on above, 
also new Catalog of complete Amfile line. 







AMBERG FILE & INDEX CO. 
a1) 4-) 4 





OA—1 /57 





vas 
of 
ral 
ttle 
the 
me 


:  Here’s a Traffic Jam | 


_ 9 if 
:| , youl He: =a 


; a ~ * 


ecw 
ve 


ass 
ace 


ore 


on 
yha 








sk 
‘e Imagine being happy in a traffic jam! Yet the traffic any business man likes is 
= customer traffic. 


That’s the kind of traffic you too, may build. One proved way to up traffic is 
to get squarely behind the good brands you handle. Advertise ‘em, display ‘em, 
promote ‘em. And remember, you’re not working alone—the brand that has made 
a name for itself is your partner every dollar of the way. 

FREE! SEND FOR YOUR COPY... How to Make the Brand Idea Work for You— 
Gives you a cross-country look at the best brand promotion by retailers in all fields. Shows you 


quickly the benefits of brand name retailing, and how to qualify as a Brand Name Retailer 
of the Year. 


; BRAND NAMES FOUNDATION 


INCORPORATED 
A non-profit educational foundation 


437 FIFTH AVENUE, NEW YORK 16, NEW YORK 


57 OA-—1 /57 161 








70 WASHINGTON ST., BROOKLYN I, N.Y. 
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SEASONS GREETINGS 
ON OUR BIRTHDAY 


This was Red Rope Industries’ first year. We 
have had our share of "birth pains’’ necessary 
in getting a new plant to operate smoothly. 
Thanks to the co-operation of our many old 
friends and the hundreds of new ones, we are 
now rolling. We know that making and keep- 
ing friends is the surest and shortest road to 
success. We're grateful for your confidence 
and promise to serve you even better in 1957. 
Again may we say: 


“MANY THANKS 
TO OUR 
MANY FRIENDS” 


RED-ROPE 


STATIONERY INDUSTRIES, Inc 


Joe Wexelbaum, Pres. 


Seen & Heard in 
Southern California 
by J. EDWARD TUFFT, 


2012 Huntington Dr., S$. Pasadena, Calif. 

Leekley and Booz, West Coast representatives for the In- 
vincible Metal Furniture Co., the Gregson Manufacturing 
Co., the Costa Mesa Furniture Co., the Shelbyville Desk 
Co., and the Schwab Safe Co., announced an addition to the 
staff in the person of Grant Lindell, formerly with the 
accounting firm of Scovell Wellington & Co. 

Mr. Lindell, a graduate of the University of Southern Cali- 
fornia and a major in the Marine Corps Reserve, will assist in 
modernizing and expanding the sales facilities of the company. 

After more than 10 years of activity in California, Arizona, 
and Nevada, Leekley and Booz has decided to expand its 
territory to include Washington, Oregon and western Idaho. 

° 

William Lamberton of Lamberton Lines, Ltd., 333 Kearny 
Street, San Francisco, distributors of typewriter and calculat- 
ing machine desks made by the Hardware Engineering Co., 
Inc., has recently been searching for a traveling representative 
for this line in Southern California and Arizona. The items 
come in various styles and sizes depending upon the specific 
purpose for which intended. 





* 
Al Foxcroft, who guided the program inaugurated about 
20 months ago by the Southern California Office Machine 
Dealers Association which offered “on the job” training for 
office machine mechanics, has been forced to resign because 
of lack of time to do what he considers an adequate job. He 
has been succeeded by Ed Suderman. Mr. Foxcroft states 
that he considers this work of major importance for there 
definitely is a shortage of carefully and completely trained 
mechanics in this field. 
. 
Cortez W. Peters, the man who can type faster than any 






Get the full line 
for more profit 


R.C.Allen Guardsman 
SAFES 






From R. C. Allen, a 
fu ne of Safes and 
ited Files, Single 
and Double-Door 
Safes, Vault Doors, 
Money Chests and 
Bank Equipment. C- 
T-20 premium sav- 
ing label, also in A 
ond B Underwriters 
Labels. Write for 
Catalog today. 










"The Corregidor", business model with C-T-20 330 00 
Underwriters Label and relocking device : . 


Eastern List 





SAFE and FILE DIVISION 


R.C.Allen Business Machines, Inc. 


680 Front Ave., N.W. Grand Rapids, Mich. 
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these people make a 
GLOBE-WERNICKE FRANCHISE 


valuable 


They are part of a tremendous, ready-made market 
available to you as a Globe-Wernicke franchised dealer. 
There are hundreds of businesses and industries that 
know there is nothing finer than G/W office equipment; 
that each year, as their needs increase, purchase more 
and more G/W equipment. 







Why not start today toward building that important 
customer satisfaction on which a profitable future for 
your business rests? Now is the time to investigate all the 
significant advantages of a Globe-Wernicke Franchised 
Dealership. Write today for full information. A postcard 
may lead to an entirely revitalized business for you. 


remember . .. success depends on the strength of your line GLOBE-WERNICKE 





CINCINNATI 12, OHIO 











SUPERIOR 


UNIVERSAL 


| ne, 

| SY 
Th Bend Now! 
| 

| 


Opens the door 


to new sales opportunities! 


| 

Now you can get in on the expanding 
! checkwriter business with the economical 
full size machine that will earn you a 
| full dealer markup. Streamlined, advanced 
design, all metal construction. The Su- 
| perior Universal will print and safety 
perforate checks in amounts up to 
| $9999.99. Easily and speedily turns out 
| business-like looking checks. 


1] : , - - 
| It’s the checkwriter all can afford 


ONLY sa 9° RETAIL 


Choice of 3 decorator colors 


Write - Wire - Phone For Full Details 
Dept. B 


| 
| 
| 
| 
| 
i 
| SUPERIOR CHECKWRITER CO. 
A division of Superior Typewriter Co., Inc. 
| 
1] 


34 HUBERT ST. NEW YORK 13, N.Y. WOrth 6-2626 




















EXTRA SALES -—— EXTRA PROFITS! 


Don't let extra profits out your door! Your customers 
all need office machines, and what's more would 
buy them from you if y had them ip. stock... 
can be your stock. Write today for 48 page illustrated 


catalog and prices 


office machines. Write: Superior, 34 Hubert St., N. Y. 


























other person in the world, recently gave a demonstration of 
his artistry at the Pasadena City College. He drew about as 
much applause as a leading athlete would draw, and more 
applause, perhaps, than a concert pianist. His appearance was 
sponsored by the Anderson Typewriter Company of Pasadena 
through the Royal Typewriter Co. 

Mr. Peters, who is now 49 years old, became amateur 
champion typist of the world at 18. He now holds the world’s 
portable typing championship and the world’s professional ac- 
curacy title. 

In lecturing to the students he presented a number of rules, 
including keeping the finger-nails short and using the fingers 
only with the least arm movement possible. He pointed to his 
calloused thumb developed from thirty years of pounding 
the space bar. He said that when he first entered high school 
competitions he practiced two hours per day but when he 
went into more serious competitions he practiced eight hours 
per day. Incidentally, he said he built up his 300-word record 
by practicing with help of music. He used a polka tune pro- 
duced by a record player. 

© 

Everett L. Regel has been appointed administrative assist- 
ant to the director of manufacturing for ElectroData, Pasa- 
dena. The announcement has been made by Joseph B. Rice, 
Jr., manufacturing director. Before joining this company Regel 
was plant manager for the International Telemeter Corpora- 
tion of Los Angeles. 

. 

About 450 people were present at the November luncheon 
(November 20) of the Los Angeles Chapter of the National 
Association of Cost Accountants to hear an address by T. 
Coleman Andrews, recent candidate for president of the 
United States and currently chairman of the board of the 
American Fidelity & Casualty Company. Formerly he was 
Commissioner of Internal Revenue. His subject was, “Can We 
Live with the Income Tax?” 

The address in the main covered the ideas which Mr. 
Andrews has at times set forth in magazine articles. 


pi VSR ~~ ay 
Shock cv taclustry 


= NATIONAL 
wees ADVERTISING 


Acco Not Only Makes The Best 
But HELPS YOU SELL IT! 


we: | For well over 50 years Acco’s rep- 
Cle anny llouse utation for quality and leadership 
has been tops. But Acco doesn’t 
stop there. Acco wants to see your 
merchandise move. 
That’s why Acco has always be- 
lieved in giving you sales making 
displays and promotion helps. 
ENGINEERING And it’s why Acco is using Na- 
NEWS RECORD tional Advertising to your cus- 
tomers — spreading the knowl- 
edge of and demand for Acco 
products. Millions of readers will 
see Acco advertising again in 
1957. Are you ready to sell 
them? See your Acco catalog. 


| ACCO PRODUCTS, INC. 


OGDENSBURG, N. Y. 
in Canada: Acce Canadian Co., Ltd., Terente 
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Showing Johnson Sectionals 1521R, 152!C and 1521L 
“- JOHNSON “SECTIONALS” 
rT! 
ep- Dramatically modern .... yet, decidedly practical! Luxuriously styled . . . . yet, 
hip surprisingly really not “expensive.” 
sn’t The new Johnson “SECTIONALS” are perfect for offices and reception rooms. They lend 
our themselves to an infinite variety of arrangements. Just about the easiest way to 
solve any room layout problem. 
be- Johnson “SECTIONALS” can help you give your customer the kind of an office he 
ing wants. Good-looking, comfortable and the confidence that “it’s the best.” 
Ips. — DEALERS: Let us send you the complete story on these Sectionals as well as 
Na- the other tast selling patterns in the Johnson Line. 
cuSs- 
ywl- o 
.CCO 
will b Sis } a 7 ") 
in Simca, aw if 7/109 MERCHANDISE MART 
_ "Feat Cain JOHNSON CHAIR COMPANY 
\V/ 
iC. CHICAGO 54, ILLINOIS 
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Cape 


The Pee — means “THE MOST” in 
carbon Papers, INK Inked Ribbons, Hectograph ‘Supplie® 
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Exclusive ‘‘Carbon 
Gripper" makes typ- 
ing easier, better! 
Included free with 
Codo Carbon Paper 
(Except Typocraft) 


LEADING QUALITY 


.. The finest materials go into Codo Products 
—so it is natural that they turn out better 
impressions — and last longer. Once your cus- 
tomers try Codo Carbons, Ribbons and Hecto- 
graph Supplies they repeat. 
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MANUFACTURING 
CORPORATION 


Factory: Coraopolis, Pa. 





401 Wood St. 
Pittsburgh 22, Pa. 


564 W. Monroe St. 
Chicago 6, Ill. 


79 Madison Ave. 
New York 16, N. Y. 
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Canadian News 


Representatives of Canada’s writing equipment industry 
have again asked the Canadian Government to end the 10% 
excise tax on writing instruments. A brief presented to the 
Minister of Finance at Ottawa by the Stationery & Office 
Equipment Guild said the present tax on fountain pens, ball- 
points, mechanical pencils and desks sets is inequitabie, pro- 
duces little revenue, boosts prices on writing tools and is 
generally harmful to Canadian manufacturers, wholesalers and 
retailers of writing equipment. 

(The brief drew attention to the fact that the tax had been 
originally levied as a wartime “luxury tax”, subsequently re- 
moved from such products as furs, cameras, fishing rods and 
golf clubs, but not from such essentials as fountain pens.) 

. 


Appointment of J. A. Gauthier as manager, sales adminis- 


tration, Minnesota Mining & Mfg. of Canada, Ltd., London, 
Ont., has been reported by J. V. Powell, director of sales. 
Mr. Gauthier will assist in formulating and implementing 


sales administrative policies and will co-ordinate these between 
the director of sales and sales managers. 
3 

Of interest to exporters into Canada is the fact that effective 
January 2, 1957, all customs invoices are required to be 
presented at customs in triplicate, in place of in duplicate as 
at present, the extra copy being required by the Dominion 
Bureau of Statistics. 

. 

The marriage of a daughter in the Sam Jason family of 
Montreal was a post-NSOEA convention event. Came De- 
cember 2 another wedding occupied attention of the Jason 
household. This time it was son Marvin William Jason, who 
was married to Lucy Fabian, daughter of Mr. & Mrs. Sylvan 
Fabian, in Windsor, Ontario. 
advertising to 
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Buyers 
Everywhere 
Say: 


“It Was Easy to Sell Me New 
WOOD-GRAIN PLASTIC MASO-MATS’’. 


... because here at last is a chair mat that blends 
beautifully with furniture and carpeting in every modern 
office. In the past the effect of striking design or expen- 
sive furnishings was always marred by shabby ill-match- 
ing mats. Today, wood-grain plastic Maso-Mats come in 
four rich decorator colors—Walnut, Driftwood Gray, Mist 
Green, and Desert Sage (beige). What's more, the tough 
surface withstands rough treatment and gives long wear 
without losing its lustrous gloss. Maso-Mats don’t warp, 
don’t creep, don’t chip or peel, are impervious to ink, 
water, cigarettes, etc., and come in Secretarial or execu- 
tive sizes. Special sizes available to 48 inches maximum 
width and 16 feet maximum length 


MASO 


STEEL PRODUCTS, INC. 
53 W. JACKSON; CHICAGO 4, ILLINOIS 
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EVERY OFFICE NEEDS 
A NEW-MASO-MAT 


Dealers everywhere are selling plastic Mas 
Mats in volume—and profits are high. Ord 
today stock them—show them 


them 


FREE MINIATURE SAMPLES 


MASO STEEL PRODUCTS, INC. 
53 W. Jackson, Chicago 4, Illinois, Room 933 
Please send me price lists and free MASO-MAT Samples. 
SE = 
TITLE . — 
, 
ADDRESS. eet oe ee yt aes 
(street) 


(City) ~ (zone) 
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@ Tilt-back follower... 
with expanding front 
provides “V” work 
space. 

@ “V”-EXPANDING @ 4 inches more drawer 
Drawer with adjust- filing space, with Sus- 
able front tension — pension Slide on all 


exclusive with drawers . . . full ca- 
NORTHWEST. pacity 27”. 
Plus attractive satin chrome hardware . . . lock in 


center drawer locks all drawers with one key... 
combination finishes . . . standard colors — gray 
and green — popular pastel shades available . . . 
and cigarette and alcohol proof high pressure 
laminated or linoleum top. 

And, it’s available in ALL styles and SIZES. 

Here is a desk that you will find has an immediate 
acceptance with all your customers. You have only 
to show it to sell it. Ask us for complete details, 
prices and discounts NOW. 


20% MORE FILING 
SPACE WITH ‘‘V’’ EX- 
PANDING FILES . . . 
AN OPEN DOOR TO 
SALES YOU’RE NOW 
MISSING! 


It’s like an extra file drawer you're 
offering customers with any 
NORTHWEST “V” EXPAND- 
ING File . . . the 5 drawer shown 
here provides the usable filing ca- 
pacity of 6 rigid front drawers. 
This saving of valuable floor space 
fully meets today’s business de- 
mands in the face of high building 
costs. That’s not all — NORTH- 
WEST “V”" EXPANDING Files 
incorporate features of maximum 
efficiency and convenience — plus the original economy 
of fewer files to do the job in any office. Let us tell you 
the complete story of “V” EXPANDING Files (all sizes 
to equip any type office) . . . write for prices and dis- 
counts today. 


NORTHWEST 
NW METAL PRODUCTS CO. 
’ 1337 E. Mason St. @ Green Bay, Wis. 






names and their products before dealers, as well as the gen- 
eral public, was stressed by George Watson, sales manager, 
L. E. Waterman Pen Co. Canada, Ltd., before November 
meeting of the Stationers’ Association of Hamilton, Ont. He 
said that most great merchandisers in the dealer field found 
much to gain by mingling with their customers and thus get- 
ting to know their requirements personally. A policy of 
“money refunded if goods not satisfactory” went far in mak- 
ing friends for a store, he added. 

A feature of the program was the presentation of a birth- 
day cake to Ernie Mason, a 45-year-member of the Hamilton 
firm of Cloke & Son, Ltd. Out of town guests at the session 
included Al Hall, Jim Holmes, Norman Brown, Ossie Tan- 
cock, Norman Hymus, Christopher Bursche and Stuart 
Cromar, all of Toronto; L. F. Beattie, Rodger Beattie, St. 
Catharines; Ron Beal, Brantford; Bill Gardner, Goderich; Ted 
Bartlett, Burlington. 

2 

Total dealer sales in Canada continue to show an increase 
of 12% over last year, the Stationery & Office Equipment 
Guild of Canada, Inc., Toronto, reported December 1. Office 
furniture and equipment sales were up 12.4% for the year; 
printing 4%; stationery and office supplies, 10%; the Guild’s 
survey of dealers indicated. 

2 

Milton E. Burrows has been appointed a city sales repre- 
sentative by National Typewriter, Inc., Montreal, according 
to Martin Rubin, sales manager. Mr. Burrows has been active 
in the office furniture and business equipment field for many 
years. 

e 

Sanford Ink Co., Chicago, has appointed A. R. Davey Co., 
Ltd., Toronto, as their sole agents in Canada. A. R. Davey, 
president of the Canadian firm, reported that his company had 
recently occupied new premises in the Toronto suburbs — a 
modern, one story building providing ample quarters for of- 
fices, manufacturing and warehouse activities. 

New appointments included that of Warren Davey as gen- 





Makers of famous Moore 
Picture Hangers & Push-Pins 


MOORE PUSH-PIN CO. 


Since /9OO PHILADELPHIA 44. PA 


13 25 BERKLEY ST 
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Designed for double duty! 


The 
“MODEL90" 


MASTER 
ADDRESSER 











ADDRESSING AND RECORD 
KEEPING SYSTEM! 


FAST MECHANICAL ADDRESSING 


Addresses by the Spirit Process from Paper Address Slips pre- 


pared in a standard typewriter. 
No plates, stencils, inks or gelatin required. Easier, less ex- 
pensive to install and operate. 


RECORD KEEPING 


Use Address Slip Holder-Cards for records of sales, service 
calls, inquiries, etc. Combines address printing medium and 
records into one. Combine two files into one. 


OTHER IMPORTANT FEATURES 


Low initial cost. Operating Economy. Easy List Maintenance. 
Automatic Card Feeding. Quick Filing and Storing. Selective 
Addressing. 


DEALERS... 


If you sell office machines and systems, don't miss the op- 
portunity of handling the new MODEL 90 Master Addresser. 
If you are interested in a franchise for your territory, write or 


send coupon below. 


v MASTER ADDRESSER COMPANY 
6500-OA West Lake Street 


Minneapolis 16, Minnesota 





1 am interested in a dealer franchise for the MODEL 90 MASTER 
ADDRESSER 


Firm Name 


By wcccees “seccvcccccse 
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eral manager; George Raymond as sales manager; Paul Bink- 
ley, in charge of office furniture and equipment; Boynton 
Fisher to continue to cover Ontario territory with the firm’s 
own manufactured lines of loose leaf supplies and general 
Stationery. Cameron Gay has been named to the post of 
purchasing agent. 

° 

[he merger of McGraw Electric Co. and Thomas A. Edi- 
son, Inc., was announced in Canada by K. R. Swinton, gen- 
eral manager, Thomas A. Edison of Canada, Ltd., Toronto, 
who said the supplementary knowledge and experience which 
each company brings to the other would produce many F=ne- 
fits. He said the Canadian organization would be aided by 
the linking of the two companies. 

° 

Folger Fellowes, president, Bankers Box Co., Chicago, ad- 
dressing trade meetings in Kingston, Ont. and Montreal re- 
cently, told the Canadian industry that the most satisfying 
and gratifying element in selling is the feeling that the custom- 
er has been provided with a service. 

He described service as “the big plus that sets you apart 
from order-taking. When you start taking orders to fill 
a customer’s requirements, you are no longer a salesman but 
purely a clerk for transcribing purposes. The customer grabs 
the ball and calls the plays. Price is the signal and you submit 
because you know the competition is in there, too. . . . The 
only way a salesman can control such a situation is to main- 
tain the initiative, by having a co-ordinated planning program 
and operating with it. . You can answer the price problem 
with strong arguments of value, usage, quality, longevity, etc. 
If you sell, you must serve.” Both meetings were sponsored 
by the Stationery & Office Equipment Guild. 

* 

Following modernization recently, Librairie Vachon Ltee., 
a Quebec City stationery firm in business since 1910, is now 
credited as one of the most up-to-date stores in the city’s Upper 
Town area. Although the store’s sales area is only 1400 sq. 
ft., it occupies an excellent corner location on Buade St., a few 
steps from the city hall. Interior decoration scheme offers 





The following is published by International Business Machines 
Corporation, in accordance with the provisions of the Final Judg- 


ment entered January 25, 


1956 in Civil Action No. 72-344, 


United States District Court for the Southern District of New 


York; 
Section V 
(a) IBM y enjoined and restrained from acquiring any used IBM 
i iting ctronic data processing ma e owned by another person 
the Serv Bureau Corporation hereinaft provided for Section VIII 
this Final Judgment otherwise than as (1) a trade-in on a purchase of 
a tabulating electronic data processing machine from IBM or (2) a rea 
al " st sums then or thereafte ayable to IBM by a customer 
(b) IBM is hereby ordered and directed to solicit, in the manner speci 
n the provisions of paragraph (c) of tl Section V, from dealers i 
l-ha siness machines orders for t irchase of any used IBM 
al tronic data processing mac acquired by IBM pursuant 
ti i) of this Section V. The ice charged |t IBM for any 
t exceed 85% of t e computed suant to par 
2 (1) f Section IV of this Fina igment 
IBM ereby ordered and directe« 
wit e year after the entry of this Final Judgment, and eact 
six t t reafter for a period of fy ears, to cause the provisions 
Sect V to be published in at ast two trade rnals of gen 
1ong dealers in sec 1-} mach 
ne year after the ent f this Final Judgement, to fur 
ot More than 5 t all dealers second-hand 
who shall within tl eceding 180 days have made 
therefor, and to at least e national trade associatiol 
a list of all tabulat and electronic data processing 
IBM pursuant to paragraph (a) of this Section V 
the making of the last such list, and the prices thereot 
machines listed in t! formation furnished pursuant 
(2) of paragraph (c) of this Section V available fort 
a irchase by One or dealers a period of 
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Is this YOUR customer? 


We hope so because he’s a happy one, and that’s the 
way to keep him. 


This one may be happy because you sold him a 
complete matched installation of economically priced 
desks and files. That means you sold him WESCO. By 
so doing, you dealt in customer satisfaction with a 
matched line designed for the buyer with a moderate 
budget. He received bonus quality features that he 


WESCO—The Stamp of Quality in Office Equipment! 


j } 
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could normally expect to find in only much higher 
priced equipment. 

The WESCO line of desks and files invites buyer 
action. It is designed for an active life of steady, effi- 
cient service. Its tasteful, modern styling will be as con- 
temporary in 1967 as it is today. 

Keep him happy. Sell him WESCO. 

Builders of Fashionaire and Economaire desks— 
suspension and non-suspension files—Add-a-Files. 


STERN MFG co 






AURORA, iLtL- 


\._ /330CRl 


MANUFACTURING COMPANY 


AURORA ° 


ILLINOTUS 
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Port-a-Walli 


holds the line on 
prices and quality 


Due to expanded facilities and increased 
volume we are able to offer Port-a-Wall 
all steel partitions at no increase in 
price, no sacrifice in quality. 







. 


3 


+e 





Quality designed to meet your price needs! 


Free-standing Port-a-Walls are precision en- 
gineered to give you fine quality construction 
and flexibility. They are completely portable — 
can be easily moved, easily dismantled and 
stored! Available in five standard heights 
up to 84 inches, Port-a-Wall partitions pro- 
vide as much as 25% more work space in the 
same office, can be set up in minutes, can be 
rearranged as desired. 

















39” high 54” high | 68” high 74” high 84” high 























The Port-a-Wall line is complete, with steel 
or glass insets, doors, gates, plain and electrified 
posts, ten widths, five heights. 








Write for free ‘‘Pocket Port-a-Wall!’’ 






metal scale models for authorized 
dealers. A few dealerships still 


available. Write for details 








HEMISPHERE STEEL PRODUCTS CORPORATION 
: 263 Kent Avenue, Brooklyn 11, N. Y. : 
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yellow walls in padded leather. Same material covers three- 
sided service counter at the rear. Colorful draperies form 
background for eight racks of greeting cards. Windows are 
recessed shadow-box type and display a few single items in 
distinctive arrangements. Personal service is still in vogue in 
Quebec City so proprietor Raymond Thivierge has had to re- 
sist the current self-serve design trend. He operates with a staff 
of five. 
‘ 

McKenzie Stationers, Ltd. is a new trade outlet located at 
Dawson Creek, B. C. 

8 

Reflecting the increasing emphasis that W. J. Gage & Co. 
Ltd., Toronto, has shown in recent years for specializing as a 
manufacturer in the envelope and stationery fields, the firm 
has now sold its Vancouver branch, a wholesale division, to 
B. C. Drug Co., Vancouver, an associate of the National Drug 
& Chemical Co. Ltd. 

e 

Mount Royal Stationers, Reg’d. is a new dealer outlet in the 
Montreal suburb of Mount Royal. Operator is Gordon Mill- 
ward, Firm carries a full line of the industry’s stationery 
products. 

* 

MacDuff Wakefield Lamb, 56, died recently in Montreal. 
Well known figure in the packaging and envelope trade, he 
was connected with Dominion Envelope Co. Ltd. 

4 

W. G. Carr has been appointed sales manager for Thermo- 
Fax copying products of Minnesota Mining & Mfg. of Canada, 
Ltd., London, Ont. He has been instrumental in the develop- 
ment of 3M’s printing products in Eastern Canada and was 
appointed sales supervisor in 1955. H. J. Goodman, sales 
manager, graphic products division, announced the appoint- 
ment. 

o 

Wilfred Z. Charbonneau has been appointed regional dealer 
sales representative for Burroughs Adding Machine of Can- 
ada, Ltd., J. L. Rapmund, general manager, announced in 
Toronto. Mr. Charbonneau will serve the firm’s dealers in 





No. 8127 





Wide assortment of chairs and occasional tables. Write for catalog. 


AMERICAN CHAIR COMPANY 
SHEBOYGAN WISCONSIN 


Permanent Displays: CHICAGO — Space 1650, Merchandise Mart 
NEW YORK — Decorative Arts Center, 305 E. 63rd St., (9th Floor) 
MIAMI — 3900 Biscayne Boulevard BOSTON — 92 Newberry St. 
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ONLY Bulman GIVES YOU THE 
VARIABLE PITCH SHELF 


anime 








Another Bulman exclusive! Now without tools, without 
bolts, without brackets, or any extra parts you can adjust 





Bulman steel shelves to level or sloped position. Shelves [fw 
are all ready to take glass or wire banding. See the fixtures " 
designed to work for YOU ... for LESS. memes 
-—_ ee 
- 
Write, wire, call & ! on —=S 





THE Bulman CORPORATION SY een 


DEPT. OA-I7- GRAND RAPIDS 2, MICHIGAN ee Y= 
OFFICES IN PRINCIPLE CITIES =” | 
The Greatest Name in Self-Selection 

















Duplex Electric Model 912 ED— (illustrated) 
features extra ‘Memory’ Register, 

Automatic Accumulation, Subtraction 

and ‘Full Cent’ but represents no 

grecter investment than other 

ordinary single register machines. 


Pius Computing Machines, Inc. 
5 Beekman St., N. Y. 38, N. Y. 


Pius Computing 


Machines, Inc. 


5 Beekman Street, New York 38, N. Y. 
Telephone REctor 2-0045 


| 

l 

Without obligation | 

Please arrange free demonstration in my office. | 

[] Please send complete literature on your fine | 
of PLUS equipment 

Name . ; : 

| 

| 





Company 
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Model 3264 


ds alone can't possibly express the user’s 
action . the quality ‘“feel’’ and never-fail- 
1ependability of Bentson’s Top-Flite filing 


abinets 


Here's true office comfort and efficiency with dis- 

inctive Bentson quality ... rigid construction, ball 

bearing roller slides, quality cradle suspensions 

plus an unlimited selection of models and 

1wer arrangements. These are but a few of the 
customers specify Bentson! 


Dealers take pride in selling this preferred 


quality in desks, tables, files and acces 


A copy of our new catalog is reserved 
for you. Write for yours today! 


50am 


DEPT. OA17 


> 
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The BENTSON 


MANUFACTURING CO 
AURORA, ILL 





Eastern Canada. He joined Burroughs at the Ottawa branch 
in 1945, was named a sales specialist in 1955. 
4 


4 veteran Canadian stationery firm recently marked the 
opening of a new branch store in Burnaby, B.C., and the re 
modeling of one of its downtown Vancouver branches with 
special ceremonies. Firm is Willson Stationery Co. and their 
latest expansion means the company now has three stores 
serving the Vancouver area. Willson’s has head offices in 
Winnipeg, and a chain of manufacturing plants and stores 
across Canada 

Chief of Willson’s Vancouver division is 46-year-old Wil- 
liam Gray who moved into the post of general manager about 
a year ago. He started with the company in 1927 at Regina, 
moving up the executive ladder after many years in Willson 
divisions in Western Canada. Manager of the new Burnaby 
store is Hamish (Jock) Lawrie. He was born in Scotand 
and managed a large firm of stationers and office equipment 
specialists in England before coming to Canada. Recently 
appointed manager of Willson’s Pender St. branch is 34-year- 
old Don Vidal. R. D. (Bob) Gardner is an outside sales 
representative for the firm in the Burnaby-New Westminster 
area 

e 

[he pvogress of paper manufacturing in Canada was de- 
tailed by Robert H. Smith, sales promotion manager, Howard 
Smith Paper Mills Ltd., Toronto, when he appeared as guest 
speaker before November meeting of the Stationery & Office 
Equipment Guild Club of Toronto. James Curzon, Eberhard 
Faber Pencil Co. Canada, Ltd. 

s 

The most important attributes of a good salesman are in 
the following sequence, Aubrey Odham, Sarnia, Ont. insur- 
ance company executive, told the Stationers’ Guild of West- 
ern Ontario, meeting in London: Attitude, initiative, thorough- 
ness, concentration, constructive imagination, decision, adapta- 
bility, organizing ability, leadership, expression and knowl- 


edge 


TYPEWRITERS 
ALL MAKES 


THE UTMOST IN QUALITY 


; 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST-—BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST. + NEW YORK 13, N. Y 
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You'll like the fine design and good, solid comfort of these chairs—and you'll marvel 
at the low, low prices! Available in oak or walnut, the 900 Group is upholstered in 
leather or Naugahyde, with a combination of Flexo Swedish springs and thick, medium- 
density Paratex providing luxurious comfort. 


If you are considering new chairs for your office, may we suggest you see the 900 
Group at your dealers soon. We think you'll be glad you did. 


JASPER CHAIR COMPANY, JASPER, INDIANA 


LOUIS MELIND 


treet 


_ DALLAS 
_ CHICAGO 
LOS ANGELES 








VIS-A-LOGUE 


... @ Giant Step forward 
in Visual Selling 














Covers in 
14 Beautiful 
Colors & Motifs 





Sees you through... 
CLEAR THROUGH every sale 





offering these many features .. . 
* 100% pure virgin Vinyl pock- 


ets won't stick — burn -—— - © 
crack — yellow — scratch — = — # 
cloud. Hl . 


Ease of inserting and remov- 
ing material from the inside 

. Three outer edges elec- 
trenically sealed. 

* Made for stendard 11 x 8'/, 
cataleg sheets and & x 10 

tos. Material inserts from 

* Available in 6 — 12 — 24 
vinyl pockets for 12 — 24 or inside edge 
48 pages of sales material. 

* Protects contents .. . Prevents 
corner breaking, finger prints, 
tearing and every day wear 
. « « Glamorizes pictures and 
printing by softening the glore. 

* The thin-ness of a well filled 
billfold . . . holds more sales 
material than many kits twice 
its bulk. 

* Flexible cover simulates beav- 
tiful leather . . . keeps its 
new look . . . easily washable. 

* Manufactured in 14 beautiful 
colors and motifs .. . Gold 
stamping and special ad im- 

inting available. Individually 
xed if desirable. 

* Less costly than other pres- 

entation folders. 








Keeps material 
permanently in place 





* ORDER ONE or MORE VIS-A-LOGUES on MEMO IN- 
VOICE for YOUR INSPECTION. Ful! information and prices 
are YOURS for the ASKING. 


HAZEL-VINYL PRODUCTS 


1601 DELMAR BLVD. ST. LOUIS 3, MO. 
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Guest Book 


Al Karper, of New York, dropped in at OFFICE APPLI- 
ANCES on November 19. Formerly active in the field of office 
specialties, he has some ideas in mind which may bring him 
back into the manufacturing division. He had made a special 
trip to Chicago for several business calls 





Frank J. Scully, from the home office of Minnesota Mining 
& Manufacturing Company, called at the office of this journal 
on November 16 accompanied by Ken Reister, Chicago man- 
ager. Mr. Scully’s activities as a sales executive are numerous, 
taking him to many parts of the country. He presented a pre- 
view of an elaborate sales promotion which will be announced 
to the industry shortly. Mr. Reister will be remembered by 
many for his work as president of the Great Lakes Travelers 
Club, also chairman of the NSOEA national convention com- 
mittee in 1955, 


Charles Krause, Jr., attorney for National Office Machine 
Dealers Association and fourth-term mayor of Weehawken, 
N.J., accompanied by his law partner, Lemuel Bannister, Jr., 
dropped in at OA headquarters for a visit on November 27. 
Charlie Krause has served NOMDA during most of the years 
of its existence after having built up a wide acquaintance in 
the industry for his efforts on behalf of the dealers in the 
New York metropolitan area. He and Mr. Bannister were en 
route to’ California. While there they expected to see Harold 
Mann, NOMDA’s executive secretary, and many of the 
California dealers, although much of their time would be oc- 
cupied with matters having no particular bearing on office 
machines. Mr. Krause is proud of the city of Weehawken, 
which he likes to refer to as next to the largest city in the 
world. For those unfamiliar with the location of Weehawken, 
the map will show that only the Hudson River separates it 
from downtown New York. 


—S$TYLINE—— 


SERIES 
Worden of Holland 





No. 3060 

58 x 32 
WORDEN Company offers the office equipment dealer a corn 
plete ne of wood desks, tables, chairs, leather upholstered 


chairs and suites all manufactured with good quality as a 
tandard. We invite you to investigate the many advantages of 
ling Worden products. A complete catalog will be furnished 


1 request 


the WORDEN 


HOLLAND 


MICHIGAN 
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IN EVERY INCH 
Of Every Fritz-Cross Chair! 


You can buy reasonable chairs from Fritz-C: 


but not ‘‘cheap”’ chairs. They can't be the cheapest 


because the material that goes into them 


andthe craftsmanship . . . are never less than fine 


quality. Every F-C model is a top-quality product 


from casters to cushions they look it, they prove 


it. Yet every F-C chair can be sold asa real value 


giving your customers the most for their money 


If you don't have the current Fritz 


Cross catalog, write for your copy 


THE FRITZ-CROSS CO 








300 EAST FOURTH STREET 
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Dealers and representatives — 
Send for prices, literature and 


packing information TODAY! 








TAKE THE PLACE OF TACKS, TAPE AND GLUE. 


miracle discs 


Stik-tacks are adhesive on both sides— 


stick to any surface including glass, wood 

and metal. . . .cannot harm displayed material, 

walls or background. . . .they’re completely out of 
sight when in use — may be easily removed and used 
over and over again. Stik-tacks sell steadily 
every month of the year — are in constant de- 
mand for office, home, school and industrial 


use. Keep them on display. 


THEY’LL SELL ON SIGHT. 
Retail — folder of 82 dises 25¢ 


THOMPSON-WINCHESTER CO., INC. 
1299 Boylston St., Boston 15, Mass. 


Please send Stik-tock prices and packing infor- 
mation. 


Astenen GF cccccccvccccvcnesctcoceshenoee 
Civme Dame co ccc cccccccccessbesesessedeones 
Soveet AGGrOSS 2c cccccccescccccsseseesseces 
Clty = BONO ccccccccccscscsesesecceseeeses 
] Dealer [] Representative 











1957's BIGGEST PROFIT 
OPPORTUNITY! 


Summira Adding Machines with more practical sales 
features than machines costing twice as much! 


DIRECT FINGER ACTION 
. - - NO STYLUS NEEDED 


The brand new PRINTING Summira 


The lowest priced print- 
ing adding machine with 
direct subtraction! 





ud, 


wt: 81, Ibs. 


@ Uses standard 
paper roll 


@ 2-color ribbon 
ints additions in 


lack . . . sub- 
tractions and to- 
tals in red 


STANDARD Summira 
Lowest priced adding machine 
with Direct subtraction! 


only 


$45.50" 


including F.E.T. 
wt: 41/, Ibs. 





both model Summiras have these sales features: 


® Positive checking of each individual entry 

All totals to 9,999,999 or $99,999.99 

Fully guaranteed against wear or factory defect 
Heavy-duty construction, no service problem 
All Nylon gears — require no oil 
durable 

Finger contoured keyboard — requires no stylus 
Optional locking device for automatic clearing 


extremely 


Over $300,000 worth of Summira adding machines have been 
sold in the last three years! This figure proves the tremendous 
acceptance “the quality machine at the price’’ has received 
from buyers everywhere. No other adding machine can match 
Summira’s trouble-free performance. 

No other adding machine can match Summira's features a any- 
where near the price, yet the Summira is one of the siurdiest, 
quality constructed machines on the market. Atiractive, chip- 
proof creen crackle finish is the same as found on machines 
costing twice as much. Soft padded base protects all surfaces. 
Summira’s appearance and compactness sell on sight. 

Write for complete information today. Summira adding machines 
con be your most profitable volume business machine seller 
during the coming year. 


*Prices slightly higher on west coast. 


FREMACO INTERNATIONAL, INC. 
Dept. OA 1—188 E. Randolph Street, Chicago 1, Illinois 
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Contest Winner . . . The national sales contest sponsored by 
Mohawk Business Machines Corp. for its distributors was won 
by the Los Angeles firm of Van Leeuwen & Associates, Inc 
The firm won first prize of 500 shares Mohawk common stock 
for selling the greatest number of Mohawk products including 
Midgetape, battery-operated pocket-size tape recorder. Here, 
Charles H. Huber shows miniature microphone of the Midge- 
tape recorder to Margaret Pugh. Standing (left to right) are 
Cliff Givogre, John Jacks, E. G. Van Leeuwen and Mario 
Marinschek ae oe 


Sperry Rand Profiits Show Gain 

Sperry Rand Corporation has announced profits of $19,- 
947,617, equal to 74 cents a share of common stock, for the 
six months ended September 30. 

This compared with $18,541,828, or 73 cents a share, for 
the similar 1955 period. Net sales rose to $390,096,051. 





Tiehitnat PROFITS FOR YOU 


WITH ADVANCO'S POLICY OF 
SELLING THRU DEALERS EXCLUSIVELY 





OW eer 
MADE IN USA. * , REG. U SS. PATENT OFFICE 


~~ 
Ny 





ADVANCO PRODUCTS Inc: 


MAAIFOLD BOOKS . PRINTED SOCK (ORms . PeTS\BOeFO Rulers ame 
” J ERS FOLDERS PH AMD PRLSSSOARD GUIDIS - SHLPLAD Ge FOLOTe ~ CorLATTe 
MAMA FOLDERS + FLING SUPPLIES + ABVAMCO PYRCHLISS Parte mol Die 


76-05 Sist AVENUE, ELMHURST 73, L. I. N.Y. = Telephone Hickory 6-4848 
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Au 


NO. 450 AC 


CRAFISMANSHIP 


Styled for perfect harmony with modern decor. Fashioned 


. . ? . ‘ ’ 7 d 
Exemplified for luxurious wear. Customed for lasting comfort an 


pleasure. Priced for every buyers purse. These are the 


SOFA 1075 


RC 





factors which make BRIGHT creations a joy and satis- 
by faction to every one who buys. In a large selection of 
genuine leather and Elastic Naugahyde and a wide range 


BRIGHT of styles you will find just what you want for every 


customer. 






WRITE FOR THE BRIGHT CATALOG TODAY! 
545 W. 34th ST. NEW YORK 1, N.Y. 


MANUFACTURERS OF WslMered. y i“ a hee poorsts Gun 

















THREE TOP SPECIALTIES 
of Superb Quality 
STEEL SHELVING 


Standard Or Government Specifica- 
tions: All Standard Sizes. 


Corner Posts, 11 Gauge or 13 
Gauge 7'3” high...8’3” high.. 
9’3” high punched on 1” centers. 
Finished in Baked-on olive green 
or office gray enamel. 


TYPEWRITER TABLE 


Size 264%4"H x 16”D x 22”°W and 34°W 
overall with shelf extended. Finished in 
baked-on office gray or olive green enamels. 
2° rubber casters. Shipped K. D. one per 
carton. Weight 30 lb. 





STORAGE CABINET 
No. 3678-S 


with adjustable shelves, finished 
in baked-on olive green or office- 
gray enamels with lock in handle, 
insulated doors. Shipped one per 
carton, K.D. 
36”"W x 18” x 78"H 
Weight 150 Ibs. 
MANY OTHER SIZES OF 

CABINETS AND SHELVING 


List Price $15.00 


MIDWEST 


METAL MANUFACTURING COMPANY 
1818-24 North 18th St., St. Louis 6, Mo. 
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E-721 
Shkyliner 


EXECUTIVE 





$-602 


SECRETARIAL 





Showcase 


- - - to America’s Greatest 
Values in Steel 


Office Furniture 





T-609 


Shyliner 
COMPANION 
TABLE 





0-451 


SALESMASTER 
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the “SKYLINER”’ line 
America’s most modern 
fine steel office furnitur 
details and prices toda) 


Inc., 


Orna-metal, 
St. Louis 4, Missouri 





New Home of Addo-X in Oak Park... 


a ll -_— —w- —_ ee 


~T na 


Clear, uncluttered layout and highlighting of individual dis- 
plays keynote the new showroom and offices of the Addo-X 
Sales Corp., 7003 W. North Ave., Oak Park, Ili. The show- 
room contrasts soft oak paneled wall with stark white on the 
opposite side. Sole decorations are two original Addo ads from 
Sweden. 








Announce F. E. Hale Appointments 

The Hale Industries, Inc., division of F. E. Hale Manufac- 
turing Company has named J. Andrew Benson vice-president 
and sales manager. 

Meanwhile, F. E. Hale Manufacturing Company has ap- 
pointed Joseph Kobek, 5348 N. Melvina Ave., Chicago, sales 
representative in the states of Michigan, Indiana and Ohio. 

Ed Freeman, 1638 Penfield Road, Rochester, N. Y., has 
been appointed sales representative in the states of New York 
(excluding New York City area) and Pennsylvania. 


L. Salle Top Quality 


Ash Trays, Smokers in Walnut, Brass, Bronze, Anodized 
Aluminum, Chrome and Baked finishes. Traditional and 
Modern Designs. Glass Liners or Screen Tops. 








No. 135X No. 135X solid walnut smoker Nos. 191-194 

Walnut as illustrated, solid brass Metal 

handle and ferrule, list 

$26.00 No. 125X same 

Smoker without handle, list 
.00. 


Nos. 191-194 metal smokers 
as illustrated. 542” x 144” 
long lasting, anodized alumi- 
num liner. Smokers in Bright 
or Satin Chrome, Golden 
Bronze and Decorator Colors. 
Also in Genuine Jewelers 
Bronze, list $13.50 to 
$25.00. 


Similar Walnut Smoker with 
Brass Ferrule — No. 175 
— $20.00 list. 


Large Metal Smokers 
8” Glass liners >] 
pered or Regular Posts 
$10.50 to $20.0 





Metal Costumer n 
Colors and stin 
" = 

\_nrome. 


Write for complete catalog. 


i St PRODUCTS CO. 


2216 N. CLYBOURN AVENUE CHICAGO 14, ILL. 
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Thi his Spring... Choose ZX 


The Increased 
SPECIFICATIONS of 


Tomorrows 














@ New approved Specifications—1 800-1906 Line of Files 
@ Presenting the Newest in Office Furnishings 


NDERSON~ HICKEY COMPANY 


917 CHEROKEE AVE. * P. O. BOX 8006 e NASHVILLE 7, TENN. 

















UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 

1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 










Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 


ASSOCIATED Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steet Bal! Corporation 


: (Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hart 
COMPANIES: 9.40 Fleet St. East, Toronto 28, Ont. nen ey Se 
pm 
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New Showcase Offered... 


HERES your 
FORMULA FOR 
GREATER FILE 














FOLDER SALES! 


- 





Streator Industries, Inc., Spring Park, Minn., and Chatham, 
N.Y., is now offering a new metal frame showcase, the Flex- 
Orama, at prices competitive with ‘‘glass-on-glass’’ construc- 
tion. Solid extruded aluminum top and bottom frames are used 


in the case which has three adjustable glass shelves in widths 
of 8, 10 and 12 inches. The shelves are supported by ‘‘knife- 
and-slot’’ brackets and easily adjusted for display purposes. 
Dimensions of the case are 38 inches high, 20 inches deep 
and 4 or 6 inches long. The case can be purchased either with 
or without Slim-Line lighting with switch and outlet 




















FEATURE 
IMPERIAL | | : 
i | 
METHODS | | 
" | 
| | 
FOLDERS | 
I 
! 
FOR GUARANTEED | 
CUSTOMER SATISFACTION | 
! 
A complete line of folders — Manila, ; 
Kraft, and "Double Tops" known since ; Offered in | 
1906 for top quality and depend- | COLOR to 
When you place your file folder order : ment the | 
with Imperial Methods you can expect black line | 
... AND YOU'LL RECEIVE: | | 
¢ Extra Quick Delivery | | | 
- Surprisingly low Prices | Watch for complete information on special ; 
Free catalog on request | introductory promotion 
: 
’ h | THE J. L. HANSON COMPANY |! 
Tmpertal fffet. WAY CY ; 554 WEST ADAMS STREET, CHICAGO 6, ILLINOIS 
a oa | FRanklin 2-7270 





FOREST PARMA, EL LEN O11 S GRR RRR Renee tnt 
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FILING SYSTEMS! 











HEDGES BOX FILES 


long on service @ 
low on price @ 


All files are equipped with strong 
suitcase locks, leather pull on back. 
Hinges reinforced with strong 
cloth tape. Best sellers from 

coast to coast for more than 

a quarter of a century! 


HEDGES AGATE CARD TRAYS 


new and improved e 
sturdy and smart e 


Steel bottom is formed from 

rustproof electrolytic tin plate, 
eye-appealing! One piece followblock 
has no welded parts to break loose. 
Tray is made of heavy caliber 
cardboard with reinforced corners, 
pull holder on front. 


write today for catalog and prices 


ed es MANUFACTURING COMPANY 
v 2931 WENTWORTH AVENUE e CHICAGO 16, ILLINOIS 
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HELLO! . 


MY NAME IS 


sei ~ Lf CAS3 Tag merchandiser displays fifty- 


ia eee three fast moving items. Customers 
ed ‘ z g serve themselves 

















UTILITIES 


Finest quality merchandise 
conveniently packaged for 299 | 
easy handling in self-service 
departments practically in- 
vite purchase 


The attractive red and black The brilliant red and white boxed units that stop 
boxes and cartons are quick we the eye and start the sale at self-selection counters. 
attention getters and can be = 
used to create sales winning 
counter displays 


4 


Pal 









Reyburn’s extensive line has 
an item for every stationer’s 
need backed by years of 
manufacturing experience 
“Buy the best Buy Rey- 
burn’s.” 


THE REYBURN MANUFACTURING CO., INC. PHILADELPHIA, PA. 
WAREHOUSES: 4048 POLK ST.,CHICAGO, ILL. 901 W. VICKERY BLVD., FORT WORTH, TEXAS 
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The 


problem of filing marginal punched forms 
This closed back thin post binder is one of 6 types of Cesco bind- 





Y solution to the 





ers for marginal punched forms. Because it has a transfer bar you 
can lift off any portion of filed sheets to remove or add sheets 
anywhere in the binder in- 
stantly. Non-scratch plastic 
holder on back. Compression 
bar available to hold sheets 
in partly filled binder. Style 
CDL. 


Write for Catalog ‘‘L”’ 
The C. E. SHEPPARD CO. 





Est. 1900 





44-07 21st St., Long Island City 1, N.Y. 


Help Fight Polio ... 


Join 
the March 
of Dimes! 





” 


“Look, | can use my hands again”! these words 
graphically show the work still being done by the National 
Foundation for Infantile Paralysis. The Fight against’ polio is 
being won, but it is not over. There are many victims still to 
be treated and much in the way of research. Join the March 
of Dimes and help to lick polio. January is the month 


Young Named U.S. Carbon & Ribbon Executive 

At a recent meeting of the U.S. Carbon & Ribbon Manu- 
facturing Company, Inc., board of directors, Arthur W. 
Young, president of Curtis-Young Corporation, was elected 
executive vice-president. Mr. Young will divide his time 
between his offices in New York and Philadelphia. 


more valuable to you than ever before! 


THE N.O.F.A. CONVENTION 


Hotel Jung—New Orieans—March 28-31 


register now . save delay! 


Make your plans to 
and best N.O.F.A. Show ever held! 


Fill out the Registration Coupon now! A big crowd 
is expected, and things may be inconvenient for those 


who have not registered 1 
plenty of time t« 
accessories, and planning. 


1957 N.O.F.A. Convention in New Orleans. 


lay—to attend the biggest 


advance! Allow yourself 
e the latest in office furniture, 


Please register me and the following members of my staff for the 


this is the only show in the world 
devoted exclusively to your needs 
as a creator of fine offices. 
You can’t afford to miss it! 


time-saving advance registration 


NATIONAL OFFICE FURNITURE ASSOCIATION 
327 South La Salle Street, Chicago 4, Illinois 


NATIONAL 
OFFICE FURNITURE 








ASSOCIATION 








327 South La Salie Street 





Firm Name — ae 
Address 





Chicago 4, Illinois 











Leneeeeesecooseeeeceosoescesocosrsescuseseseesesase 
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More and more progressive sta- 
tioners are finding new sales 
volume and increased profits 
with these famous EUREKA ad- 
dressing labels. Each is manu- 
factured for a specific method 
of reproduction. Each is grow- 
ing in sales volume daily. Are 

you getting your 
* share of these 


fj i 
AA AN ee 
Ev Rtv N “ plete details . . . 
im el SN 


‘ 
EUREKA SPECIALTY PRINTING COMPANY 


555 Electric Street, Scranton, Pa. 


® Registered Trademarks 






YOU CAN INCREASE YOUR PROFITS WITH 
DUPLISTICKERS. DUPLISNAP. OUPLIQUIK, 





DUPLISTICKER Mail-Aids, for 
typewriter and mimeograph. 
Choice of 24 or 33 addressing 
labels to each sheet. Finest 


gummed stock. 


DUPLIQUIK Maid-Aids, Spe- 
cial stock for use with “spirit” 
or "liquid" process duplicating 
machines. Can also be used 


with typewriter. 


DUPLISNAP Carbon _inter- 
leaved Mail-Aids. Made in 
sets of 2, 3, 4, 5, and 6 sheets. 
Interleaved with smudge re- 
sistant carbon. For use with 
typewriter. 
























MODULAR IMPERIAL 


Whether your requirement be a desk, table, or modular unit — 
a Designcraft Product will enhance the appearance of your 
space — promote efficiency — and give one an impression of 
dash combined with elegance. 





Designcraft’s new Multi-line Series reflect the distinctive look 
in furniture design. Different combinations of the various units 
will effect results to suit your specific needs. 


Send for our new illustrated brochure and price list. 
OPEN TERRITORIES AVAILABLE TO MFGRS. REPS. 
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Wedding Bells 


Wedding bells rang recently for Elmer L. Baker Jr., sales- 
man for Capitol Typewriter Company, 212 N. Harvey, Okla- 
homa City, Okla., and Miss Louise Siler. The couple plans to 
establish a home in the Capitol Hill section of Oklahoma 
City. —EVH 


PROFITS 


PROFITS 
PROFITS 


Hercules Stand Helps in Registrations... 
aes B= 





Poe. 


“U.S.” Dealers enjoy attractive profits on 
inked ribbons and carbon papers . . . be- 
cause repeat orders come easily! 

Samples . . . plus our dealer’s price list. . . 
reveal the reasons. Just clip this ad to your 


letterhead and get the facts. Learn first hand 


why “U.S.” is called the ‘dealers’ line.” 


For Domestic & Export Trade | 





— 


ye | To get out the vote, Melvindale, Mich., registrars went out to 
‘ : the people in an old Detroit police ‘‘paddy wagon’’, armed 


j with records, typewriter, Hercules typewriter stand and chair. 


ee ar 
: * 






Setting up their roving booth on a Melvindale street corner 


i aA BON & RIBBON MFG. CO. INC. are (left to right): City Clerk Irene Coogan, Sue Fowler, 
-623 CHERRY ST. PHILADELPHIA 6, PENNA. Margie Reddick and Nadine Sheldon. Hercules stands are 


35 rns manufactured by Meilink Steel Safe Co 











SCHWAB SAFE CO. 
 Titdces 


THE PRESIDIO 














insulated blueprint file 


Safeguards the Heart of Business 


A Fireproof and Burglar Proof Plan Drawer 
Unit. 

Provides maximum protection for valuable 
drawings, tracings, blue prints, and maps. 
Can be furnished in two-, three-, four-, and 
five-drawer sections. 

Made to hold any size sheet up to and includ- 
ing size of 42" x 30". Removable partitions 
and dividers for any size sheet available for 
each drawer. 

: Finish: Green or Gray — Smooth, Hammer- 


loid. 


SCHWAB SAFE CO. Lafayette, Indiana 





Each drawer protected by 2” of insula- 
tion between each drawer. Outside case 
has 3” of insulation. Thumb latches on 
each drawer. Entire unit protected by 
4-point locking mechanism 





GUARANTEED PROTECTION 
INSPECTED 
For 1 Hour — 1700 
Patent Applied for 


Write for information 








Ree eee eee eee ee E SE EES EERE EER ee eRe eee EEE EES ESS eee eee eee esse eeeeeseeeeeeeeeececes 
OOO OR Ree ee REE EEE EEE Eee ee eee eee eee 
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World's Smallest Adding Machine 


LOT 


VISIBLE ADDING DIALS 


oe te 


fe 


SWIFT ADDING MACHINE 


SWIFT BUSINESS MACHINES CORP. Great Barrington, Massachusetts 


i Ral 


a 





“mene 


al 9 COLUMN CAPACITY 

















styled to beautify all furniture...designed to protect any surface... 








«If 


J. 8. PATENT 
No. 2539108 
See the distinctive style a set of Shepherd Casters gives 
the chair shown above. Note, too, that even on thick 
pile rugs, these unique casters roll freely without damag- 
ng the carpet map. Available through leading office 
ipply, hardware, department and furniture stores coast- 
to ast 


hod casTERs® 





Medel 111 retail priced 
from $7.95 per set of 4 





Model 171 retail priced 
from $8.75 per set of 4 


STYLE — Shepherd Casters harmonize 

with the natural lines of all types of furniture. 
Their modern, functional appearance 

blends perfectly to enhance and beautify. 
Truly unique and new. 


DESIGN — Shepherd's ins*ant swivel action 
and “‘free-roll” finger-tip control assures 

less wear and damage to carpets and floor 
surfaces because their new concept 

design eliminates the conventional caster yoke 
and exposed axle. Totally enclosed and 
permanently lubricated to prevent 

clogging or jamming. 

MOBILITY — Shepherd's dependability is 
assured by its lifetime original mobility 

to guarantee trouble-free caster performance and 
whisper-glide action even over the deepest, 
most luxurious carpets. No wear — 

no strain — no pull — no scuffing. 


SHEPHERD CASTERS, 
P.O. Box 472, Benton Harbor, Michigan 
(In Canada: Sheoherd Caster Co., Toronto, Ontario) 


INC. 


“WHICHEVER WAY TURN" 
earned office oF in industry 
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Increased raw material and la- 
bor costs compells ever increas- 
ing prices in every business 
and ours is no exception. 


re we. 
Leedall Products Mfg. Co. 
manufacturers of INKED RIBBONS 
(for all machines} Nylon, Pure-Silk and 
Cotton, have from the beginning, 
established a policy .. . the finest 
at lower prices. 


KNOWING... 
these facts, LEEDALL Quality and 
Prices remain the best offer to the 
Dealer! 


REMEMBER... 
"YOU CAN PAY 






LET'S 


FACE 
IT! 


We guarantee, 


MORE, but... YOU CAN'T BUY 
BETTER THAN LEEDALL! 
LEEDALL ... 


welcomes all inquiries for samples 
and complete Wholesale Price Lists. 


make the comparison, TODAY! 


TWO PLANTS * * * DOMESTIC and EXPORT 


L fe a D A L L products Mfg. Co. 


MILLTOWN, NEW JERSEY 


‘INKED RIBBONS * PAPER RIBBONS * CARBON PAPERS 





money, 


' Mr. Dealer: 








_ AH-Purpose 
Automatic 
Numbering 
| Machine 





| Stock this all-purpose num- 
| bering machine — you tie 
up less money in stock, 
make more sales. It’s built 
to handle 90% of all 
general office numbering. 
Avtomatic action — sets 
for consecutive, duplicate 
or repeat. 


ee 


ene 


| 


W rike se 


New Selector Catalog. 


A. FORCE 





rt, % 
6NICHOLS AVENUE N.Y 


CANADA 


BROOKLYN 8 
HICAGO. SAN FRANCISCO ond 


ES. NEW YORK 















Specialists ° 


STEEL TRANSFER CASES 





A Transfer Case to fit every Need 
and every Pocketbook 


SPECIAL 
SIZES 
ALSO 
AVAILABLE 
Write °* Wire + Telephone 


T oP FLIGHT PRODUCTS 
Company, Inc. 


6224 S$. Oakley Ave. WAlbrook 5-7100 Chicago, til. 


Also manufacturers of 
“The Budgetier’”’ Full Suspension Sectional File 
“Top Filer’’ Hanging File — Telephone Cabinets 
Utility Storage Cabinets — Parts Cabinets 











Safe 1 Fire 






File Cabinet | ~ 


@ Passed all Underwriters’ 
Laboratories test. 


@ Available in Letter and 9 
Legal sizes, 2-3-4 drawer § 
models. ‘ 


@ Available with Under- 
writers’ C or D Label. 


On display in 

NEW YORK 
The Arthur Gordon Co 
Associated 

CHICAGO 
Elmer Krumwiede and 
Associates 

HOUSTON 
John H. Klein and 
Associates 


MYR EY 


MANUFACTURING CO 


aronatio 








128 £€. MAIN ST. 


A SUBSIDIARY OF THE engnneey ELEVATOR CO LOUISVILLE 2, KY. 
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50 Years’ Service Marked 
by Schillinger with Royal 

A half-century of service to the com- 
pany was marked on December 10 by 
J. G. Schillinger, co-ordinator of product 
quality and design with Royal McBee 
Corporation 

Mr. Schillinger’s association with the 
typewriter goes back as far as 1904 
when he worked with the inventors of 
the Royal, E. B. Hess, and L. C. Myers. 
When the Royal Typewriter Company 
was formed in 1906, he became its first 
serviceman Later, as general service SU- y§ @& Schillinger 
perintendent, and, now, as co-ordinator 
of product quality and design, Mr. Schillinger has a com- 
plete absorption with the constant betterment of the Royal 
[ypewriter and an unparalled knowledge of the product. 

Because he is outstanding in the field, both as a pioneer 


and a contemporary, Mr. Schillinger’s 50th anniversary with 
Royal, on December 10, was a milestone for the entire in- 
dustry and company. 


New Offices, Factory in Akron... 





New offices and factory of the Hygienic Dental Manufactur- 
ing C manufacturers of floor mats and runners for offices, 
home and factory. The new plant is located at 1245 Home 
Ave Ak ron, Ohio. 





66++00088 j 
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Template 
Supply House 


“Quality At The Right Price” 


TEMPLATES OF ALL TYPES 


IMMEDIATE DELIVERY + FULL DISCOUNTS 
FREE PROMOTIONAL LITERATURE! 

















RAPID-DESIGN + TIMELY * DO-ALL * CASSEL. etc. 
WRITE FOR THE ALVIN 1956 GENERAL CATALOG 


ALVIN & COMPANY 


Importers, Manufacturers and Distributors 
Windsor, Connecticut 
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\The Right ‘Business Combination | 

‘A NEW YEAR and 

A NEW STARK 
CALENDAR 


| 
| 
J 


| 
i! 
| 
1] 
i 
| 
| 
| 


; 
| 








pads, available in al! sizes, are lithog on high- 

grade bond paper OF UNMATCHED WH with 

the date in red and the monthly calendar in black. Fast, 

2-color lithograph printing enables us to give you the best in 
quality and prompt service. 


write for complete details 
“IN causpant Wan QUALITY MARK iS STARK" 


STARK CALENDARS incormoraled 


100-112 BISSELL ST. + PHONE * JOLIET, Il 














FOAM RUBBER 
CHAIR CUSHIONS 


Deluxe 


EXECUTIVE 


STYLE 
IN THREE 
SIZES 


Cevered with velour—fibre and velour—also corduroy and fibre in 2” 
thickness with boxed edges. 


“Parfect” 





FOAM RUBBER 
CHAIR CUSHIONS 


One side covered with rich 
pile cordurey for cool sea- 
sons, the other side with 
woven fibre for het 
weather. 


Filled with new live rub- 
ber having thousands ef 
oir cells thet breathe with 
every move. 


Colors: Brown, 
Sizes: 17” x 18°15" x 
17°14," x 15%". 


STOOL CUSHIONS 


“So, Ht 2 


Transforms Hard Steels inte Soft Seats. 
Available in feur sizes 12”, 13", 14”, 15” Diameter 
Write fer New Illustrated Felder 
Giving Complete informatien 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


6435 EBMUND STREET PHILADELPHIA 35, PENNA. 

















ard lounges 


@ Luxuriously cushioned and designed for for 
spacious comfort. Strong, rigid frames of Offices 
kiln-dried hardwood, gleaming chrome ends, _Lebbies 
hardwood arms, colorful Duran upholstery, Reception 
No-Sag spring seats. Rooms 

Rest Rooms 


Pati 
No. 22-C Single Lounge Chair $ 62.50 oy ev 
No. 44-C Double Lounge 95.00 SINGLE 
No. 66-C Triple Lounge [illust.) 125.00 pouste 


We sell thru Dealers only. Send for catalog. TRIPLE 





JT7CL MANUFACTURING CO., INC. 


13 VINE STREET _ _ EVANSVILLE, INDIANA 











THE NEW 


PRESIDENTIAL 
By C Aangetoin/ 


ACCLAIMED— the most beautiful desk sets! 





Bronze or Chrome 


Available in Walnut 
Walnut Available in 


Bronze or Chrome 


Western States contact ARCH K. ANSTY COMPANY 
Exclusive Western Distributor 


171 Second Street San Francisco 5 


Manufactured by CHANGEPOINT, INC. 
546 South Rockford Tulsa, Oklahoma 











190 


Three 30-Year Men Honored... 





At the annual dance for its employees, Chas. G. Stott & Co., 
Washington, D.C., presented 17 with service pins. Here, C. A 
Stott, president, gives awards for 30 years of service to (left 
to right): C. C. Sanborn, H. E. Bosworth, and H. H. Bosworth 


Dennison Promotes Weeks, MacKenzie 

Dennison Manufacturing Company, announces the appoint- 
ment of Howard C. Weeks as assistant general merchandise 
manager effective November 1. 

Mr. Weeks, a resident of Wayland, Mass., and a native of 
Newton, Mass., has been associated with Dennison for 28 
years. Mr. Weeks, purchasing agent for the last three years 





Ronald MacKenzie 


Howard Weeks 


and assistant purchasing agent for seven years prior to that, 
has also served since June, 1955, as merchandise manager of 
resale merchandise. 

Ronald MacKenzie has been appointed purchasing agent 
to succeed Mr. Weeks. Mr. MacKenzie has been associated 
with Dennison for 30 years, and during the last two years has 
been assistant purchasing agent and administrative assistant of 
the purchasing department. 

Prior to joining the purchasing department, Mr. MacKenzie 
was for many years associated with merchandising of gummed 
and coated papers and printed gummed labels. 

C. M. Hastings, who is very well known in the paper trades, 
has been appointed merchandise manager of gummed and 
coated papers 


Philadelphia Stationers Hold Banquet 

Ihe main ballroom at the Penn-Sherwood Hotel was the 
scene of the Philadelphia Stationers Association’s 51st annual 
banquet held November 15. 

[he festivities got under way with a cocktail party given 
by the Penn-Mar-Va Travelers Club. The roast beef dinner 
which topped the banquet menu was interrupted only for the 
dance music played by Tony Desmond and his orchestra. 
Following the dinner, the guests heard from the head table, 
including remarks from President E. R. (Bob) Whitesel, The 
Brooks Company, Philadelphia, and Homer Lay, manager 
of the NSOEA Washington office, who offered the best wishes 
of Paul Burbank and Rose Cushman who could not be at 
the affair. 

Credit for the affair’s success was given to the entertainment 
and banquet committees whose respective chairmen are Robert 
Johnson and Ernst Abe, Jr. 
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You Boy On The Road To Safe, Sure 


2 <zer PROFITS 
= =—Z When You Use 








AICO’S 
One 
Reliable 
Source 
l Supply 
ql For All 
. Your 
4 
Needs 
‘ _ In 
Indexes Available For All Types of INDEXES 
Binders 
They are INDEX Specialists! 
You Can You can count on Aigner to supply all stand- 
Alee Rel ard size Indexes for Ring and Memo Books, 
— ow Post and Ledger Binders. Either with insert- 
on AICO able AICO Plastic Tabs, or printed titles, such 
f as: A-Z Divisions, Monthly, Numerical, Geo- 
= graphic. And the blank insert strips are type- 
GUIDES writer spaced to save 56% typing time when 
d typing the titles. For made-to-order Index jobs, 
_ AICO supplies free design service, sales aids, 
TABBING. fast quotes. 


You Save On Ordering, Bookkeeping, Stock & Storage When You 
Order from AICO! 


~~ Ge 44-16 23rd St., Long Island City 1, N.Y. 


426 5S. Clinton St., Chicago 7, Iii. 
INDEXES ~~ 














Here wigs ) Markwell Premium 
NEWLook ~~ 
NR mt ptt tr ory 


Dealers i 1 sales stapling need 
and profits 


» Markwell Office Staplers now furnished 
complete with Staples 


>’ New lower Dealer prices on Markwell Staples 
> New lower Consumer prices on Markwell Staples 
‘> New and exciting Sales Aids 








Your Room Space 


is 
CEILING HIGH 


when you use 


Adjusto- 
Deck 





i: 
Revolutionary 
New & Better 
} A bs > 
Will carry tremendous 4 » if 
loads 
+ = 
Expands storage space upward. 2-sided bracket shelving adjusts to any 
depth or width, clear to ceiling. Installs without special tools. Uprights 
take rugged hold of ceiling & floor without bolting or threading of pipe. 
Costs 30% less than steel shelving. Saves on freight rates, Standard pipe 
& plywood may be bought locally to suit needs. Depths 26” to 96”. Widths 
42” to 9¢ 
Without shelving, ADJUSTO-DECK aiso makes perfect Hanging Racks. 


Write Today for Full nicomaliig 


WALTER HAERTEL CO. 
2840 FOURTH AVENUE, SOUTH 
MINNEAPOLIS 8, MINN. 
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ALA Clomme ond Reterned Gods MUST Be Accompe- _. dy Tin Bll 





—/ .. 
=e eet a 
SS 





All these features combined in ONE Book: 
@ Salesman Order Book @ Bill Book 
@ Purchase Order Book @ Receipt Book 
@ Cash Sales Book @ Credit Book 





@ All Sets Pre-Numbered ®@ Regulation Boxed 
@ All Sheets Bond Paper @ All Sizes Available 
DUPLICATE BOOKS: Original White Bond Paper, Duplicate Ca- 
nary Bond Paper 
TRIPLICATE BOOKS: Original White Bond Paper, Duplicate Canary 
Bond Papers, Triplicate Pink Bond Papers 


Write for information 


T. Green Inc. 


Distributors to the Stationery Trade Only 
11 WEST 30th STREET, NEW YORK 1, N.Y. 
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HEARD the NEWS? 
Now Call 


AXILILIE INI 


FOR ALL YOUR 


INKED RIBBON & 
CARBON PAPER NEEDS 


This 36 year old house offers stationers and 
dealers the best deal ever on competitively priced 
quality typewriter ribbons and carbon papers. Call 
Allen today for prompt sample service and quota- 

tions. All ribbons and carbon 
paper boxed under our trade 
names — or yours—as you wish! 


We guarantee you BIG PROF- 
ITS on our low price — top qual- 
ity products. Write, phone or 
wire now .. . get profit-happy 
with Allen! 


Phone BEekman 3-2255 


ALLEN & COMPANY 


Manufacturers 
DIVISION OF DIXON CARBON & RIBBON CORP. 
11-13 VANDEWATER STREET 
NEW YORK 38, N. Y. 






®) 



















STEEL WASTE BASKETS 


Roll Edge rim 
Easy to lift! 
Inverted bottom 
Tapered design 


Popular size 
and colors 


No. 9-99A 


CLICKSNAP 
STEEL BOXES 


One of ‘Central's complete line of Cash, Bond and utility boxes. 
Ten oe eneoaagage construction— Heavy gauge steel—Rounded 
co $ q ed silver finish. 

See your Jobber or write us for complete details. 


CENTRAL CAN COMPANY 


2415 WEGT 19th STREET, CHICAGO 8B. ILLINOIS 








ee 
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Three Join Good-McCree Leather Company 

Donald S. Good, Donald H. McCree and Thomas P. Pooley 
announce their resignations as president, vice-president and 
secretary, respectively, of The Lackawanna Leather Company, 





Donald McCree Donald Good Thomas Pooley 


Hackettstown, N. J., and their affiliation with The Good- 
McCree Leather Company of Hackettstown as chairman of 
the board, president, and secretary, respectively. 

The Good-McCree Leather Company was founded in 1947 
and has the latest equipment in both plant and machinery. 
The firm has expanded production of novelty, specialty and 
miscellaneous leathers to include the finest upholstery leather. 

[he three new executive officers of The Good-McCree 
Leather Company have been leaders in the upholstery leather 
trade for 25 years and promise the same efficient service and 
quality leathers they have offered in the past. 


New Autopoint Representative 
Charles Jaffer of Phoenixville, Pa., has 
joined the Autopoint Co., a division of 
Cory, as retail representative for Penn 
sylvania, Delaware, Maryland, Virginia, 
and some of the larger counties of New 
Jersey. In his new capacity, Mr. Jaffer 
will call on wholesale and retail dealers 
in the stationery, gift shop, college book 
store and department store fields. 





VISO-DESKPLATE 3 
Sells on Sight! 


a shelf 
plate to 











fit most 
any 
desk 


@ Permits clear, quick reference to 
phone lists, calendars, price 
schedules, etc. 

@ Reference material quickly add- 

ed or changed by simply lifting 

hinged plate. 

Provides an excellent, crystal- 

clear writing surface. 

Protects reference material from 

weer and tear of everyday use. 

Adheres to either weod or metal. 

Practically unbreakable. 

Standard size 121.” wide x 15” 

long. : 

You will find VISO-DESKPLATE a good “door opener" for | 

new accounts and an excellent “conversation piece for your | 

established trade. 

Sample and Price Schedule upon request. 


D. C. HEY CO., INC. | 


422 So. 7th St. Minneapolis 15, Minn. |: 


Material easily changed 
by lifting the hinged plate 


VALETS & WALL RACKS 


30 SECOND ASSEMBLY 
NO NUTS, BOLTS OR SCREWS 


Gingher Valets are ready to 
use in a flash. Just insert the 
upright post into the base and 
slide the top over the post. No 
wobbie or wiggle but sturdy 
and rigid. Units can be locked 
together instantly side by side 
and/or back to back or 
changed to any required pat- 
tern. All welded, finest furni- 


ture steel. Finished in gray, 
desert tan, mist green baked 
on enamel. Umbrella holders, 


easy-to-empty drip drawers — 
all trimmed in aluminum. 


Wire or write today for complete 
information about this new line of 
quality valets and wall racks. 


GINGHER MFG. 


314-328 Depot Street, Scranton 9, Pa. 





6 coats 
6 hets 
6 umbrellas 

Descriptive catalog at- 
tached for your informa- 
tion & 


Since 1924 Precision Manufacturers of Ma- 
chine and Electrical Products, Instruments 
and Components 


reference. 








PLATENS FOR ALL OFFICE MACHINES 


xo wW> wv 
“vum—-rvwcn 





FOR PROMPT SERVICE 
TYPEWRITER EQUIPMENT CO. 


INC. 


25 PARK PLACE NEW YORK 7, N. Y. 




















Upholstered Furniture of 
Distinction For Offices, 
Hotels, 













Institutions 





Write For New 
Catalog 
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10-KEY ELECTRIC 
ADDING MACHINE 
Only $345 


List Price 












““M-53”’ 


Automatic Step-over, 
Automatic Credit Balance 
Exclusive: Decimal Points 


Print in Correct Positions! 
Sold through Dealers exclusively— 
A few Dealer Franchises available. 
Write for detailed information 
and folder. 
ALMA OFFICE MACHINE CORP. 


New York 16, N.Y. 


34 East 30th Street 


=z > 


lhumb Tacks 
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FREE HAND BINDER! 


A quick selling loose leaf 
holder. When inserting 
end removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks positively 
and secures contents 
against less and spoil- 
age. Thousands in use 
daily 


Here’s a profitable item 
for every dealer. Write 
for new descriptive price 
list today. 


FREE HAND 
BINDER CO. 


43 Fulton Street, New York, N. Y. 














Oxford 


Reg US Pee OM 


FIRST IN FILING 
Your filing supply specialists 








THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 





ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 


DALLAS SAN FRANCISCO 
19132 Commerce St. 545 Mission St. 


SERVING THE OFFICE MACHINE DEALER FOR 51 YEARS 








For Even A Small Office. . . 









8 } 
electrically . | 4 — ~ 5 £.0.B. Factory 
. — SS) plus excise tax 
opens 200 to vs qV if ( \ Stacker optional at 
2 nominal price 
300 letters i (Prices subject to 
: change without 
per minute notice 


ARNOLD MACKENZIE, INC. 
3133 Overlook Drive, Minneapolis 20, Minn. 



























You can earn good 
commissions selling 
our complete line 
of passbooks, pocket 


PASS UP THOSE 
EXTRA 
COMMISSIONS 


check covers, coin 
savers, and other 
forms to financial 
institutions. 


Write for Information 


AN PASSBOOXK Co. 


CLEVELAND 13, OHIO 


20 SENTRY SALES 
A MONTH 
$10,500 PROFIT 
PER YEAR 


The Neal Safe & Equipment Co. of 
Jackson, Mich., is cashing-in with 
SENTRY—the only quality-built 
small safe priced to sell in volume 
to homes and small businesses. Why 
not you? Write today for full details. 


JOHN D. BRUSH & CO., INC. 


545 West Ave., Rochester 11, N. Y. 
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CLEANS... Typewriters, 
Billing Machi Addressing 
Machines, Addressing Plates, 

Marking Devices and many 
others... 

















A Specially lem 
SELL MASTER SPEED KEYS 
ge ee es 


Typewriter Key 
for old and new typewriters, 
bookkeeping and billing machines. 
Don’t Delay 

ORDER TODAY! 
ADD THAT EXTRA PROFIT 


SPEED KEY CORPORATION 22,3, ce, ust 
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FOR 
EVERY 
PURPOSE 





No. 17-33 









NOTCHING 
PUNCH 















THE HOGGSON & PETTIS MFG. CO., 141T Brewery St, New Haven, Conn 


TALLY PUNCH 





Nos. 17, 33—Notches cards, sheets, etc. No 
17 dies not over 4%” wide, &” deep: No. 33. 
not over 4%” deep. 

No. 2—For %-%” round holes; 1%” reach 
No. 3, 1%” reach & No. 12, 2” reach, same 
style as No. 2. All will take special dies 


Talley tunch—Kegisters number of punchings to 
99.999. Punches %", &” or %” round holes—also 
one designs. Same counter available in our Nos. 
. 3, 10, 11, 21. Write for circulars. 











THE EVAPRESS ‘ 
Speedily Produces 


Top Accuracy 
Rubber Plates 


* Exclusive Pre-Heat Table 

* Powerful Construction 

* Precision Built 

* Motorized Push Button Operation 

* Platens Electrically Heated Therm- 
ostatically Controlled 

* Three Platen Sizes 13” x 18” — 
12” x 15° = 39° x 13” 


TOPS IN EVERY RESPECT MAKE US 
PROVE IT 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 














SECURITY BRAND 


Complete Line of 
DELUXE ALL LEATHER 
or CANVAS & LEATHER 


Mail Bags For Your 
Select Clientele 


WRITE FOR CIRCULAR 


. CAN-PROG,.. 


33 E MeWILLIAMS ST. 
=~ FOND OV LAC. wis 
a) = OF ~. 


aa See 











SPECIFY 
Fay ts 


~ Gar the Broadest Line 


of Rubber Stamps 
and Marking Devices 


Write for your copy 
of our new catalog No. 80 


Fuuynwnr DIV:, Bankers & Merchants, Inc. 


3229 North Sheffield Avenue Chicago 13, Illinois 
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D 
E 
A 
L 
E 
R 
S 
USE 
THESE It costs less to draw from our huge 
SHOW stock of desks, chairs, stee! furniture, 
ROOMS leather furniture and accessories, 


OFFICE FURNITURE WHOLESALE DISTRIBUTORS 


NEW YORK 4. N.Y MIAMI FLORIDA S ANGFLE* 
74 BROAD ST 1535 Ww LAGLER ST] 870 WILSHIRE BLY 
BOwling Green 9-823) 828464 TR-7003 





yoW- ) “/ua- Potat 


Ss! LEAD POINTER 


For Perfect Lead Points 
BLUNT TO HAIRLINE 


Stand: rd Model gives you points 
up to %” long without breaking. 
Just insert lead and rotate lid. 
Preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS 
PRICES 





y] 
monet 






Taper Model 
iets You Dial the 
taper you want 












WRITE FOR LITERATURE AND DEALER 






LONG  ———— 
ORIN: — BRP ey Vea ti cman 


BETWEEN BAKER STREET, COLOMA, MICHIGAN 






REDI-RECORD PRODUCTS CO. ;,.."y 
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in LEATHER 
in FABRIC 


for the Executive Suite 


Hand Fashioned by Craftsmen of Experience 





moderately priced 
BROCHURE AVAILABLE ON REQUEST 


*Downease Cushions availal 
*Trade Mark Re 


niemann inc. 


A FINE NAME IN FURNITURE FOR OVER ONE HUNDRED YEARS FACTORY & SHOWROOM: 469 E. OHIO ST. AT LAKE SHORE. DRIVE, CHICAGO 11 


























ROLLING STORE LADDERS FOR OFFICE EQUIPMENT & SCHOOL SUPPLY 


ROLLING LADDERS—Made from 





























Oak or Birch Src 

SIDE and CEILING TYPES—with | } LETTER FILES 

steel track for mounting on shelving, \ \ ne 

filing cabinets or ceiling 

“A” and LIBRARY TYPES—require \ CARD INDEX 

no track and are mounted on wheels Lt \ FILES 

with Automatic Safety Brakes . \\ 

WELDED STEEL SAFETY LADDERS | Wx A’ STORAGE FILES 

—Made from 1” diameter round 

furniture tubing, with expanded : . INDEXES 

metal steps. Mounted on Swivel YX \Y bd 

Brake Casters. Ladder can be rolled \ oR A QUALITY LINE 

freely when no one is on it. When ‘ eK | AN AT LOW PRICES 

you step on the ladder the rubbe WE 4 ° 

tipped legs rest on the floor and tn SY ial ASK FOR 

prevent rolling. Made in 1 to 13 v ——_ yj OUR LATEST 

step heights, and 4 widths. By LITERATURE & 

. PRICE LIST 
Send for Circulars 42-OA (Wood) & 56-OA (Steel) and Dealer Discount. 
Manufactured by ARROW PAPER PRODUCTS CO. 
4535 WN. Ravenswood Ave. 502-504 W. 30th Street, Telephene Chickeri 7682, N York 1 a 4 

lI. D. COTTERMAN CHICAGO 40 - Vans ws sicrss eeciames 











Recommend and Sell THE LEADER _ 
Profits for you BEACH'S 


in ATLAS 





‘Common Sense’’ 
Complete Vertical 


Filing Systems for EXPENSE BOOKS 


® NEGATIVES now shipped to you 
© OFFSET PLATES n this sturdy, con 
° STENCILS vanes, ees tee 
° X-RAYS Counter Display 
°e ART WORK 

SWATCHES Samples, Prices: 

BEACH 

Atlas Stencil Files Corp. PUBLISHING CO. 
te Sema Svence 19829 W. McNichols, Detroit 19, Mich. 


Cleveland 10, Ohio 

















MARKILO 
CELLULOIO PRODUCTS 


Loose-leaf envelopes, punched: card- cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes: stamp containers, etc. Made of Write for Dealer 


acetate (flame resistant) transparent cellulose. We ° . 
Literature & Prices 


build to fit your particular need. Write us details. 
HARDBOARD FABRICATORS, INC. 


Markiloe 
en on. ws « ST touts 7 
















902p S, Wabash Ave. Chicago 5, Ill. 






196 OA—1 /57 








TT 


FAMOUS KOL STANDS IN NEW DECORATOR COLORS! 





Now you can have the famous KOL quality office stands in new matched @ Exclusive “NOISESTOPPERS" for office quiet! 
Decorator Colors to match or complement your office! Choose from Mist @ Rich-looking baked enamel finish! 
Green, Hammergrain Grey, Forest Green, Desert Tan or Mahogany Brown. @ Easy-rolling, non-marking rubber casters! 





2323 ELLIS AVE. 
A i iam¢C Wize) ell) mer te lhele 
@ ST. PAUL 14, MINNESOTA 


MADE TO MATCH 
Feld ‘ge Mh _ ENGRAVED OFFICE SIGNS 


For Desk, Door & Wall 





120 letters . , rs h. ' : 200 Stock Signs te 
4 . . ie ; lect from with and tte 
a minute! out holders 


Name panels easily 
changed to allow for 
personnel changes 

NEW ...Line of Bank 
Signs ‘‘Next Window" 
— “Bank Holidays” 


etc. 

For these customers who 
went Custom signs . . 
BRADEN Made to Order 


Fo -€)-matic 
DESK MODEL FOLDING MACHINE SmADEN Mode, fo\ Grder 


WRITE FOR COMPLETE CATALOG OF Write for titerature and dealer information Complete flexibility to fill 


DUPLICATING EQUIPMENT AND SUPPLIES RADEN every special sign need 
PRINT-O-MATIC CO., INC. inoi BRADE! . Mig. Co, LANSING, BACHROAN 


Chicago, Illinois 


PORTABLE 
FULLY GUARANTEED 























Increase your PROFITS with EXTRA PROFITS CUSTOMERS 


FROM CHé ALE » SCHOOLS © CHURCHES @ Cl 











. ; WE DROP TTL iiaiicls celtl Maliatelt 
‘Taibas| SEANDARD FORMS NO HANDLING ON YOUR PARI 
« METER TICKETS + INVOICES FOLDING TABLES  #/ 
* COPYSETTES- + PURCHASE ORDERS j CHAIRS — 138 STYLES K- 
* CHECKS + BILLS OF LADING \y @ STEEL OR WOOD 
+ W-2 TAX FORMS + REPLY MESSAGES © roe 
* 2 to 5 part carbon sets with imprints. @ NON-FOLDING 


Best prices, delivery for dealers. ; @ TABLET ARMCHAIRS 


ae ees @ AUDITORIUM UNITS 
REE @ 6 Ft. and 8 Ft. TABLES 
New catalog — Standard Redifixt 
forms, register forms, |.B.M. forms, .W-2 @ SCHOOL DESKS 
and*tax forms, NCR, etc. wee ger copy. QUIREMENTS (Quantity, Stee! or wood 


Adirondack Chair Co. 


Dept. 22 — 1140 B'way, N.Y. 1, N.Y! MU 3-4834 





CONSOLIDATED BUSINESS SYSTEMS, INC. 


30 Vesey St., New York 7, N.Y. BArclay 7-3687 


Ye Cyg ginal 


Keep Klean Imprinted | ‘SINGLE ‘evi 
Typewriter and Business Machine 
Covers help you sell more! 


Keep your old customers “Dealer Con- 
scious” and bring in new ones — by 
sending out your trademark and mes- 
sage with every machine you sell! 7 . INK Wistain 
Tough, durable gray plastic, gray rub- ee ib — RE EMORY, ER 
ber and black rubber. Write today for i oe 


prices, discounts, etc 


KEEP KLEAN PRODUCTS CO., INC. 
4077 PARK AVE., N.Y. 57, N.Y. 
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+ 
Last Chance! 


* 
* * 
* 


Christmas Window Contest 


Closes January 15th 





Don't miss this opportunity for recognition and valuable cash prizes. 
Here are the simple rules: 








1. The contest is open to any office furniture, machine or 5. The slogan, “Business Gifts for Business People” must be 
te a ; , icluded in the display. 
supply dealer in the United States and Canada . 1 the display 
, ; :, , 6. As many entries as desired may be submitted. 
2. Window displays entered must be ones used during the ' s desired maj epee: 
1956 Christmas selling seasot 7. All entries must be postmarked by January 15, 1957 
3. Merchandise displayed must be office furniture, machines 8. Information useful but not essential to judges in making 
or supplies taken from the normal stock of the dealer. decisions includes: a. Dates when windows entered in the 
contest were used. b. Non-store hours when windows 
4. Each entry must be accompanied by a glossy photograph were lighted, if any. c. Comments on customer reaction, d 
(8x10 preferred) together with a list of types of products Any supplementary remarks about the displays and why 
displayed and a separate list of special display props, they should qualify as prize winners. e. Name of the 
background materials, lighting, etc., used in the display. window trimmer. 
* 
: Henry Berry, | Berry A 
JUDGES $ Nell Lee Litvak, ‘oted merchand 
e ° A 
e Clover Perkins, Ww 
= x 
CHRISTMAS WINDOW T ENTRY BLAN} 
: * 
OFFICE APPLIANCES : 
600 West Jackson Bivd., Chicago 6, III. ; ¥ ' 
eae 
a | a PRIZES 
Enclosed is my entry in the FF ; AN hristmas Wind : { ; 
Contest for 1956. It is accompanied rar } pplementa : ) s a ' 
; Bec fe : © Free PUGRR: occ e sas ’ 
material as requested in listing of rule : H $1 00.00 
; ' 
ee ; ' 
; | Second Prize ...... $ 50.00 { 
NAME POSITION : 
; 4 ; 
i | Honorable Mention .$ 10.00 ea. } 
FIRM NAME ' (Five Awards) } 
‘ 
; ' 
a! ‘ ‘ 
ADDRESS ry Al SE SEES Bee eS ee 


NAME OF WINDOW TRIMMER 


® Entries must be postmarked by January 15, 1957 
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QUICK SERVICE 


OAs: auiRY CARDS 


NEW EQUIPMENT & SUPPLIES 


All new products illustrated and described in this issue 
in a section beginning on page 44 carry key numbers 
duplicated on the card below. If you are interested in 
an item, or several items, simply circle the corre- 
sponding key numbers on the card and mail at once. 
Your inquiry will be forwarded without delay 





SALES STIMULATORS 


Manufacturers’ sales aids announced in a section of 
this issue beginning on page 64 all carry key num- 
bers duplicated on the card below. For additional 
information simply circle the key numbers on the card 
corresponding to the number assigned to the Sales 
Stimulator in which there is interest and mail the card. 


P®jUDM 84D SpiD>2 JOUOHIPpO yi yey 
S2l1ddNsS @ LNIWdINO®I MIN 
IMMAIDS © 


£S61 ‘L HOUVW 4047 PICA pum> “SIONVITddY BDIdIO 4° ONSS} 2561 ANYONE 
“ADIOP NOUN UODUWIOJU! JeYyNy Pues Oo; 


‘P®PsP eany | ssequinu Asx ey) Aq peyo>ipu! ‘sseunpoynuDW ey ¥SD esDe;4 





S£ OL $9 OF SF OF SP OF SE OF ST OF SL OL §& 
VL 69 HF 6S HS 6H OP GE HE GE HE GL PL 6 fF 
c£ 89 C9 SS CS SH CY BE CE St EE SL cis ¢ 
t£4 49 09 £48 TS 4 te LOTS TE AL TLL OE 
tZ4 99 19 OF LE OP Lh OF LE OF IE OL LL 
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SPL OWL SEL OLLI STL OTL SLE OLL SOL 
PPL GEL PEL GTI PTL GLE PLL GOL POL 
Cri SCL CEL STL CTL VLE CLL BOL COL 
Trt LOL CCL ZEL CTL ALL TLE LOL TOL 
LPL GEL LEL OTL LTE OLE LEA 9OL LOL 
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Fortune 


| Sales Come 
easier with 
FULL PAGE, 
FULL-COLOR ADS 
like this... 


and 


fer the mon with the ‘forwerd look 





Besides producing the world’s most wanted executive furniture, Standard 
leaves nothing undone to assure you an ever-growing volume of office 
furniture and accessory sales. 


Strikingly vivid full page ads each and every month in FORTUNE tell the 
dramatic Standard story to your best executive prospects. 


Then... *C-N-S...Standard’s dynamic ‘sales-clincher’ program does 
the rest: 


ustomer Mailings — Using Standard’s big, beautiful, convincing brochures! 


ewspaper Mats — Free ads that give local impact to Standard’s great national ad campaign. 


tore and Window Displays — The vital selling tool that does its work 
right at the point of decision. 





Get the facts about Standard’s effective, hard-hitting selling ‘ package.’ 


See your representative, or write direct. 


Standard 


THE STANDARD FURNITURE COMPANY, HERKIMER, N.Y. 





competition 
thinks were 


crazy! 
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MODEL 76 





| ay.ot 


We dared 


amcad lower 
Price 
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‘The Greatest Value Hver... 


in atop quality electric spirit duplicator 


The new improved Conqueror automatic electric is superior 
from every angle. Beats competition on design, features, per- 
formance and PRICE! This is unique news in today's market 
+ » « mews made possible by Heyer engineering know-how, 
precision mass production methods and savings from lower 
overhead . . . savings passed along to dealers and customers. 
Here's everything that's wanted in an automatic electric du- 
plicator at an attractive low price. 

We've created a magnificent new Feed Drive Mechanism, 
added an 11-inch and 14-inch cylinder stop, improved and 


THE ELM Y ER corPoRATION 
wEew york * CHICAGO + LOS ANGELES 


relocated controls for more convenient operation and added 
many, many more mechanical features. The Model 70 has 
been improved too, a greater value than ever at $195.00. 
We've restyled and redesigned the CONQUERORS with the 
assistance of nationally known designer Jean Otis Reinecke 
,..and enhanced their appearance with a new Futura 
Green color. 

We're out to sell a million! . . . Plan now to assure yourself 
of a good share. Sold only through Authorized Conqueror 
dealers . . . some territories still open. 


In Canada Distributed by: 


THE BROWN BROTHERS, LTD. 
Montreal TORONTO Vancouver 


raise quality 

















